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Number 2 


The Better the Value the More Business 


emphatically pointed out the necessity on the 

part of the trade of facing a demand by the 
public for lower prices in footwear. We had the 
courage to emphasize this to merchants and manu- 
facturers who were pressing the claim that “‘we have 
reached the top, we won’t go any higher.” The manu- 
facturer and the merchant in many cases came to the 
belief that the peak of the prices had been reached and 
that united interest on the part of the trade would 
keep the prices at about that level. They figured out 
that they had done their bit by assuring the public 
that the prices would go no higher. By this, they in- 
variably meant that prices would stay at high levels. 
No keen observer of conditions can possibly retain for 
long the idea that a high level of prices can be sus- 
tained in all commodities just because “there are so 
many wishes to bolster it up.” 

You will remember that the “Recorder” said on 
July 3: 

The temper of the public is certainly not 
for higher prices and if some grades can be created 
that will show at least a 10 per cent reduction, 
they will be most acceptable. That 10 per cent 
figure is about all that can be expected and will 
necessitate sharp economies in the factory, plus 
skillful trading in the materials, and also a 
cutting of the margin of gross profit by careful 
attention to selling expense in the store. Let 
this opinion stand as a guide to your business 
this Fall. 

Can the trade now truthfully say that 10 per cent 
is all in the face of the recent statements by the auto 
maker, the lumber man, the sugar man, the tool 
maker, the farmer and practically every industry in 
the United States? What business man is there who 


| BOUT two months ago the “Recorder” very 


is not heeding the trend illustrated the past two weeks, 
showing a drop in many manufactured products 
usually bordering around 20 per cent. 

We had more than one letter come to us protesting 
against our espousal of a 10 per cent reduction. These 
protests came from manufacturers and merchants and 
men of much experience. In the light of what has 
happened during the last three months, do our sub- 
scribers consider that they were ill-advised? We 
think not. We hope the level will stand at 10 per 
cent—can it? We believe that every possible ad- 
vantage in the material markets should be transmitted 
to the manufacturer and through him to the merchant 
and to the ultimate consumer—that every possible 
economy and ingenuity in shoemaking should likewise 
be passed on, and that distribution should be more 
economically accomplished so that a real effort can 
be credited directly to the entire industry in reducing 
the high cost of living. It is folly to continue dream- 
ing that prices can be sustained. Let’s face the 
“downward movement” and know when the 
“market”’ is reached. It is time for a conference of 
the industry on the “‘price situation.”” Who will send 
out the call for a meeting to face the facts? 


As strong a business paper as the Dry Goods 

Economist in its powerful field of merchandising says: 
As every one knows, consumers are now 
scrutinizing prices with wonderful care as com- 
pared with the demand for higher prices, which 
was so general up to a few months ago. People 
are being educated to look for lower prices by 
the frequent publication of statements coming 
from authoritative sources, governmental and 
otherwise, as to declines in the cost of various 
commodities. The newspapers carry many 
items of this character, as well as articles and 
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market reports making known the development 
of lower quotations on various raw materials. 
If this is the case, it is evident that merchants 
and department heads have reached a point 
where they must scrutinize and study their 
offerings with exceptional care. You cannot 
tell how soon your competitor will be offering 
far better values than you are. And remember 
that even on lines which appear to be insignifi- 
cant, your price, if higher than his, is likely to 
give your store a black eye. 

While the market was rising few retailers, if 
any, made up their minds to get “‘all the traffic 
would bear;” few proceeded to mark up every- 
thing indiscriminately. On the contrary, care- 
ful observation on our part showed that the 
great majority averaged their prices and 
throughout a long period gave the customer the 
benefit of the goods the store had accumulated 
at lower figures. We now urge that retailers 
pursue an equally constructive course, that as 
they were willing to be fair winners they should 
now be good losers and take their medicine 
where called for. Needless to say, we do not 
advise any merchant to make cuts which might 
prove unduly costly to him. What we suggest 
is that he watch conditions day by day and 
promptly make such reductions as are essential. 
Where there is no need for haste he can avail 
himself of the policy of averaging down just as 
he formerly adopted that of averaging up. 

The program we have in mind will inbue the 
consumer with confidence; it will tend to main- 
tain the store’s reputation for square dealing, 
and by increasing consumption it will help to 
keep manufacturing plants in operation, and wil! 
thus tend to stabilize conditions all along the line. 

If it were only a matter of American consideration, 
we would say that eventually the public would pay 
the price. But we can see all over the world a simi- 
lar resentment by the people against pinnacle prices 
for foodstuffs and apparel. Even housing prices them- 
selves have reached the peak. Is it not logical to 
expect an intelligent acceptance of lower prices in 
quite the same spirit as the raise in price was na- 
tionally accepted. The margin of profit may lessen, 
but the increase in the number of transactions should 
compensate. 


The Bankers’ Duty 


OW is the time when the banker who has been 
handling mercantile paper, particularly that of 

the retail ‘merchant, can make permanent business 
friendships by a policy of fairness. The handling of 
other people’s money does not carry with it an auto- 
cratic sort of “divine right” to its use. In a commu- 
nity where agriculture leads and wherein harvest 
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money is now being banked, the loan desired by the 
shoe merchant should be honored at a fair rate of 
interest, for many shoe merchants are in the market 
to borrow money to cover September and October in- 
voices at discount date. The use of borrowed money 
to tide over a three-month period is often obtained at 
a rate that not only covers the emergency but leaves 
the merchant some portion of the discount saved by 


prompt pay. 


Making Merchantable Leather 
Only 


LL over this country there are storehouses filled 
with low grade leather. Some of this leather is 
so poor in quality that it ought never to have been 
put in the vats, finished and transported to the sales- 
rooms in the great shoemaking centers. Heads and 
necks and bellies would show a better profit if cut 
from the raw into glue stock than to be made at a 
tanning cost of 15 cents and up per pound. It is time 
for the tanner to learn that he should tan only that 
material that is merchantable. He should tan nothing 
that is not going to be salable. There has been too 
much leather made up from skins put into the vats 
from nose to toenails. A careful trimming of this 
leather so that only the salable portions were worked, 
would have cut out some of the costs of tanning and 
benefited the leather maker, shoe manufacturer and 
the ultimate consumer. Just because it is leather is 
no reason why it should go through the whole process 
of tanning. 

It is time we looked around and stopped the leaks. 
The habit has been of tanning a great deal of leather 
which will never be worth anywhere near the cost of 
tanning. When the shoe manufacturer and the cut 
sole manufacturer will base their prices on the quan- 
tity and quality of sales obtained, then there will be 
no object in the tanner tanning so large a percentage 
of the hide which later on will be cut off and sold for 
scrap at a price which is much less than the cost of 
tanning. 

Today tanners making union crop sole leather are 
cropping 40 per cent or more of the hide in bellies and 
heads while the market for such goods is very little 
above the tanning cost. One of the troubles is that 
all parts of the hide are not of the same nature. They 
naturally have to tan so as to make as good a piece of 
leather out of the best part of the hide as possible. 
This tannage is not of such a nature that the softer 
portions, such as the bellies and heads, are fit for sole 
leather. ‘Pherefore, the portion of the hide which is 
not adapted for sole leather should be cropped off 
before tanning and either be tanned with chrome or 
sold for glue stock. 

Now with all of, this surplus low grade leather on 
hand, what about its commercial utility? Will it 
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continue to stand on the books as an inventory item 
or will the leather men take another huge loss, con- 
sider it of no value and find a market place for it “‘at 
what it will bring.”” That is the clean-up solution of 
the leather occupying valuable storage place today. 
A few “gifts” of leather might bring out the ingenuity 
of some manufacturers in the utilization of it. When 
we say “gifts” we mean a price interesting enough to 
permit experimentation. The one best principle for a 
leather maker, and shoemaker is to produce only 
that which can be sold at a fair profit. To manu- 
facture just for the pleasure of accumulation event- 
ually produces bad temper and bad business. Let’s 
have careful selection, careful planning and intelligent 
distribution. 





Holding to Proper Grades 


I$ the courage to ask the price slipping away from 
the merchants of the United States? All over this 
country the protest against the high cost of living has 
produced a demand for cheapness of materials and 
there is an apparent danger in it. In many cities 
there is a protest against the cost of meals in res- 
taurants and as a temporary expedient the workers in 
offices are bringing their own lunches. This would be 
an excellent thing if it wasn’t for the fact that it is 
only a temporary effort made to force the restaurants 
to reduce their prices. Those eating places that find 
their volume of customers decreasing have invariably 
attempted a cheapness of materials, a use of adulter- 
ants and the substitution of second-grade meats, 
fish and perishable foodstuffs. The price may go 
down but how about the satisfaction to the con- 
Sumer. 

There are many articles, the cheapening of which 
would be so disadvantageous that it were better that a 
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fair price were sustained no matter how loud and long 
the wail for price cutting. 

In footwear, where the concealed merits mean so 
much, the starving of that particular grade to satisfy 
the price appeal is a menace to the service of the store 
to the customer. There are hundreds of ways of 
cheapening footwear—there is but one way of making 
shoes right—the proper materials assembled and sold 
at a proper price. A fair price for a worth-while 
article, having so much to do with the comfort and 
satisfaction of the wearer, warrants an adherence to 
quality. The shoe store that wins out will be the one 
which sticks to its grades and qualities no matter 
where the price fits. 


Are Shoes Kept Up? 


GOOD many unshined shoes, also well worn 

shoes, are to be seen on the streets these days? 
It is an open question if the findings and repair people 
are making the most of the situation. John Thrift and 
his family may think they are saving money by letting 
their shoes run,own. But they are not. It’s up to 
the findings man to tell them to get their shoes shinet 
and it is up to the repair man to tell them to get their 
shoes repaired. A shine in time, or a repair in time, 
help to make shoes wear longer. 


A Tip to the Trade 


OU are not specially concerned who buys your 
shoes, provided they are bought. His color or 
creed, his politics or opinions, where he goes or whence 
he comes—these may be interesting, but they are not 
important. There are just two vitally important 
things in the shoe business—feet and cash. Every- 
thing else is leather and prunella. 











The Best Message to Industry 
What is shown by a national survey of 
retail shoe advertising and in reports from 
“‘Recorder”’ correspondents. 


Profit in the Sale of Colored Stockings... . 
The return of colored leathers gives the 
merchants an unlooked-for opportunity. 


The Fitting and Sale of Gaiters 
Fine points to be considered in this 
branch of merchandising. 


A $70,000 Shoe Store in a City of 250,000. . 
A story of high achievement in the retail 
footwear field. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


Canadian Store Has Unique Women’s Shoe 


Department 
Illustrating the principle that sales can 
be made by creating a homelike atmo- 
sphere. 


Note Carefully 
Mr. 





Articles Advt. 


























circuit is completed, with comments or sug- 
gestions, if any. 
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; Foatwear Modes 

, For the Autumn Season 

are presented in the entire range 
. of correct models 

For formal wear 





$7.95 to $15.95 
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The “Shoe for the Occasion” Copy Is Nationally Used This Season 


The Best Message to Industry 


An Examination of the National Clip of Retail Advertisements by the 
“Recorder’’ Demonstrates Heroic Efforts to Develop Sales 


\ N THEN we gave orders 10 days ago for a na- 

tional clip service so that we could have in 

our hands examples of the retail advertising 

of every shoe store in the United States, we little ex- 

‘ pected such a deluge. The pile as it now stands is 

over three feet high. We made a preliminary survey 

in last week’s issue covering approximately 1,000 

advertisements. This week we have on hand not less 
than 12,000. 

And what a re-assuring message to industry we 
find. There is certainly an heroic effort on the part 
of the retail shoe industry to develop sales and to move 
stock. 

Come and See the Pile 


There is no more effective barometer of trade than 
retail advertising. We would like to have every mer- 
chant and manufacturer pay the “Recorder”’ office a 
visit just to go through these advertisements. There 
isn’t a town in the United States publishing a known 
newspaper that is not included in this pile. 

Taking the advertisements dated September 20 
and after, we find a very considerable number show- 
ing women’s oxfords from $10.00 to $18.50 and 


women’s boots from $10.00 to $24.00. There is ex- 
cellent psychology in featuring oxfords at prices above 
$10.00. It makes people the more interested in boots 
at the higher prices. If they see oxfords at high 
prices and boots but a few dollars more, the chances 
are that they will ask for the boots and. help correct 
the seasonableness of footwear. It is the logical 
thing in Winter to wear boots and emphasis on boot 
selling is going to create better business through extra 
pairs this Winter: 


More Specialized Advertising 

Perhaps the publication of statistics as to the in- 
crease in attendance at colleges has encouraged an 
interest in advertising directed at the college girl and 
man. There are over a dozen advertisements titled 
‘College Boot Shops,” stretching all of the way from 
New Jersgy to Los Angeles. As the College Boot 
Shop of Los Angeles says, ‘the popularity of our shops 
increases daily as our many patrons have learned.” 


Much Pressure on ‘‘Walking Shoes” 


Another significant point is the number of adver- 
tisements featuring walking boots and oxfords with 
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better looking 
Try on a pair. Fit? That's their 
‘FORTABLE? You'll.say they are. 


Man alive, look at the class of the styles—you cannot get ~ 
is no matter how much pay. 
name, COM- 








Appeal to Price Is Selling Talk Everywhere 


military and Cuban heels. The call of the great out- 
doors cannot be satisfied in turns and French heels. 


The proper shoe for the use thereof is a lesson in shoe 
store service acknowledged this season by merchants 


the country over. 

Fully 20 stores throughout this country started 
their season with a Fashion Review, showing living 
models—demonstrating that the foot and ankle is 
of more than passing interest in the public eye. The 
direct appeal to the newly franchised voter is shown 
in the number of advertisements featuring ‘““Mannish 
Little Shoes for Fall Wear; “Almost an Exact Copy 
of an English Brogue Shoe for Men.”’ More stores than 
ever are saying something about their complete foot- 
wear service, “‘In Street Boots, Dress Boots, Walking 
Shoes, Dress Slippers, Evening Slippers, Hosiery, 
Spats, Buckles, Accessories.” 

Retail advertising is also more explanatory of shoe 
store service, which reminds us that this week we re- 
ceived a request from an advertising agent develop- 
ing an account asking for 10 real reasons why the 
public gets better service in an independent retail 
shoe store. 

Sequence of Service 


These ads show us that there is a study made of the 
sequence of sizes and styles and here is one statement, 
“the lasts change as the sizes of the shoes increased, so 
that the foot is given exactly the right support at each 
slage of its growth.” 

The courage to ask the price is also noticeable. 
Quite a number of advertisements emphasized, “Our 


shoes are not the cheap sort—they cost a trifle more than 
the ordinary, because they are built up to the standard 
that we insist on.” 

In types of footwear illustrated, the whole range of 
leathers, heels and materials are used. If anything, 
we see more brogue patterns illustrated for men’s 
wear than ever before. In women’s wear, practically 
every third advertisement is of a brogue type. 


The Call for Leathers 


There are many leathers in boots in these adver- 
tisements. They range as follows: ‘First, black 
glazed kid; second, Havana brown kid; third, black 
or tan calf; fourth, golden brown kid; fifth, tan 
grain leathers; sixth, suedes; seventh, satin; eighth, 
grays, combinations and patents. In the low effects, 
the leader is the military heel oxford usually linked 
up with the phrase “worn with spats.’’ Immediately 
following it in popularity are the novelty strap effects 
in kid, in black and brown. Every possible pattern 
is to be found. “Dressing for the Occasion’’ stands 
out the conspicuous note in 60 per cent of the ad- 
vertisements. 

There are not the number of orthopedic advertise- 
ments that one would expect. Can it be that the 
majority of grownups, having once found satisfac- 
tion with an orthopedic type of footwear, continued 
to go to that same store for the service rendered? 


Intense Competition for Customers 


An analysis of all of these advertisements leads one 
to believe that there is an intense competition for 
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The Young Man’s Footwear for Fall Is 
A Snappy: Brogue 
As Illustrated, 


For comfort and wearing qualities the | - 
Brogue is a shoe that is seldom equaled at the 





























The Brogue Leads in National Showing by Shoe Merchants 
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customers. The style is emphasized as a feature of 
the store service, next comes the prominence of price 
and invariably some argument as to the store’s 
ability to give foot comfort and satisfaction. 

A keen critic of retail shoe prices after examining 
these ads is of opinion that if the stores are maintain- 
ing the customary grades that the selling prices are 
figured from 10 to 20 per cent lower than the price 
standards of last season. That the margin of profit 
taken by the merchant is less and that the energy of 
the advertisements is directed towards volume of 
sales. Over 95 per cent of the shoes illustrated bear 
the price. Just shoe publicity without figures is 
passing out of the feature of retail advertising. A 
special style and a special feature is noted in about 
25 per cent of the advertisements, for example: 
Byrns of Kansas City says, “‘for the woman who seeks 
moderately priced high-grade footwear we offer each 


Saturday important specials—The Stratford Ozford, 
$12.50 plus tax 25 cents.” 


Also Many Sales in September 


When it comes to advertising at a price, there is no 
scarcity of shoes $3.95 to $8.95. Fully 30 per cent of 
the advertisements are sale prices, $8.95 seeming to 
be the popular price in men’s sales and $6.95 in 
women’s. 

The comparative price is.invariably used and the 
drop is usually about 30 per cent. Emphasis is 
placed on “saving money on footwear, early in the 
season.” 

But one big “Dump Sale” continues, and the figures 
still stand at $5,000,000. “Right This Way to the 
Nemours Shoe Sale.” For this reduction in mass 
sales emporiums, much thanks. 


Trade Conditions in Retail Centers 


Difficult to Find Nation-Wide Tendency as Local Influences Seem Temporarily 
Paramount 


New York, September 29—With consumer demand 
for Fall shoes scarcely more than fair, and distinctly 
poor in many quarters, together with the large volume 
of publicity in the daily press given to the price cut- 
ting movement, few New York shoe retailers expect 
to do much business this Fall and Winter without 
radical reductions in their scheduled prices. The air 
is tense, and merchants are watching one another for 
the first signs of a price slashing wave such as de- 
veloped last Spring. Leading merchants privately 
admit that it is foolish to expect a large volume of 
business at full prices, but they are just as insistent 
that a policy of don’t buy anything, pursued by some 


of the more timid retailers, will ruin the entire shoe 
industry. 

Specific publicity of this danger was given at the 
first monthly meeting of the Retail Shoe Dealers’ 
Association of New York, following the Summer 
hiatus, by President John Slater. In his opening re- 
marks at the meeting Mr. Slater called attention to 
the dangers of not buying in the following words: 


The War’s Influence 
“We have all watched and we have all experienced the try- 
ing effects of the war’s influence on the leather and shoe 


markets, 
“Chaotic pageants of conservatism—repression—inde- 
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The Season’s 
Smartest Lasts In 
Fall and W. inter 


FOOTWEAR 


For Men and Bays 


A typical Fischer display. oounds of good taste. 

and the most exclusive The “difference” -be- 

showing of men’s and boys’ tween Fischer shoes and 

make them fine foot wear in Trenton. others, will be instantly 

oe one $12 Shoes that are decidedly appreciated by men of good 
; smart, yet well within the judgment in dress. 
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ford, Strength of Copy and Illustration Forcing Reader Attention 


cision and inflation followed in one grand march. They were 

the side-shows of an incontrollable monster—which organi- 
is no zation and co-operation could only harass, not repress — but 
rt of now—today, this very minute—there is an insidious de- 
- velopment enclosing us which, by the knowledge of its pres- 
8 ” ence we can forestall—end that, gentlemen—that enemy— 
> in & is being fed by you, by me—yes—by every retailer. 

“Each week that we withhold our purchases—feeds it. 

the Let me stop for a moment and trace it from its inception. 
Let us face facts. 

“The public had stopped buying—the price limit had been 
the reached—store overheads crowded on—the harrassed re- 
tailer saw in the overloaded, over-time factories an escape, 
ures and, to his great discredit, he grasped it. Cancellations fol- 
- the _ each other quickly—manufacturing came to an abrupt 

end. 
Nass “But that was not all. It meant the crippling of the or- 
ganizations of those who sell us. 

“On a tangent, let us consider the retailer. It is my belief 
that when this great stoppage of buying occurred, he found 
himself not particularly overloaded—(studying turn-over 
and sales) but very much disjointed as to ‘make-up’ of his 
stock; the former—possibly—the latter—positively so, for 
we find ourselves already in a new style era. 


is is 


General Conditions a Factor 


“There must be—when a person analyzes—always present 

hoe to the outsider—a doubt, but I sincerely hope that my re- 
marks today will at least stimulate the desire to know, to- 

the gether with the impression that there is thought required and 
work to be done. They are, therefore, designedly phrased in 


ers pe 

pessimistic terms. 
ner “Having presented roughly the situations of the retailer 
re- and manufacturer, it is now necessary to consider (not 


to analyze) the prevailing general conditions. 

“Europe needs the United States—needs it, oh! so 
badly, which means, on a whole, if not prosperity, most bear- 
able conditions—and that means not abnormal, but steady 
business. Reaction of prices means readjustment of earning 
power, which leads to—because of the various degrees of 
demand—dissatisfaction from one quarter, then another. 
‘When the heads of the house quarrel, so shall the children.’ 


iry- 
hoe 


de- 


The nations of the world are not in accord with each other. 
Petty differences are daily occurring, and so surely as these 
continue shall our period of readjustment be punctured by 
industrial upheavals. 


Sudden Drop Destructive 


“* “Lower prices’ is our aim. The market is coming down; 
it is coming down just as surely as it went up, but my plea is 
this—help bring it down evenly, consistently. 

“There is going to come a time—a time not far distant— 
when the retailers’ stocks are going to become depleted. 
Thousands will rush to buy; the manufacturers will become 
swamped, and if so prices must soar. 

““My message is this: Buy now—fill your sizes—order a 
few pairs—freshen your stocks; but, above all, try to help 
the manufacturer to hold together his organization. 

“It’s economy— it’s business—for no good ever came from 
a stricken industry.” 

At this meeting the question of a sales tax versus 
the present excess profits and luxury taxes was thor- 
oughly discussed and a resolution favoring the adop- 
tion of a tax of one per cent on gross sales was un- 


animously adopted. 


Kid Boots Selling 


Cincinnati, September 28—The sale of kid boots 
has increased at the local retail stores this week in 
spite of the fact that the weather has continued to be 
warm and anything but favorable for Fall trading. 
Brown, blacks and grays have been the leaders, the 
latter being the most popular. As for height, the 
914-inch boot has been in greatest demand. The 1014- 
inch boot is expected by many to become very popu- 
lar this Fall, but at the present time, with the mild 
weather, they are having no call at the local stores. 


Business at those stores carrying men’s shoes has 
shown a considerable degree of activity during the 
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past few days. Men in this vicinity are still demand- 
ing the better grades of footwear. Black shoes are 
coming back stronger than for many seasons, and 
brogues are still popular in both the colors. 


Business a Little Quiet 


Louisville, September 28—Louisville retailers are 
now carrying good stocks of Fall merchandise and 
are exhibiting them freely. Business is still a little 
quiet, due to excessively hot weather, but general 
opinion is that there will be a very good Fall business 
done by the local merchants, on account of excellent 
general conditions in commercial, industrial and ag- 
ricultural circles. Men’s shoes are slow to start mov- 
ing, due largely to hot weather, while women’s shoes 
are just starting. Children’s have been in good 
demand. 

It is claimed by some that merchants are going into 
the Fall season with almost normal stocks, although 
some houses are not carrying more than about 75 
per cent of normal stocks. Some leading merchants, 
however, have taken the position that more money 
will be lost by not having stock that is in demand, 
than will be lost through taking a depreciation on 
stock in hand in event of a slump in prices. 


Retail Trade Better 


Columbus, 0., September 28—Improvement was 
noted in retail trade during the past week. Mer- 
chants are much encouraged, saying that Fall busi- 
ness is beginning to get its swing, and this in the face 
of the fact that the past week has been one of the 
warmest in history for this time of year. The arrival 
of about 5,000 students for Ohio State University, 
Capitol University and other institutions of learning, 
brought a new purchasing element into the city and 
its presence was noticeably felt in all lines during the 


‘entire week. The fair sex among the students will 


naturally demand that their footwear be of the latest 
style and leather and for this reason merchants state 
that the Fall season is now on in full swing. Mer- 
chants are using local press advertising to a great 
extent. 
Retail Demand Is Good 

Milwaukee, September 29—Conditions in the boot 
and shoe trade from the merchants’ standpoint are 
fairly satisfactory. The demand for the new Fall 
styles is good, especially among the women. There 
seems to be no question that business would be much, 
better if it were not for a number of considerations 
which the strenuous times have brought into view. 
Not the least of these is the fact that a great many 
people are standing by with the idea that prices are 
coming down with a crash, now that Henry Ford has 
startled the civilized world with his pronunciamento. 
The thoughtful people and those who need new boots 
and shoes are buying as usual. The observer on the 


street sees few high shoes among the women. On the 
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other hand, the turn pump with the Louis heel is 
disappearing, and the sturdier oxford, with Cuban 
or lower heels, is taking its place, especially among 
factory and office girls. 


Fall Trade Good 


Memphis, September 27—Autumn trade in shoes 
in Memphis and neighboring cities has held up 
splendidly for the first month of Autumn. Many 
special sales have been on but for the mest part, 
Autumn and Winter styles and new goods are being 
shown. Buyers have returned from market and have 
entered the closing lap of the year with high hopes, 
The downward trend in the price of cotton has been 
offset by increased building activity, and a big de- 
mand for practically every Southern staple. More- 
over, the cotton people look for the crop to be short. 


Weather Checks Fall Trade 

Chicago, September 29—Retail business in the city 
this past week has been of a haphazard sort. This is 
attributed by many merchants to the exceptionally 
warm weather which prevails, and the feeling exists 
that as soon as cooler weather sets in, there will be an 
immediate rush for high boots. 

Wholesalers and manufacturers say that the de- 
mand for immediate shipment of merchandise still 
continues and that the future business they are book- 
ing is small. The stability of the market insofar as 
price is concerned, has been established. The better 
merchants realize that it is impossible to expect that 
there will be lower prices this season. 


Hot Weather Prevailing 


Cleveland, September 29—Business has been quiet 
in Cleveland recently. That condition is not so much 
due to a permanent situation among the consumers 
as it is to weather conditions. The past week was 
hot. Old Sol was not so very busy in this section of 
the country when he should have been last Summer. 
The needs of school children kept the stores busy the 
first two weeks of September. And that sort of trade 
was very good, according to reports. But that 
demand has about been satisfied. 





New Association Formed 


Scranton Shoe Merchants Realize Value of 
Organization 


Scranton, Pa., September 28—Realizing that only 
through organization can the best results be ac- 
complished, retail shoe merchants of Scranton have 
organized the Scranton Shoe Retailers’ Association. 
The following officers were elected: 

President, James J. Mahon; vice-president, R. N. 
Goldsmith; secretary, Thomas MacHale; and treas- 
urer, E. E. Evans. The first meeting following the 
formation of the association was held September 29 
at the store of Lewis & Reilly. 
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‘Silken stockings and shapely shanks, 
Shoes, white, tan or shady, 
Feminine ankles, ranged in ranks, 
The end of a perfect lady.— 
Mix these with hats and smiles, and throw 
In some French dressing, an ad, or two, 
And there is your dish—a shoe-style show.” 


* * * 


“There are three ways, and only three, of 
getting rich’ quick,” said old man Hardhead. 
“Discover a gold mine; get the combination of 
and access to the safe of a big, fat bank; and 
separate suckers from their savings; and the 
easiest of these, if you work quickly and avoid 
the police, is the last.” 

* * x 
The War Department is now offering for sale 
two million pairs of handcuffs that were bought 
for the army. Either Mr. Baker was expecting 
to capture all the Germans, or believed all the 
jails in America were recruiting offices. 


/ 


* * * 


Mile. Mestinquette of Paris, who insures her 
legs for $100,000 and claims they are the prettiest 
in France, is coming over here to show us. When 
we stop to remember that America has just 
ended a very warm beach season, and is all fed 
up on movies, comic operas, shoe-style shows 
and high skirts, it looks as if the shapely Pari- 
sienne was carrying coals to Newcastle. _The 
underpinning industry is old stuff over here, and 
our girls are fairly well fixed with presentable 
means of locomotion. 


* * * 


Overalls as a fad have disappeared: overalls 
as a fact remain. With the American flag over 
the factory and the overalls inside of it the 
country is safe. Work and wages are the best 
cures for idleness and discontent. Sweat is the 
lubricating oil of civilization and the overalls 
are industry’s national costume. When Adam 
moved out of Eden, discarded his fig-leaf, put on 
overalls and went to work, civilization was born 
and the world began to move. When Eve 
handed Adam that apple which he thought was 
a lemon she merely gave him a hint to stop 
loafing around the premises and go to work. It 
would be a good idea for some of our 1920 
Eves to hand their Adams lemons, overalls, or 
something. 
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Watch Your Step 
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A tack makes its impression with its point, 
not with its head, but its head has nothing to do 
with its point. A man makes his impression 
with his points; but he can make neither a point 
nor an impression without his head. There are 
some men like tacks; they make neither point 
nor impression until someone hits them on the 
head with a hammer. What are you, man or 
tack? 


* * * 


The empty cellar is the mother of woe. If it 
be naked of coal the jig is up; if it be natheless 
of booze the jag is up. In both cases the house- 
holder gets hot without getting heat. It is a 
dreary world when the pump and the hydrant 
are substituted for the flask and the corkscrew. 
As the poet says: 

“‘When coal is in embargo 
And bans are on the booze, 
Can patience very far go 
With nuts who’ve naught to lose?” 


* * * 


Bimini is a beautiful island in the Bahamas; 
it is forty miles from Miami, Fla.; it has many 
attractions in its white beaches, pleasant club- 
houses and tropical vegetation; but its principal 
attraction in 1920, its supreme lure, is that it 
has been made a storehouse for most of the 
booze that used to refresh the United States 


‘and exasperate our hydropathic patriots. The 


Prohibitionist regards Miami as a bait and 
Bimini as a menace. Men go to Miami for a 
change of air and to Bimini for a change of 
breath. Swift motor boats can run from one 
to the other in an hour; and—for further particu- 
lars, if you wish to lead a life of crime, apply 
to the Miami Chamber of Commerce and tlhe 
Southern Florida Boosters’ Association. 


* * * 


Europe has the same machinery, the same 
materials, the same sun, moon, stars and earth 
that America has, yet America makes more 
shoes, better shoes and cheaper shoes than 
Europe. Why? Brains and sweat. Remember 
that when some crepe-hanger tries to discourage 
you with his drool about foreign competition. 
Trade follows the flag only when the flag is the 
advance agent for the best goods. 
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Five Movie Queens Displaying an Interest in Hosiery . 


Profit in the Sale of Colored Stockings 


In a Season of Fine Footwear and Hosiery to Match Make Your Store 


a Complete Footwear Service 


ITH the advent of the new colored shoes, 

\ y merchants have become more than ever 

convinced of the benefits that may be de- 
rived from a well-stocked hosiery counter. 

This idea has taken a continually increasing hold 
on shoe merchants not alone because of the con- 
venience offered their patrons in being able to match 
up hosiery without leaving the store, but also because 
stocking counters where all the seasonal shades are 
carried have been big feeders for the shoe trade and 
have pulled in patronage that otherwise might have 
gone to a neighboring store, for it is human nature to 
go where your wants will be well supplied. 


Profitable in City and Town 


But if the large city merchants find this not only a 
profitable side line but a direct channel for their shoe 
trade, it is even more advantageous to the man in 
the smaller place, for not only is the average small 
town department store woefully lacking in a complete 
assortment of silk hose, but their sales often do not 
warrant restocking each season to meet the popular 
demand for new colors, nor do they always maintain 


the same ciose contact with shoe conditions as the 
shoe merchant, who is often kept in touch with the 
latest kinks in the business by the very much alive 
manufacturer, and for this reason the department 
store is often in no position to match the smart new 
colored leathers and fabrics which are the distinctive 
features of the season’s styles. 

Heretofore the shoe merchant has been a little shy 
of carrying “‘out of the ordinary”’ colors of hosiery be- 
cause of the difficulty of matching them up with foot- 
wear and the manufacturer has had difficulty in 
getting any novelties across. 

With the advent of the Fall styles, conditions have 
been more difficult than ever, because while prestige 
demanded that he carry the up-to-the-minute colored 
models yet he hesitated to invest the amount neces- 
sary in hosiery to match, fearing that the same colors 
might nat be in vogue the following season. 


A Great Season of ‘‘Matching”’ 


In this emergency: a large hosiery manufacturer 
steps forward with a proposition that will arrest the 
attention of every progressive merchant. 





Oct. 2, 1920 Bc 


leat 
stoc 
jmn 
jn a 
ties 
or t 
witl 


givi 
plet 
stoc 


he \ 
seas' 
light 
and 

ing | 
have 
over 


It 
bein; 
stocl 
hose 
of re 
the « 
three 
far g 
conti 
and | 
origi 
until 

Th 
stock 
mits 
withe 
merc 
ing u 

An 
with ° 
point 
the w 
where 
ditior 


Fo 
the e 
hesita 
becau 
to me 
store 
absur: 





1920 BOct. 2, 1920 


\v 


the 
the 
live 
lent 
new 
tive 


rer 
he 


He proposes to match up colors from the season’s 
swatch card of one of the largest merchants in colored 
leather in the country, carrying all these shades in 
stock, thus making it possible to have all orders filled 
immediately by the number on the swatch card and 
in addition he will dye stockings to order in quanti- 
ties of one pair or dozens, to match any color of leather 
or textiles that is submitted to him: This service 
without extra charge. 

But he also goes still further in his proposition, 
giving dealers what practically amounts to com- 
plete insurance against loss in handling his colored 
stockings. 

At the end of each season merchants may return to 
him all unsold stock of colors and at a nominal charge 
he will redye it in standard colors for the coming 
season, thus making it possible for retailers to order 
lightly on the staple shades such as dark blue, brown 
and black in their first of the season orders, replenish- 
ing their stocks continually from the stockings that 
have been left over and redyed, insuring a quick turn- 
over from the stocking department. 


Pure Silk Hose Re-dyeable 


It may not be known to many shoe men, stockings 
being such a comparatively recent addition to their 
stock, that all silk hose cannot be redyed. Ingrain 
hose or that weighted with chemicals does not permit 
of recoloring, which is limited to a pure silk hose. On 
the other hand stockings that are made of a pure 
thread silk not only have an additional strength and 
far greater wearing power, but they also permit of 
continual recoloring without any injury to the fabric 
and hose may be dyed at will all the way from the 
original white stocking through the lighter shades 
until they finally appear as dark blue or black. 

The value of this proposition from a standpoint of 
stocking insurance cannot be overestimated. It per- 
mits the merchant to carry every shade of the season 
without fear of loss and opens new opportunities to 
merchants who have hesitated heretofore about open- 
ing up a'stocking counter. 

Another interesting service offered in connection 
with this hose and one that makes an excellent talking 
point for the salesman is the mending of all “‘runs,”’ 
the weaving in of new tops or the replacement of feet 
where the other parts of the stocking are in good con- 
dition. 

A Complete Footwear Service 


Footwear without proper hosiery is an offense to 
the eye of every carefully dressed woman, who often 
hesitates in her purchase of fancy slippers or shoes 
because of the great difficulty of securing stockings 
tomatch. Ten years ago to buy stockings in a shoe 
store would have been considered nothing short of an 
absurdity. Today the man who does not carry them 
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is overlooking one of the biggest branches of his 
trade. 

This point has been carefully taken into considera- 
tion by the display man, who makes a business of 
arresting the eye of the purchaser by shoe exhibits 
rendered doubly attractive by the hosiery shown with 
them, clinching the hosiery sale before the customer 
enters the store. 

The impression made on her mind is still further 
encouraged by the salesman, who asks casually while 
fitting the shoes whether she is wearing their particu- 
lar make of hose and by a careful line of sales talk, to 
the effect that she cannot realize the full beauty of the 
shoe until she sees it with the hose that are an exact 
match. 

The sales possibilities are strengthened still further 
in the case of shoes or slippers where an exact match 
to the color of the gown cannot be secured. By the 
adroit substitution of a contrasting shade of slipper 
with stockings that match it exactly, a sale may often 
be effected where otherwise the customer would go 
elsewhere. 


Hosiery 20 Per Cent Entire Sales 


It is an interesting fact that one of the large shoe 
stores in New York City makes stocking sales that 
approximate 20 per cent of their sales on shoes, 
netting a nice little profit on what would otherwise 
be lost business, and women seem to take kindly to 
their custom. In this store it is an understood fact 
that stockings are pushed with the same salesmanship 
as the shoes and their sale is credited to the men on 
the same basis. 

Shoe manufacturers as well as retailers are becom- 
ing alive to the sales opportunities that have been 
lost by not showing a fully completed product. A 
pair of shoes by itself is an incompleted thing whose. 
beauty may be made or marred according to its 
match in hosiery, whose sale from manufacturer to 
retailer is often hampered by the eéver-insistent ques- 
tion, “Can I get stockings to match?’’ Not alone to 
the retailer but to the man who puts the shoes on the 
market is the certainty of getting stockings to match 
one of the biggest boosts that has ever been given 
his trade. 





Dressings for Fall Footwear 


Colored footwear being in fashion for Fall, it is up. 
to the merchant to make a specialty of colored 
dressings, creams and lotions. Fine shoes need fine 
care. Makers of dressings have provided an abundant 
supply of standard dressings for the colored footwear. 
It remains for the shoe store to merchandise them, not 
alone for the profit that it will make on them, but 
chiefly for the purpose of maintaining the fashion of 
millinery boots by keeping them clean and proper. 
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Children’s Shoe Department in New Byck Bros. Store—Playroom in Rear 


A $70,000 Shoe Store in a City 
of 250,000 


have just completed and held formal opening 

of what is said to be the finest shoe store in 
the South. This store cost approximately $70,000 
complete, of which more than $20,000 was used on the 
windows alone, following the policy that the window 
is the eye of the business. 

The new store doesn’t cover quite as much floor 
space on one floor as the old one did, as it is much 
narrower, but there isn’t as 
much lost space, and there 


Biw BROTHERS COMPANY, Louisville, 


rooms, advertising department, and mechanical 


repair equipment. 
Hosiery Up Front 


The first floor is a wonder in itself. The hosiery 
department is at the left of the entrance, extending 
back twenty feet or more. Glass show cases or coun- 
ters are used for exhibition purposes, while stock, in- 
stead of being carried in boxes, is carried in pull 
drawers, glass faced. To 
the left is the telephone 





is the same amount of shelf 
room. The new store is 29 
by 200 feet, from sidewalk 
to alley. The basement is 
of the same length. Then 
there are three upper floors, 
each of which is used, 
which extend half way 
back across the lower floor. 
The fourth floor is not a 
public floor, this being a 





exchange, and findings de- 
partment, and _ also 
elevator to other floors. 
Immediately behind 
these “lobby” departments, 
one enters the main men’s 
and women’s departments, 
the men’s being on the 
right and the ladies’ on 
the left, divided by a center 
case, running the length of 








house floor, housing the 
employes’ rest rooms, stock 


View in Women’s Department 


the department. The lower 
part is fitted with shelv- 
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ing for stock in both departments, the upper part 
being composed of plate glass show cases for exhibit- 
ing shoes. In the men’s department the seats face 
the wall shelves. In the women’s department they 
are grouped, both in sections running across the de- 
partment and facing one another, and in sections 
running lengthwise, and facing the center shelves. 
There is seating capacity on the men’s side for about 
thirty, and for about forty on the women’s side. 


Rest Room for Women 


The wall shelves run up to a balcony, well over- 
head, while shelving extends from the balcony to the 
ceiling. At the rear of the store is a rest room for 
women, fitted up handsomely with table, chairs, etc., 
and finished in walnut, with decorations of buff and 
blue. Incidentally the walls and ceiling are of two 
shades of buff, and there are large skylights opening 
to the roof. Adjoining the woman’s rest room is a 
woman’s shining stand. Doors from the rear enter 
into the shipping and receiving room. There is a 
sloping chute from this room to the basement, all 
goods being shunted down this chute in packing boxes 
to the stock rooms, where they are opened up, and 
placed in the stock room, or sent to the departments. 

All shipping is from the basement section which 
couples with the receiving and shipping room by 
means of the chute as well as stairs. 
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Over the shipping and receiving room is the mail 
order section, which is under the supervision of a 
trained expert. This department is on a floor level 
with the balcony, and is reached by steps at the rear 
of the sales floor. 


Display Windows L-Shaped 


The windows are real sure enough windows. They 
are paneled—sides, back and top—in walnut, rubbed 
dull, in an egg shell finish, and mirrored in one sec- 
tion. They are very deep as well as long, being ““L”’ 
shaped, with the entrance between the short ends of 
the two “L’s.”” Then there is a large center case, of 
the same type of construction as regards ceiling, but 
of plate glass on all sides, floored in walnut, and 
inlaid with other hardwoods. The windows are large 
and well arranged, and so constructed that they lend 
themselves readily to excellent displays. 

On the second floor is the “Kiddie Garden,” as it 
might well be termed. Here are carried infants’ small 
children’s, boys’ and girls’ shoes. On the boys’ side, 
the decorators placed several pictures of college men 
in athletics, such as baseball, rowing, etc., while on 
the kiddies’ side the walls are decorated in attractive 
little kindergarten figures. At the rear of the depart- 
ment is a big play room, probably the largest and 
best of its kind in any mercantile establishment in 

(Continued on page 66) 








The Hosiery Department in Byck Bros.’ New Store is Well Up Front 
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Enters the Style 
Show Arena 


Educational Exhibit and 
Parade of Models to Be 
Feature --- Novel Decora- 
tions Planned 


FRED F. FIELD 
President of Brockton Fair 


tion with the Brockton Fair takes place 
October 5, 6, 7 and 8. The Brockton district, 
which includes not only the city of Brockton but the 
nearby South Shore shoe towns, will be heavily repre- 


Tre first Shoe Style Show ever held in connec- 





No. 1—Man’s brogue pattern with novelty 
perforated foxing. Emerson Shoe Company. 4 











sented at what is intended to be the first of a series 
larger in scope. Among the manufacturers who will 
exhibit are: 

T. D. Barry Company, Churchill & Alden Com- 
pany, W. L. Douglas Shoe Company, George E. 
Keith Company, Brockton Shoe Manufacturing Com- 
pany, Inc., Diamond Shoe Company, C. A. Eaton 
Company, Field & Flint, Howard & Foster Company, 
the Preston B. Keith Shoe Company, A. E. Little 
Company, C. S. Marshall Company, M. A. Packard 
Company, Bion F. Reynolds, E. E. Taylor Company, 
Thompson Bros. Shoe Company, Wall, Doyle & 
Daly, Inc., Whitman & Keith Company, Stacy- 
Adams Company, Case Shoe Company, Barney, 


Capen & Denham Company, Mohawk Moccasin 
Company, Poole & Johnson Company, Superior Shoe 
Company, Brockton Co-operative Boot & Shoe Con- 
pany, G Co-operative Shoe Company, all of Brockton. 
Emerson Shoe Company, Rice & Hutchins, Inc, 
Hurley Shoe Company, E. T. Wright & Co. of Rock- 
land; M. N. Arnold Shoe Company, North Abington; 
3 K Shoe Company, Stoughton; Richards & Brennan 
Co., Randolph; Regal Shoe Co., Whitman; Belco, 
Inc., Avon; Reynolds, Drake & Gabell, Inc., North 
Easton. 


Shoes Shown in ‘Store’? Windows 


An elevated stage will be used by the men and 
women models. Beneath the stage each concern will 





No. 2—Light tan, medium recede toe. Made 
by the George E. Keith Company. 








be represented in a booth which has the effect of a 
store window. 
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ctlEvent to Be Held 
in Connection with 
Annual Fair 


Manufacturers 


from All 


South Shore Towns Will 
Be Represented---- Another 


One Next Year 


George M. Rand of Tolman Print, Inc., is in charge 


: Shoei of the decorative features and no expense has been 


spared to make the decorations as nearly perfect as 
possible. A beautiful garden scene connecting with 
a house beautiful leads to an interior setting where 
street, ball room and sport shoes will be shown. 


The Style Show Committee 
The members of the committee in charge include 


North F. E. Packard, George E. Keith Company, chairman; 


George N. Rand of Tolman Print, Inc.; Frank M. 
Bump, secretary Brockton Shoe Manufacturers’ 





No. 3—Two-tone bal of cherry red calf and 
gray suede top. Richards & Brennan Company 











Association; William B. Nash, W. L. Douglas Shoe 
Company; Mollie F. Hurley, teacher of dancing. 
Frank E. Cobb of Howard Print, Inc.. has charge of 
all the booths and exhibits. 


PERLEY G. FLINT 
Secretary of Brockton Fair 


Shoe Manufacturing Exhibits 
On the main floor and in the basement of the hall 


_ will be the educational exhibits, including concerns 





No. 4—Two-button strap pump of white kid 
with green strap. George E. Keith Company 











making accessory products, also goods shown in 
production. The United Shoe Machinery Company 
supplies machines for the shoe manufacturing, while 
W. L. Douglas Shoe Company manufactures the 
shoes. Other concerns making exhibits of manu- 
facturing include: Brockton-Rand Company, a 
working exhibit of the Barbour Grooved Endless 
Welting; Avon Sole Company, Duflex Soles and 
Heels; Brockton Moccasin Company, Indian moc- 
casins; Brockton Last Company, Sturgis-Jones Last 
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Company and Mawhinney Last Company, manu- 
facturers of lasts. 

Brockton Welting Company, exhibit of welting; 
Donnelly Machine Company, shoe machinery; Farns- 
worth Hoyt Company, shoe linings and accessories; 
Independent Die Company, cutting dies; Wade 
Manufacturing Company and Walker Webbihg Com- 
pany, accessories; Tuck Manufacturing Company, 
shoe tools; Laird-Prior Company, shoe findings; 
O. A. Miller Treeing Machine Company, treeing 
machinery and shoe trees; Cordo-Hide Company, 
shoe laces; E. L. Gowdy, box toes; Dunbar Pattern 
Company, shoe patterns; Hub Gore Company, 
elastic goring. 

There will be many exhibits of products other than 
shoes and shoe accessories all of which are made in 
Brockton. The committee in charge of the educa- 
tional exhibit, appointed by the Chamber of Com- 
merce, is: Joseph C. Crocker, Jr., Felix Johnson, 
C, A. Hickman and F. E. Packard. Harry C. Tol- 
man of Tolman-Davidson Press is in charge of 
general advertising. 





A $70,000 SHOE STORE IN A CITY 
OF 250,000 
(Concluded from page 63) 
the South, being equipped with a slide, merry-go- 
round, sand box, automatic rocking horse of large 
size, and in addition a swing will be suspended from 
the ceiling, the ropes coming down through an arti- 
ficial tree, as though hung from its limbs. 


Special Orthopedic Department 


At the front of the second floor is the orthopedic 
department, in charge of F. G. Wright, a specialist. 
This section is also cut off by partitions, insuring 
privacy. 

The third floor is probably the most attractive of 
all. Here is where the company carries its highest 
grades of women’s shoes, including evening shoes, 
and the ultra expensive styles, for the buyers of ex- 
clusive merchandise. The room is carpeted in a 
handsome taupe colored carpet, deep and soft. The 
walls are hung with expensive pictures. The seats 
are cretonne covered wicker chairs, deep and comfort- 
able, there being every idea of luxury and comfort 
here. At the rear of the room is the cashier’s and book- 
keeping department. At the front, partitioned off 
with a high mahogany partition, is the private office 
of L. 8. Byck, and also his private rest room, equipped 
with lounge, wash stand, etc. 

The company has three high grade floors that are 
public floors, then the basement and fourth floor for 
private hquse use. With the elevator connection, 
there is no need for any house work being seen by the 
public. Wrapping departments are midway of the 


first floor, while compressed air chutes or conveyors 
are used in handling money, charge slips, etc., between 
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the office and departments. From every angle the §— 


store is complete, and equipped to supply all demand 
of man, woman and child for good grades of shoes, 

The store held its formal opening on September 20. 

Among the lines carried by Byck Brothers, and 
advertised by the manufacturers in the special sec- 
tions, were included the following: Johnson & 
Murphy, Julian & Kokenge, I. Miller & Sons, Wichert 


& Gardiner, Heywood S. Rauh & Co., Sam B. Wolf § 
Shoe Company, Nathan D. Dodge Shoe Company, § 


Bliss & Perry Company, Bion F. Reynolds, Vogue 
Novelty Company, Joseph I. Melanson & Bro., 
H. W. Merriman Shoe Company, Watson Shoe Com- 
pany, Scholl Manufacturing Company, and Slater & 





Morrill, Holeproof Hosiery Company, G. P. Grafts 


Company. 





Prominent French Leather Man Visit- 
ing American Trade 


Boston, October 1—Albert G. Chapuis, who has 
been in Boston during the past week visiting some of 
the leading leather concerns, left today for a trip to 
New York, Chicago, St. Louis and Milwaukee. Mr. 
Chapuis is sales manager of the Manufactures Fran- 
caises Reunies de Cuirs, Peausseries, Courroies & 
Caoutchouc, formerly Ulysse Roux & Cie, Paris, 
manufacturers of sole leather and boarded calf. 

Mr. Chapuis congratulates the American trade. 
He says: “‘You are bold business men—audacious and 
alert—and you have developed greatly that. charac- 
teristic “‘take-a-chance” attitude, of which we know 
little in France.” 





New Bedford Holds Style Show 


New Bedford, Mass., September 28—The annual 
two-day style show held under the auspices of the 
local Chamber of Commerce started today for a two- 
day session in the State Armory. Professional 
models wore shoes in the newest lasts and patterns. 





Wire Brushes for Suede Shoes 


One of the best ways to clean suede shoes is to 
brush them with a fine wire brush. Tanners, as well 
as shoe manufacturers, use such brushes. The wires 
are fine and flexible, and they clean the dirt out of the 
nap, and restore the color and finish, without tearing 


the fiber. 





Fit Large for Wool Stockings 


By the way, don’t forget to fit a large size to the 
foot, if the customer is going to wear wool stockings. 
Watch out for the customer who gets fitted over silk 
stockings, next puts on wool stockings, and then comes 
back with a complaint that the shoes do not fit. 
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How Do You Handle Your Slow Pay Customers? 
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THEM TWELVE DOLLAR SHOES 


THINGS I EVER _HAL& 





| —- AWFUL! - TERRIBLE! - WORST 
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I BOUGHT OFF YA LAST SPRING 








GIVE A WOODEN LEGGED MAN 
CORNS — HARD! -IS THAT 
LEATHER HARD — SAY, YOU 
COULONT SCRATCH ITZ 























WHATS' (‘N THEM SOLES?- 
CEMENT? ~ LOOK ME IN 
THE EVE, YA OLD PIRATE 
Gor ANYTHING TO SAY? 





















WHEN YA GO/N' 
To PAY FoR EM? 














Market Week Planned 


San Francisco Wholesalers and Manufacturers 
to Have Style Show 


San Francisco, Sept. 28—More than 150 manu- 
facturers and wholesalers of San Francisco will par- 
ticipate in the second annual Fall Market Week and 
Style Show to be held in San Francisco, October 11th 
to 15th, under the auspices of the Manufacturers and 
Wholesalers’ Association of San Francisco. 

Elaborate preparations are being made in the form 
of entertainment and features, most important of 





y 
gs. 


ilk 


which will be the Style Show which will be produced 
under the direction of Leon Juda. Daily luncheons 
with prominent speakers will be one of the features of 
Market Week, concluding with a banquet. 

Buyers and merchants from all of the Western 
states have been invited to attend this event, an in- 


ducement being a refund of their railroad and Pull- 
man fares. 

S. L. Bernstein is directing the activities of Market 
Week, assisted by the following committee chairman: 
L. J. Clayburgh, entertainment; Eugene S. Elkus, 
headquarters; E. Q. Ingle, speakers; Sam. T. Breyer, 
publicity; Leon Juda, Style Show. 

The purpose of this week is to acquaint the Western 
buyers with the resources of San Francisco as a buying 
center and to promote interest in the local manu- 
facturing activities. 





The Ideal Vamp 


That the 334-inch vamp is the ideal vamp is the 
declaration of a Lynn designer of long experience. 
That happens to be the length of the vamp of many 
Lynn shoes of the season. 











HE business conducted by Major George W. 

Wilkinson in Windsor, Ontario, is 53 years 

young. Established in 1867 in the village of 
Essex it was moved to Windsor in 1889, and con- 
tinued to be conducted by his father, who retired in 
1907, when it came under the active management of 
Major Wilkinson. The building occupied today at 
35 Ouellette Avenue was purchased in 1911, and has 
now had a third story added, a new facade and in- 
terior arrangements that make it one of the most 
up-to-date in Canada. 


A “Homey”? Atmosphere 


On the main floor the men’s department is housed 
with a children’s department on a mezzanine bal- 
.cony. The second floor is given up to women’s and 
misses’ footwear and is unique in its appointments. 
A photograph of this department is shown herewith. 
The whole effect upon entering the department gives 
one that “homey” feeling. Here are all the little 
things in decorations that render a living room com- 
fortable. The ceiling is beamed, room-sized rugs are 
on the floor and the chairs are comfortably arranged 
around a brick fire-place. 

For want of space the traveling goods are also 


housed on this floor, although the stock of trunks are 
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Nothing Left Undone to Create a Home-like Atmosphere—Even to the Fireplace and Mantel 


Canadian Store Has Unique Women’s Shoe 
Department 
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carried in the basement department. In the base 
ment a repair department is conducted profitably 
one of the features being an outside entrance so thal 
the repair department can be reached without going 










through the store. Major Wilkinson believes thag Wh 
all shoe stores should conduct a repair department§ Labor 
and conduct it at a profit. | He says it can easily bqfction i 


done if it is made a separate and distinct departmenecause 
and made to stand on its own feet. National 
Cashier on the Balcony i tte 
Practically all the newest methods of conducting derests of 
business are employed here. An electric elevatofith no u 
carries the patrons from one floor to another. Mterest c 
Lamson carrier system carries the shoes and cash t@ttle stor 
the bundle wrapping department and cashier’s office§ It is n 
which is located in the balcony at the rear, while thd. 
general offices are built over the display windows i 
the front. 
The receiving department and stock room are 0 ational 
the third floor. Merchandise received is hoisted t 
this room from the. outside and there checked an 
marked and distributed to the various floors. 
The salespeople of this store have no cleaning to dd 
as a colored porter looks after that part of thi 
work. 
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AS there ever a time more than today when 





The shoe retailer has many problems that 
ed solution. He may need protection of one nature 
hb another, and each retailer has his own particular 
roblem, but the majority of problems bear upon the 
ume general topic. Alone he may be powerless, but 
by conference, convention, and other means of getting 
ogether these problems may be solved and courses 
nd policies shaped for the common good of the busi- 
hess and the individual. Your State organization 
tn care for local conditions, and may present to the 
jational organization a thorough understanding of 
our situation and local needs. The National Or- 
anization legislates for the good of 
the states, and needs and receives 
he judgment, experiences and 
isdom of the local State organiza- 
ions. The State Organization acts 
s the eye and ears of the National, 
ut the State Organization remains 
mly a local organization, and can- 
ot accomplish much beyond the 
orders of the State. 
A National Organization sees with 
roader vision the whole field and 
wislates for the whole country. 
tis highly important that all the 
hoe retailers who are members of 





















Why Labor Is Powerful 


Labor today is a most powerful 
y bafaction in the country, and why? 
nenecause of its organization, and a 
lational Organization gives it the unity and harmony 
purpose necessary to wield this power. A National 
ganization of shoe retailers representing the in- 
ng @erests of all the retailers of the country could speak 
atomith no uncertain voice on all questions affecting the 
Miterest of the great shoe merchants as well as the 
h t@ittle store in the smallest village in the country. 

ffice§ It is not necessary that I tell you all that the 
» th. S. R. A. has done. You know all about the Mc- 
vs ifNary bill and other bills that would have become laws 
ad it not been for the officers and members of the 
e ogational Association. 


What Officers Have Done 


As you all know, your first president was Andrew 
icGowan of Wanamaker’s, Philadelphia, and filled 
he position for three years with credit to himself and 
) the organization, giving all of his time and his 






















we needed organization and co-operation? — 





**BARNEY” COENS 
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Praise of the National Sung at Denver Convention 


By ““BARNEY”’ COENS 






money to promote what he believed would:some day 
be the strongest trade organization in this country. 
He told me only a short time ago while he knew this 
would some day be a great organization, little did he 
think that this would develop at such a rapid rate, 
and he attributes this to the great power of organi- 
zation. 

Following Mr. McGowan came John O’Connor of 
Chicago. No one knows better than I what he has 
done to carry on the great work accomplished by the 
first president. I have watched him day after day 
unsparingly devoting. his time in the interest of the 
association, and he went at the task with such energy 
that it developed enormously under his guidance. 


Praise for Mr. Geuting 


The secretary of the National 
Association under the administra- 
tion of Mr. McGowan and Mr. 
O’Connor was no other than our 
friend Tony Geuting of Philadel- 
phia. So ably did he carry on the 
work as secretary that at the St. 
Louis convention he was unani- 
mously elected the third president. 
1 will not try to tell you of the 
things which he has accomplished, 
for the progress of the association 
under his guidance was so great and 
his administration so recent that 
every member of the association 
must be familiar with his enormous 
accomplishments. 

At the 1920 Convention in Bos- 
ton, James P. Orr of Cincinnati was 
elected the fourth president. His 
administration has without question been during the 
most critical period of the shoe industry. Through 
his powerful leadership he went on and on, withstand- 
ing attacks from all sides so that today the N.S.R.A. 
is one of the greatest trade organizations in the world, 
and I say, gentlemen, the National Association is to 
be congratulated in having such an able man as Mr. 
Orr for its president. One of the things which has 
enabled President Orr to make his administration so 
successful is the wonderful support he has had from 
Mr. Meyers, the secretary and treasurer of the asso- 
ciation, and his secretary commissioner, Mr. Mirkil, 
whom everybody knows, also the close co-operation 
of the Board of Directors. 


You Cannot Stand Alone 


Gentlemen, do you realize who your Board of 
Directors are? You have one here in your own midst, 
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BLACK grain oxford with extension 
all the way around. Extra heavy per- 
forations bordering ell edges. A college 
boy’s oxford. Selected from line of 
Norman & Bennett, Boston, Mass. 
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Mr. Thompson of Den- 
ver, and I ask you to 
look over the names of 
your directors. See if 
they are not men of high 
caliber, representative 
men of the shoe busi- 
ness of the United 
States. These are the 
men who are guiding the 
destination of this or- 
ganization, and looking 
out for your interest as 
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OARDED Russia calf with new form 
of tip — heavily stitched, pinked and 
perforated. Seamless back stay. Note 


Selected from line of 


the brass eyelets. 
Boyden Shoe Company, Newark, N. J. 
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Fine Workmanship in Men’s Oxfords for Spring 





USSIA calf oxford in a rich dark tan 
shade. Perforations and edging sharp- 
ly defined. Foxings with three rows of 
stitching. Note the clever lace line 
perforation and stitching, also brass 
eyelets. Selected from line of Common- 
wealth Shoe & Leather Co., Whitman, 
Mass. 
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of Minnesota, Nor 


Nebraska and Iowa. 

During the last fe 
days of the month an 
the first of the ne 
month the Iowa Sta 
Retail Shoe Deale 
Association will be 
convention in D 
Moines. Much is beit 
planned for their bene 
in the line of suggestio 
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Se ee ee for building up busines 





well as their own. Take 
it from me, you cannot 
stand alone. Sooner or later you must see this. Avail 
yourself of the advantage of taking a firm membership 
in the N.S. R. A., and gentlemen, when you do, I'll 
say that you'll say “The greatest thing I ever did to 
promote the interest of my business was when I 
joined the National Association.”” I thank you. 





Two Conventions in lowa 


**Ad’? Men and Shoe Merchants Both to Have 
Gatherings in Des Moines 


Des Moines, Ia., Sept. 28—Two big conventions 
of interest to all shoemen in Iowa are those of the 
Northwestern Division of the National Ad Men’s 
Club and the Iowa State Retail Shoe Dealers’ As- 
sociation. The former was called to order here 
September 23 for four days of lectures and talks by 
men of national reputation. This organization com- 
prises the advertising managers of the leading stores 
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This convention is 4 
annual affair and will have much more to offer th 
in other years. 





Two Shoe Firms Unite 


Okmulgee, Okla, Sept. 28—Announcement h 
been made here of the consolidation of two big reta 
shoe firms, The Booterie, headed by J. C. Harris 
Oklahoma City, and the Giles Shoes Company, heat 
by G. L. Giles and H. A. Gingerich. The new f 
name is the Giles Shoe Company and the officers : 
Mr. Giles, president; Mr. Harris, vice president, af 
Mr. Gingerich, secretary-treasurer. The capital sto 
is $150,000. The company’s announcement adv 
tisement states that “the object of making this chan 
is for the purpose of making it possible to give 
public better service, keeping up the past record 
the two firms in high quality at less price, which 


made possible by quantity buying and reducing ov@: 


head expense.” 
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Nine Big Points ot 
“Big Nine” Supremacy 


(1) Leather ankle patch (originators). 

(2) Real Horsehide Trimming. 

(3) Double stitching. 

(4) Leather Lacings. 

(5) Cork innersole—cool in any 
weather. 

(6) Fine Duck uppers and lining. 

(7) Footform last. 

(8) Big C sole of tempered rubber— 
and plenty of it. 

(9) Reinforced toe and foxings. 


Onverse 








Big Things 

Brewing in Big Nines 

rt didn’t look as though last year’s model of Big 
Nine could be improved upon—we probably would 


have been justified in standing pat on it. But we 
occasionally have bettered a pat hand. So— 


We worked out a new feature for the 1921 model 
of Big Nine that makes it, far and away, the Big Ace 
of athletic footwear. When Young America sees it in 
your window—or in our nation-wide advertising cam- 
paign—you’ re going to have to work overtime. 


We know how many disap ointed dealers there were 
last year because we couldn’t fill all the ‘eleventh hour’ 
orders. This year’s improved model is so far ahead of 
last year’s that we sincerely advise you to get into the 
game quick, and play it to the limit, 
Big Nine always was a safe bet; 








Converse Rubber Shoe Company 
Factory: Malden, Mass. 


Service Branches: 
Chicago—6 18-626 W. Jackson Bivd New York—142 Duane St. 


Philadelphia—20 N. Third St 


this year it’s a cinch. 

And don’t forget the other popu- 
Jar brothers—‘‘All Star’’ ‘Sure 
Foot’’ and ‘‘Non Skid.”’ 
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“Hand Ti Fucuad “Flexible SBioes 
for ChAriforen 


1778 814-12 Pat Lea Mat Top, Hiway LacejTurn $3.75 
8 44-12 Havana Brown Vici Kid, Hiway Lace 3.75 
814-12 Pat Lea, Field Mouse Top, HiLace Tn 3.75" 

Pat Lea White Cloth Top Button.....¥1.85, 

at Leather Blk Cloth Top Button.... 1.85' 

id Button 1. 

at Lea Red Goat Top Button 

at Lea Field Mouse Top Button..... 2.35 

at Lea Mat Top Button 2.15 

un Metal Button 

verweight Kid Btn, Hvy Flex Sole. 

av Brown Kid White Kid Top Button 2.45 

av Brown Kid Field Mouse Top Btn.. 2.45 

av Brown Kid Button x 

Ik Kid Btn, 10 Iron Flex Sole, Turn. 

alfskin Lace, 10 Iron Flex Sole, Turn. 

at Lea Mat Top Hiway Lace 

at Lea Field Mouse Hiway Lace. .... 2. 75 

av Brown Kid Hiway Lace 2.75 
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é. Henry Kleine &O., Chicago? 


208-214 West Lake St. 
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GRIFFIN 


GRIFFIN ‘‘Jn-Er-Tube”’ 
“RAPID” Brack 


BLACK SHOE 
GRIFFIN LOTION 
CREAM In white, binck i ht tan, 


A quick dye that dyes to 
Havana brown, dark brown, 


a jet black any color Polishes easy, requires no light gray and dark gray. 
leather. Leaves no > liquid, keeps indefinitely, bs — rer ash and polishes 
agreeable odor. 3 oz. size, remains soft to the iast. mere cpnideoe os —" 
per gross, $22.30, per Per gross, $15.00 pega mage Bon what cold cream 


doz. $2.00. Per doz., $1.30 3 oz. Size, $21. 00 per Gross, 
$1.80 per Doz. 


‘GRIFFIN MANUFACTURING CQ., Ine. 
67-69 MURRAY STREET . - | NEW YORK, U.S.A. 
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Two Popular 
In-Stock Styles of — 
Superior Quality 
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It’s a far cry sometimes from good looks to good 
behavior. The most stylish shoes have a bad 
habit of often proving unsatisfactory in the 
practical tests of wear and fit. 





No. 132 
Fine Grain Genuine Black Glazed 
Kid, 34 Fox, Plain Toe, 10-Inch Lace 
Boot. 
In Stock, A, B, C and D 
Price, $8.00 


Here’s two Ault-Williamson styles which you 
can show and sell to critical trade, with the firm 
conviction that they will make good. 











They're exceptionally fine to look at and when 
it comes to a try-on and a try-out they make 


INC II ccc 1c 
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friends everywhere. 


Conservatively stylish, extremely comfortable 
and unusually serviceable—that’s the profit- 
making truth for you to consider in regard to 
Nos. 132 and 133. 
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AULT-WILLIAMSON 
SHOE COMPANY 


No. 133 MANUFACTURERS 


Fine Grain Genuine Black Glazed 
Kid, 34 Fox, Imitation Stitched Tip, AUBURN - - - MAINE 


10-Inch Lace Boot. 
In Stock, A, B, C and D WESTERN DISTRIBUTING BRANCH 


Price, $8.00 109 East 8th Street, Los Angeles, California 
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An Option in Shoe Linings 


IR some time, in our advertisements, we have been talking about the value we 


are offering in our 


- 
A): 


- DOUBIETWILL 


SHOE LINING 


W. H.HOLBROOK 207 SOUTH ST. 








WE have endeavored to give sound reasons why a lining combining Quality and 
Style, in a superlative degree, was desirable, and how “Doubletwill’’ meets the 


utmost requirements in these respects. 


We recognize the fact that, on account of price, this lining is not available for 
many lines of shoes. At the same time, we believe every wearer of shoes is entitled 
to, and should obtain, real efficiency in linings. 


The lower the grade of shoe, the greater the need for a durable lining. 


This fact is not questioned, we believe, by anyone. Shoe manufacturers and 
dealers don’t need to be told of the evil of using poor linings, or the advantages of using 
good linings. What they do want to know is 


How To Get Good Linings 


Our conception of service in our line of endeavor is to exercise our intelligence 
and resources in developing and supplying merchandise which is appropriate for the 
use to which it is to be put. 


A cloth is not appropriate for shoe lining purposes unless it will give, first of all, 
service: which means wear. 
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INCE there are shoes that must be sold for less than the highest price, and since 
these shoes should be equipped with linings which will give all the wear that can 
be extracted from a given amount of cotton, we feel that we shall be doing a service 


by calling attention to a group of linings which afford, at moderate prices, an almost — 


inconceivable amount of durability. 


) Wet No. 1 
ELL No. 2 Wet No. 3 


like “‘Doubletwill” are manufactured for a purpose, viz.: Shoe Linings. They com- 
mand particular consideration at this time, because the Public is demanding lower- 
priced shoes, but are just as particular as ever about the service the shoes will give. 





They solve one of the greatest problems in the shoemaking game; viz.: How to 
get maximum efficiency at minimum cost. 


EAR SHOE 
ELL LININGS 


are exactly what the name implies. They do wear well. They are not an experiment. 
For years they have been demonstrating in the most practical way (in wearing tests 
and everyday service) the truth of our contention that proper construction, not vol- 
ume of cotton, is what gives efficiency—to Shoe Linings above all things. 





Like ‘‘Doubletwill,”” Wear Well Shoe Linings are the result of a thorough study 
of what is required of a shoe lining, and a sane, logical and practical method of obtain- 


ing it. 
There is a reason for every feature in these cloths, and ample proof that the sum 
of them does produce 


Wear Well Shoe Linings 


**Doubletwill’’ and ‘‘Wear Well’? 
Shoe Linings are sold ONLY by 
W. H. HOLBROOK COMPANY 
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Boudoirs ana Felts 
In Stock Now 


7540—Quilted Satin, Turn Boudoir, Silk Pom- 
pom Ornament and quilted sock lining. Colors: 
Black, Lavender, Pink, Lt. Blue and Rose. 


1710—Black Cab. Turn Boudoir. Price.. $2.05 
1705—Black Cab. Turn Boudoir. Price.. $1.60 


Price, 


$1.40 


906-721—Felt Ribbon Trimmed Moccasin, Soft 
Padded Chrome Sole. Colors: Lavender, Rose, 
Lt. Blue, Orchid, Sapphire Blue, Taupe, Pink, 
Green, Oxford. 


“She 
Whitney- Roth Shoe 


Company 


Footwear Specialties 
1251 West Sixth Street 
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W HEWN you are ordering 

your rubber heeled shoes, 
why not take an extra precau- 
tion for which your customers 
will thank you—specify 


CATS PAW 


CUSHION 
RUBBER HEELS 


We have taught the world that 
CAT’S PAW HEELS do 


not slip, and are, moreover, 
made to give the best all around 


service. 
“NO HOLES TO TRACK MUD OR DIRT” 


wot R PAp, 
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J y 
( <> ) 
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Foster Rubber Co., Boston, Mass. 
105 FEDERAL STREET 


Fo> 
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JANUARY 10-11-12-13, 1921 


Every effort of the greatest buying organizations 


of our country’s leading leather and shoe manu- 


facturers to better styles, quality, materials and workman- 
ship will be concentrated in their exhibits at the | Oth 


annual convention of the N. S. R. A.---the most important meeting ever 
held in the history of the Association! The range of displays already 
booked is inclusive of the very finest grades and all intermediate 
lines to the best low-priced footwear in the world. Reserve YOUR 
space NOW for the World’s Greatest Shoe Show to be held in the 


finest exhibition and convention building in the world! 













1921 NATIONAL CONVENTION COMMITTEE ea 
3 t UAL! 
iu National Shoe Retailers’ Ass’n gue 


224 PLANKINTON ARCADE 









er 


MILWAUKEE Milwaukee, e4 Wisconsin MILWAUKEE 
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THE CLARKE FOOT-MEASURER 


Insures Absolute Accuracy of Fit 













WORCESTER 


















This machine gives the correct length and width of the foot in one opera- 
tion—is always in proportion and cannot be thrown out of adjustment. Asa 
time saver the Clarke Foot-Measurer is invaluable. A perfect fit is assured 
with one try-on. For full details write 


CLARKE -EMERSON MFG. COMPANY 





- MASS. 


Oct. 2, 1920 










































Increase your sales—feature ‘“‘Aulde Newberr 
Comfort’’ Shoes. “4 : ” 


Our In-stock dept. will supply you—as your 
wants demand. 


Vici Kid Pest. . Pinin Toe or Tip, Sines 4-8, 5-9, 
EE, Pri $4.06 


\ 
A 
A 
A 
A 
A 
A 
A 


E and 
rn in 24 pair case lots only. 


FERNY POOR CO. Inc. 
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Why Continue to Break Counters? 
BUY 

THE MODERN SELF-ADJUSTING 

COUNTER SOFTENER. 


SOFTENS THE COUNTER | |. 
WITHOUT BREAKING | 





Arm works with foot lever, | 
allowing the operator to use |@ 
both hands in handling the | am 
shoe. MTS 
The inside counter form is | 
self-adjusting, and it is not |~ 
possible to break the counter. 
Occupies very small space and 
can be quickly assembled or 
taken down. 


PRICE $10.00 Each [| ~ 
Just the Thing for the Shoe Retailer 


FRANK W. WHITCHER CO., Seseee 
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GALLUN 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


VIKING 
CALF 


STRONG grained mellow calfskin 

that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


QUALITY 


NORWEGIAN 
VEALS 


cy of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 


AZTEC 
CALF 


A= EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the Fas 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


A. F GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 









Buyers’ Easy Reference Directory 


R. A. CHENOWETH & CO. 
147 Lincoln Street, Boston, Mass. 
Mfgrs. of TOP GRADE TURNS 





sore "Those totally different shocs ” ——x 


No. 7177 
IN STOCK 


Black Kid, 8 inch Polish, 
Cuban Heel, Flexible 
Goodyear Welt, B to E. 


$6.00 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. 


— ¢- Ee 6 ee eee gl 




















; A 
Winning Style 


= 6 © a © <a © <a 
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MYER T. ORNSTEEN SHOE CO. 


= AVERHILL, MASS. 





Where we manu- 
facture women’s 
high grade Mc- 
Kay novelties. 


ALL LEATHER 
WELTS 


ALIFETIME OF 
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EXPERIENCE ‘A YOUNG FIRM 
Palet “The Shoe of 
— Quality.” 
HARN EY, TRACY, CORHAN CO. Our New Factory 
Bostonf Office, 212 Essex Street Room 44 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 


Kistler, Lesh & Co. 


SOLE LEATHER 
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A Business 
Bracer 


Customers are always open to conviction when their 



















AND feet hurt. Foot-Guards brace tired, aching feet—and 
BELTING BUTTS honse-yeurene® 
register also. 

TANNAGES Details upon O uaras 


cuts Flexible Arch Support Company 


69 E. 12th Street New York, N. Y. 







St. Marys Mt. Jewett Burke Muskegon 
332JSummertSt., 





Boston, Mass. 






























| PENTUCKET LINE OF WOMEN’S COMFORT BOOTS 
Made to Order—Quick Deliveries FOREIGN BUSINE SS 
No. 101—Black Vici 15-Eyelet Polish, Plain Toe. 
sah anion beth Lied dinet tana ted $4.85 Your overseas customer prefers to do business his way. 





If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Reowde, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


Pe AVERERL, MASS.” 755 Boylston Street Boston, Mass. 


——- a 
—* — 





No. 102—Same as above, with Tip........ $4.85 
; No. 104—Black Vici Foxed. 15-Eyelet Polish, Mat 
; Cab. Bo, GUE Binidas cairshees icdate 85 
: No. 205—Glazed Cab. 13-Eyelet Polish, Plain Toe. 
Price $3.60 






No. 206—Same, with Tip. ...............- $3.60 
No. 208—Glazed Reb” 15-Eyelet Polish, Tip. 


Price 
f Sizes 244-8. wise Cc, £2 E, EE, with Cushion 
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Stock No. 123—Men’s Genuine Chocolate 
Chrome Elko Blucher Work Shoe. Leather 
Counter Pocket. All Solid a 


A. Palan Shoe Co. 
ST. LOUIS 


ATLANTIC AVE. end ESSEX ST. 
400 Rooms-500 Baths “129 Aday and up 


ABSOLUTELY FIREPROOF 


Rooms at the “Essex” are al- 
ways invitingly arranged with 
furnishings that contribute to 
our guests’ comfort and con- 
venience. This hotel is most 
centrally located for the shoe 
and leather tradesman. Its 
popularity is shown by the 
large patronage we enjoy. 


THE HOTEL ESSEX CO. 
BOSTON 


McCARTHY BROS. 
PROPRIETORS 
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HAGERSTOWN 
IN STOCK 


STITCHDOWN BOOTS-ROMEOS-SCOUTS 


5-8 84-11 114-2 2%-6 6-11 
1256 —Black Elk Scout $2.15 
1256H—Black Elk Scout, heel.... 
1266 —Mahogany Elk Scout.... 2.15 


2.65 3.25 3.85 
2.90 


$2.65 $3.25 $3.85 


2.90 
320 
320H—Tan Lotus Button, heel. . 
235 —Tan Lotus Blucher 
235H—Tan Lotus Blucher, heel. . 
245 —Black Calf Blucher 
245H—Black Calf Blucher, heel.. 
285 —Smoke Blucher 
285H—Smoke Blucher, heel... . . 
385 —Smoke Button 


300 —Black Kid Button....... 
300H—Black Kid Button, heel. . 
302 —Patent Button 
302H—Patent Button, heel 

301 —Gun Metal Button....... 
301H—Gun Metal Button, heel.. 
265 —Mahogany Elk Blucher. . 
265H— Mahogany Elk Blu., heel 


0300—Black Kid, Kack Button 
0303—Brown Kid, Kack Button 


McKAY BOOTS 
- 5-8 8-11 114-2 244-8 
311 —Gun Metal Button, wedge.......$2.00 $2.35 
311H—Gun Metal Button, heel......... 2.35 $2.75 
313 —Patent Button, wedge 3 2.75 
313H—Patent Button, heel 2.75 3.15 


410 —Gun Metal Polish, Medium High 
Cut, wed, 2.10 2.45 


2.45 


1410H—Gun cor re, F putin High 
Cut, heel, English 
412 <Detens Polish, Medium = titeh Cut, 
wedge 2.45 


3.15 
3.15 3.95 


seiniailines Shoe & Legging Co. 
Hagerstown, Maryland, U.S.A. 
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COLORED GC 7Te-) SIDE LEATHERS 


mee vu SA 


Have | 
F you see WILO HEY have all the 
COLORED SIDE You £ siassstinde: of colt 
LEATHERS in shoes, Seen : --even better service--- 
we are certain you will Them and afford worth while 
be agreeably surpnised. saving in price. 
In Shoes? 























C. D. Kepner Leather Company 
137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 





IN STOCK 
SPECIAL OFFER Make Buyers 


Out of Passersby 





BLACK 
and 
GREY Hugh Lyons period display fix- 
FELT tures continue to grow in popu- 
GOOD larity because they lend beauty 
LEATHER and attractiveness to the display 
SOLE window. 


If you have not received our cata- 
logs showing our Adam, William 
and Mary, Chippendale and 


Case Lots Only— 3, Queen Ann designs, we will be 
pleased to send them to you. 























HUGH LYONS & COMPANY 
10-00 ae = 1 oe OO) Oe ee @) ee 7-09-99) 
_LANSINC - MICHICAN 






el eel 
SLIPPERS 


Goldschmidt & Loewenick, Inc. 
129 Duane Street New York 35. W. 32nd. STREET 


SR OM 


234 S. FRANKLIN ST. 











Oc 
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A WINNER 


An easy victor as a 
“Trade Winner,” regard- 
less of competition, is the 


LUNDIN Shoe 


The four sinewy limbs 
that carry it to the front 
are Durability, Comfort, 
Style and Reasonable 
Price. 


The LUNDIN Shoe 
is right all through 





















LUND-MAULDIN Coa, 
MANUFACTURERS 
Saint Louis U.S.A. 
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Which of these stores 
is Yours? 































































































More than 3,000,000 readers of The Ladies’ Home 
Journal, Vogue, Photoplay and The Christian 
Science Monitor are reading Red Cross Shoe ad- 
vertisements. Approximately 15,000,000 adver- 
tisements are telling the story of Red Cross 
Shoes made, with the aid of motion pictures, 
to fit the foot in action. 
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Size them both up—then decide whether 





Two shoe stores on Main Street. 





One is owned by Merchant A, who is pretty well 
known, respected, and carries good shoes. But some- 
how his customers don’t come back as they should. 
He wonders why. 


Do you suppose it’s this? Merchant A doesn’t carry 
any special line of shoes—in fact, he carries a large 
number of lines. 


If you should ask anybody in town what he sells, 
they would answer “shoes.” 


Perhaps that’s his trouble. You know people. They 
like to change. Merchant A’s competitors, including 
the mail order houses, are busy; they undersell him 
now and then, and even get some of the regular cus- 
tomers he does have. 


Merchant A hasn’t the prestige of the department 
store; he doesn’t get trade because his store is con- 
venient—like the neighborhood grocer or butcher; 
people don’t buy of him often enough to form the 
habit—like the cigar stores; he isn’t known because 
he carries recognized brands—like the clothiers. 


Fact is, Merchant A runs just a “shoe store.” Re- 
sult is, he tries to compete on price—and he doesn’t 
get along as he should, of course. 


Merchant B Has a Different System 


Merchant B also is pretty well known, respected, and 
carries good shoes. The difference is, his customers 


do come back. 


But Merchant B carries only a few well-known lines. 
He has capitalized the preference of folks for things 
they know. The prestige of his lines attaches to his 
store and distinguishes it; Merchant B sells more 


than just “shoes.” 






909 Dandridge Street 


you’re doing your best as a merchant 





The Krohn-Fechheimer Co. 





Women, for instance, know him as the man who sells 
the Red Cross Shoe. Every time they hear anybody 
mention this famous shoe, they think of Merchant B; 
every time they read an advertisement of Red Cross 
Shoes in a magazine, they think of Merchant B; he 
stands out distinct from every mere “shoe” retailer 
in town. 


Merchant B has selected Red Cross Shoes for his 
women’s high-grade line because it has a range of 
style and price wide enough to meet any reasonable 
demand in its grade. And because years of consistent 
advertising have familiarized women everywhere 
with its distinguishing qualities of smartness with 
comfort, have made it by far the best known women’s 
shoe in America and the fastest selling. 


Today it is being made even more salable than before 
by the greatest publicity campaign ever conducted 
Approximately 15,000,000 ad- 
vertisements, appearing in leading women’s publica- 
tions, are telling 3,000,000 readers the interesting 


for a woman’s shoe. 


new story of Red Cross Shoes’ /asting smartness ob- 
tained by a study of hundreds of moving picture 
photographs of the foot in action. They are creating 
wider interest—buying interest. 


Your Opportunity 


The story of Merchant A and Merchant B is no 
“fairy tale.” Scores of Merchant B’s have won un- 
usual success with the concentration principle on the 
Red Cross Shoe. It is easily possible for you to 


duplicate this success. 


A card will bring you one of our representatives to 
talk it over. Mail it today. You will not be obli- 


gated in the least. 


- Cincinnati, Ohio 
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A shoemaker in ancient days was a real 
craftsman. He could turn a piece of verse 
as handily as he could turn a pair of shoes, 


The favorite ogy commercial activity 


was thegRialto in Venice. 


Imagine how one of these old-time shoe- 
makers would put in verse his impression 
of the Rialto Shoe Factory. 
“How clean each shoe.comes thro in turn— 
And styled for use, not fad. 
Your merchants will be quite content 
When they make wearers glad!” 


Visualize his look of wonder when he 
saw thousands of pairs of shoes 
turned out by machinery in the same 
time he could turn out one by hand. 


May we suggest your seeing us while 
in the East, or better still, come to 


Lynn and inspect the Rialto Process. 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST 
BOSTON OFFICE , 215 ESSEX ST. 


. 
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The Felt Slipper That 


Never Varies 


ALWAYS THE SAME 


BEST QUALITY 
AND WORKMANSHIP 


MAID-RITE FELT SLIPPER CO. 


(Rosemill Products) 
163 Livingstone Street BROOKLYN, N. Y. 
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PlesMafes 


Sturdy Shoes for Children that will Pay Dividends in 


Honest Wear and Satisfaction on the Buyer’s Investment. 


TWO HEADLINERS IN STOCK 


F 40 
F Special 3} 


Your Children’s Department is Incomplete Without this Line 


WILLIAMS, HOYT & CO. 
ROCHESTER, NY. 
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Another 
Stylish Boot 














Style B244F 


Woman’s Blue Suede quarter, Blue 
Kid vamp, Norine Lace Boot, turn, 
Pasadena last, 10-inch height, blue 
kid underlaid lace stay with openings, 
perforated vamp, blind eyelets, plain 
toe, 214-inch wood covered full Louis 


heel. 
$14.50 


Also made in Black, Brown and Gray. 
































The style illustrated is but one of the stylish new models that 
is featured in our new sample line. 


All of our salesmen are now on the road with the best assort- 
ment of samples ever produced by this house. 


Shall we have one of them call on you? 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


























DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Bldg., Denver, Col». Bush Terminal Sales Bldg. 319 Story Bldg., Los Angeles, Cal. 
Tiger & McNutt, Representatives 130-132 West 42nd St., Room 1521 G. C. McATEE, Representative 


S. A. McOMBER, Representative 
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SIDE AND VEA 
UPPER LEATHERS 


eI eLTTeliiiiiiiiiiellliiiiiiiiieliliiiiiiielliiiiitiiitet tit iit Loam 


a ERE * PGi ade Aber komen ane Shee LRG oT 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 





Sees 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 












MONARCH LEATHER CO. 
CHICAGO NEW YORK 
BOSTON 











TOMO 
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Six Snappy ‘“T-S” Specials 





For Your Early October Sales. Priced to Give You a Quick Turn-over and a Good Profit. 














Immediate Shipment. Write or Wire Your Order To-Day 
7 
: No. 2712 $5.75 No. 1812 $5.75 No. 1520 $5.75 No. 2718 $5.75 


2712—-Brown Kid Vamp, Camel Top 9-inch Lace iieetos Tip, 
18-8 Leather Louis Heel, Plate, Li iphgwsighe Goodyear Welt 
Sole. A Big Seller. AA, A, B foe 4 C widths, 2 We “— 


1812—Camel “Cleo” kid 9-inch Lace, Plain Toe, Full cue 
Wood-Covered Heel, Plate, Flexible Sole. Made Over a New 
Last. AAA, AA, A, B and C widths, 214-8, special . . . $5.75 


1520—High Grade Black Kid, 9-inch Lace, Wave Top, Plain Toe, 
18-8 Full Breasted Wood Covered Heel, Plate, Very lexible Sole. 
A, B, C and D widths, 24-8, special . . ....... $5.75 


2718—Black Kid, 9-inch Lace, Imitation Tip, 18-8 Leather Louis 
Heel, Plate, Goodyear Welt Sole. AA, A, B, C and D widths, 
pS RE rere cet Sige ea oe $5.75 


1400—Havana Brown Kid, 9-inch Lace, Invisible Eyelets, 18-8 
Leather Louis Heel, Plate, Goodyear Welt Sole, Imitation 
Straight Tip. AA, A, B and C widths, 244-8, special . . $6.00 


1401—Exact same style as above, in Extra Fine Black Kid. 
AA, A, B and C widths, 244-8, special ... 5.2... $6.00 


2520—Havana Brown Kid, 9-inch Lace, 19-8 Full Breasted Wood 
Covered Heel, Plate, Invisible Eyelets, Semi-fine Flexible Sole, 
Made Over a New Last, Plain Toe. AAA, AA, A, B and C 
EEL, 25 BOONE ee ae Pte aie Ee 6 8 ee $7.85 


] No 1400 $6.00 No. 2520 $7.85 


| TOBER-SAIFER SHOE CO. 


Novelty Footwear in Stock 














1312 Washington Ave. oe St. Louis, Mo. 
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“disappointed feeling’ when your Brown 
‘ Shoes do not come up to Samp le. You can do it by 
INSISTING ON BROWN’S BROWN CALFSKINS. All manu- 
facturers like to make shoes of this stock, for it’s uniform in color 
and has the glazed finish you like. 
Have YOU Seen These “Sunpru’”’ Colors: , 
KOKO 3 RICHTAN i1 OTTER 12 


BLACK OOZE BROWN OOZE 
—and, No. 15, Plain or Boarded, for Export Trade. 
Write for Samples 


Doesn’t obligate you and you'll hi tunity to KNOW WHY—from the feel and looks— 
BROWN 3 BROWNS make Better Shoes. 


C. D. BROWN & CO.,, Inc. 


“EXECUTIVE OFFICE AND FACTORY 
ROCHESTER, N.Y. 
(| 


NEW YORK, “us COLD sr. | | 


inierens MMi wl ml i | 


| 


| 
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Shoe Polishes 


VARIETY 


ROSTONIAN CREAM. The longest line that’s longest 


cleaner for kid 
and calf. You'll need a 


stock of the 
aga ti sme on the market —e 
More than fifty years at the business of making shoe polish > 


| a ay for all Ping f 
Russia calf, viel or has taught us something. We have found the way and ac- 


kid 
icather-alo light and quired the means of manufacturing any preparation makable 
color or shade. ° for the dressing and preservation of shoe leather. Whitte- 
more’s are the finest polishes possible to ge and yet 


their price is kept down to reasonable levels by quantity sales. 


PASTE POLISHES 


“OIL PASTE”’ 
FOR ALL KINDS OF BLACK SHOES 
Blacks, Polishes and Preserves. Contains no acid 
to injure the leather. Will polish Wet or Oily shoes. 
Boxes open with a 2 Per Gross $16.00 


TAN OIL PASTE SAME SIZE AND PRICE 
¥4 Ib. Boxes [Black Only) Per Grose $21.00 














Whittemore Bros. Corp. - Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 
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—this perfect shoe fits and supports the 
foot where it most needs support—2t its 
ARCH. It provides a flat, even tread- 
base that can’t break down. It “Keeps 


feet fit.” 
pct PRESERVE» 


pB SHOES for-MEN 


are the first and only shoes with double-anchored steel shank 
embodying the scientific principles of Bridge Construction— 
fitted to the foot from heel to ball instead of from toe to heet. 
They mark a new standard of shoe value and selling appeal. 
Thousands of men who have always supposed it impossible 
to find a stylish shoe that would fit them perfectly are now 
wearing these handsome, comfortable, long-lasting shoes 
ard being better fitted in this NEW WAY than the majority 
of so-called “‘easily-fitted’’ men ever were in ordinary types 
of footwear. 

We have a full line of pieas- 

ing styles IN STOCK and 

ready to ship AT ONCE 


Send for Catalog and prices. 


KE. T. WRIGHT 
& COMPANY, Ine. 
ROCKLAND, MASS. 


( Wissahichon 





ah Ps 
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LIKE A BEAUTIFUL BRIDGE 








Not the Toe but the ARCH 


is what really creates comfort or 
nae oy in a shoe. When shoe 
ts foot arch perfec ectly and 
STay. FITTED, a man’s toes will 
take care of themselves! 
That is why such a slender, aristo- 
cratic shoe as the ARCH PRE- 
SERVER shown above can be worn 
without the least bit of “‘pinching.”’ 
There’s a style for every preference. 


(Near Phlladefphia " 
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Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have found that 
leather trimmed KEDS are just the shoes they 
want. They suit the summer job—the vacation 
trip—outdoor sports and any knockabout wear. 
Cool, light and comfortable. These KEDS have 
the sturdiest fabric, resilient rubber soles, and 
leather reinforcements where the strain is most 
severe. 


Dealers find in this, as in all types of KEDS— 
ideal shoes to build up trade satisfaction. KEDS 
are America’s most popular fabric footwear. 
There is a nation-wide appeal for the KEDS line, 
which includes a shoe for every person—a style 
for every purpose. A full stock of KEDS will 
guarantee every dealer a large amount of plus 
business. 


United States Rubber Company 


PRELILILITICIIES Ei tisl titi 
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The feature which stands out the 
most prominently in the trade today is 
the canvas shoe. It is true that it has 
been advanced in price about 33 1-3 
per cent, and that there is more or less 
discussion among the retail shoe trade in 
regard to this advance. However, rub- 
ber shoe manufacturers were obliged 
to take this step on account of in- 
creased labor costs which have advanced 
on an average of 20 per cent and other 
factors. An economical product, as 
well as a high-grade product, has ever 
been the aim of the rubber trade, and 
it can truly be said that the advance in 
price would not have been made if it had 
been possible to avoid it. No price re- 
ductions from present prices are in 
sight, and the majority of the retail shoe 
merchants of the country are not look- 
ing for any. “They have had an ex- 
cellent business the past year on the 
canvas shoe, and they are anticipating 
a good sized business on this shoe for 
1921. The salesmen from the rubber 
houses are sending in some very satis- 
factory orders, and on the whole the 
managements of the various rubber 
plants are much pleased with’ the 
amount of business which their travelers 
are writing. 


One Merchant’s Opinion 


The popularity of the new canvas 
shoe was voiced by a Boston merchant 
recently. He said—‘“The new tennis 
shoes have all the essentials of the 
leather shoe—they are absolutely cor- 
rect for the child from the health stand- 
point. I sold every pair which I 
bought last season and have placed a 
good big order for next.” 


Regarding Rubber Shoes 


Arctics promise to be as popular this 
Winter as last—as one merchant 
“We could have 


recently remarked: 





Rubber Footwear 


~The Market Situation - Prices and 
Style Information - Trade N otes : 
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General Summary 


Canvas Shoe Salesmen Are Sending in Good- 
Sized Orders 


sold 50 per cent more if we had them. 
The cashmerette gaiter in the two, four 
and six buckles has been ordered ex- 
tensively by the retail shoe merchants. 

“We are showing on this page a four- 
buckle gaiter called the Empress—the 











The Empress—with light weight Jersey 


cloth upper, snow excluder, black 

fleeced lined, 4 buckles, plain edge sole, 

bright finish, Kickoff heel. Presented 

by Hood Rubber Company, Water- 
town, Mass. 








Empress is made with the three, 
four and six buckles, It is made also in 
a man’s style, called the Emperor. 
Light gaiters have sold particularly well 
in the cities of the country. There is a 
big field for these shoes in misses’ and 
children’s sizes. These gaiters are popu- 
lar with retail shoe merchants on ac- 
count of their good fitting qualities 
over all of the fashionable shoe models, 
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as well as staple lines. The uppers ar 
made to fit smooth.” 





CRUDE RUBBER SITUATION 


Market Steady, Demand Slow, Of- 
ferings Light 


There seems to be an absence of new 
developments of any kind in the crude 
rubber situation. Offerings were light 
and prices generally steady: 


Para—Up-river, fine........ 27 @.. 
Up-river, coarse......... 18 @.. 
Island, fine..............24 @.. 
Island, coarse........... 16 @.. 
Caucho ball, upper....... 18%@.. 
Caucho ball, lower........13 @.. 
| Ne ae 154%@.. 

Plantation—First latex, 

OE. 3 Fis 4 Ka pten 235 @.. 
Brown crepe, thin, clean ..2244@.. 
Rolled, brown crepe...... 20 @.. 
Smoked, ribbed sheets...234%@.. 


Centrals—Corinto.........19 @.. 
Esmeralda. . To. ee 
Guayule, an ..24 @25 
Balata, block, Ciudad .. op: a 
Balata, block, Panama ..50 @51 
Balata, sheet .... .. 1.00@.. 

Mexican—Scrap.. ee DN 





Scrap Rubber 


Scrap rubber of all kinds continues 
to rule easy. The market appears to be 
over-supplied and there is little buying 
demand: 


Boots and shoes........... 6 @6% 
Arctics, trimmed........... 5 @5% 
Arctics, untrimmed........ 4 @44% 
Tires—Automobile......... 24@.. 
Bicycles, pneumatic........ 14@.. 
Hose, steam, fire .......... @1% 
Inner tubes, No. 1......... @10 
@ 6 


Inner tubes, No. 2......... 


Cut in Output 


A special cable from London states 
that the Rubber Growers’ Association 
has decided to restrict its output by 25 
per cent. The members represent about 
75 per cent of the plantation rubber 
output. 

The move has been generally ap- 
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The dealer who handles La Crosse High Grade Rubber Shoes sells footwear built to 
render definite service. His satisfaction in selling this popular line of rubber products 
is heightened by the satisfaction his customers derive in wearing them, and he will be 
instantly interested in our prices. We show in a new catalog just off the press a com- 
plete assortment of popular numbers. They give the dealers a line so well balanced 


Gver Coot” 


that it will meet the requirements of all 
their patrons. Quality, fit and appearance 
create that favorable first impression which 
leads to quick sales. Catalog will be 


mailed on request. 


INSOLES 
A treat for feet 


Our salesmen are now in their territories. 


The greatest improvement in tennis 
shoes made by any manufacturer for 
years. Used in all. brands of “La 
Crosse” shoes except “Ranger” and 
“Argent.” A pressed wool fabric in- 
nersole possessing ideal insulating and 
absorptive qualities. Produces a shoe 
that is light, flexible and easy on the 
foot. Eliminates “heating” or “burn- 
ing.” Proof against cracking, break- 
ing or disintegrating. A Strong Talk- 
ing Point for the dealer. 


TRADE MARK 
Reg. U.S. Pat. Office 1912 


LA CROSSE RUBBER MILLS CO. 


La Crosse, Wis.,U.S.A. 


* and Work Shoes 


Oct. 2, 1920 





Z 


| 
































TITTTT 
EMAAEEALASAALCALOSATAVAUAOLACTOANSEU/A0A0881G0UNGTOIERES tay INNIEERSIIAEIIAIINNININIATINIAIan 


CELE CTT 
——! 














Wy 








2— CUT TT 














(es 





2 r 
py 





wWwreio 2 f 


1920 




























































































































Oct. 2, 1920 


proved by the rubber community and it 
is expected that the market will harden 
in consequence. 


SERVICE MAN HANNAN 


Neolin Representative Praises 
Rochester Made Footwear 


“You can say for me that I think 
Rochester made shoes are on a par with 
any of the other shoe centers as far as 
quality and workmanship are con- 
cerned,” recently remarked John J. 
Hannan, factory expert stitcher for 
Neolin soles in the Rochester and Phila- 





JOHN J. HANNAN 


delphia districts. ‘Mr. Hannan, who has 
seen considerable service with such or- 
ganizations as the Smaltz-Goodwin 
Company, Hallahan & Sons, and Mrs. 
A. R. King, is well acquainted with the 
footwear turned out in the “Home of 
Good Shoemaking” and lauds Roches- 
ter made shoes highly. 


AKRON CONDITIONS 


Business conditions in Akron, Ohio, 
rubber centre of America, have re- 
covered from the transitory slump of a 
few weeks ago, and now show greater 
stability than for several months, as 
indicated by sales figures of some of 
Akron’s big rubber concerns. 

Sales of The Goodyear Tire & Rub- 
ber Company of Akron for August 
showed a _ substantial increase over 
July’s sales, being $18,962,009.76 as 
compared to $17,185,113.06 for the 
previous month. As compared to sales 
of a year ago, last month’s business was 
much larger. Sales in August, 1919, 
were $17,925,193.96. 


Big Goodyear Sales 


Last month’s gross business brought 
the total Goodyear sales for the first 
ten months of the current fiscal year up 


to $181,115,964.39, or $12,200,981.56 


in excess of the total sales for the fiscal 
year of 1919. Goodyear’s business for 
1919 totaled $168,914,982.83. Thus 
with two more months to complete the 
current fiscal year, present sales. in- 
dicate that Goodyear’s business will 
easily exceed $200,000,000. 

Twelve years ago Goodyear’s busi- 
ness barely exceeded $2,000,000 a year. 
It first. passed the ten million dollar 
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mark in 1910-11 when sales approxi- 
mated $13,262,265.63. Business in- 
creased steadily, reaching $63,950,399.52 
in 1915-16, and jumped to $111,450,- 
463.74 the following year. 

If sales for September and .October 
are no larger than those in August, 
Goodyear’s business for the current 
fiscal year will just about double the 
company’s business of four years ago. 





E. A. Brand Resigns 


Secretary of Tanners’ Council Goes 
to Washington 


About the middle of October, E. A.- 
Brand will sever his connections with 
the Tanners’ Council to engage in 
special work in Washington. On July 
14 he tendered his resignation but re- 
mained “on the job’’ at. the wish of the 
Board of Directors until the organiza- 
tion could be put in such shape that the 
work could be transferred to a suc- 
cessor. 

Mr. Brand became secretary of the 
Tanners’ Council shortly after the or- 
ganization of the three different tan- 
ning associations into this executive 
association. The Tanners’ Council, 
therefore, was created in Washington 
as a war-time organization for indus- 
trial service. It continues as a peace- 
time organization representing nearly 
a billion dollar industry. 

The position was tendered him and 
he accepted. The organization was 





E. A. BRAND 


immediately whipped into shape by 
him in such a way that it has become 
perhaps the most useful trade organi- 
zation in the United States for both 
domestic and foreign business. 

Few men are more_ thoroughly 
grounded in the fundamentals of foreign 
trade and looked upon as being au- 
thority on that subject than is Mr. 





95 


Brand. In 1908 when the present 
Bureau of Foreign and Domestic Com- 
merce was first created (then known as 
the Bureau of Manufactures), Mr. 
Brand assisted Major Carson, its first 
director, in the formation of that bureau 
and also aided considerably in outlining 
its policies. 

Mr. Brand’s experience in foreign 
trade, therefore, covers a number of 
years and while with the bureau was in- 
strumental in’ having established a 
number of branch offices in all of the 
principal business centers in the United 
States as well as having appointed a 
number of commercial attaches in the 
leading foreign cities of the world so 
that the Bureau of Foreign and Domes- 
tic Commerce is now perhaps the most 
important industrial department of the 
entire Federal Government. 

Mr. Brand was assistant director of 
the Bureau of Foreign and Domestic 
Commerce. 

Mr. Brand has traveled very exten- 
sively in this country as well as in for- 
eign countries. While with the Govern- 
ment, he was sent to all the principal 
European countries on an official mis- 
sion and then again a year or two there- 
after was sent on another official trip 
to visit all of the countries in South 
America. 





New Shoe Enterprise at 
Keene, N. H. 


The Keene Shoe Company has taken 
over the factory of the Monadnock 
Shoe Company, Keene, N. H., and will 
operate it for the manufacture of Mc- 
Kay shoes for women, misses and chil- 
dren, and boys and youths. The fac- 
tory is equipped to make 3,000 pairs of 
shoes daily. The capital of the new 
corporation is $300,000 and the officers 
are Myer M. Malloy, Lynn, president 
and general manager; Hirsch M. Swig, 
Boston, vice president and clerk; George 
Dewey Swig, Boston, treasurer; and 
Judge Louis Swig of Taunton, Dr. H. 
B. Swig of Lynn and Samuel Kapstein, 
Boston, and Hirsch M. Swig are direc- 
tors. 


Welt Shoes Added 


Plant Brothers & Co. Erect Addi- 
tion to Factory 


Plant Brothers & Co. of Manchester, 
N. H., have recently had erected a sub- 
stantial addition to their factory build- 
ing, 96 feet by 41 feet, three stories and 
basement, giving them approximately 
16,000 feet additional floor space. This 
structure has been fully equipped, and 
is to be given over to the making of 
women’s Goodyear welt shoes. 
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% pi ILLA KID is a product made 


from large calfskins and heifer hides—in 
every respect the equal of glazed kid—but 
superior to it in point of wear, and shape- 
retaining qualities. 

‘NOVILLA KID does not scuff. Its colors are fast. 


It is impervious to water. It makes shoes of excep- 
tional style, beauty and comfort. _ It is lastingly lustrous. 


You can always depend upon ‘NOVILLA KID. It 
readily lends itself to all styles of lasts. Great quan- 
tities of SNOVILLA KID are being made into Winter 
Oxfords for the coming season. 


Write us to-day for samples and full particulars 
regarding ‘NOVILLA KID 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN.N.J. 
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More Interest Shown 


Purchases by Shoe Manufacturers Increase in Size, 
Making a Larger Aggregate from Week to Week 
---Prices Remain Practically the Same 


There is more interest noted in the 
leather markets in the way of inquiry 
and sampling although it is still con- 
sidered a buyers’ market. Prices have 
shown no important change either way 
during the past week, and most tanners 
maintain that today’s prices are still as 
low as they will be on this season’s 
trading. Shoe manufacturers and tan- 
ners are not.inclined to make any further 
sacrifice. The feature of the whole 
situation is that from the retailer to 
the tanner there is no disposition to 
accept losses in view of costs of goods 
and replacement values. Even the 
prolonged and determined position of 
not buying on the part of the con- 
sumer did not have the effect that the 
public supposed it would have in the 
matter of reduction of commodity 
prices, although some prices are nat- 
urally materially lower. 


t 


Sole Leather Situation 


There have been some sales of hem- 
lock for immediate use during the past 
week and sufficient shoe orders are 
coming in to make considerable pur- 
chasing of leather in the aggregate. 
Tanners are anxious to make sales and 
it is reported that some have been made 
at a few cents below asking prices. The 
best selections of No. 1 dry hide hem- 
lock leather are quoted at 50c per 
pound. The average quotation on dry 
hide sides is 45c. 

The unsettled conditions among New 
England shoe factories have been re- 
sponsible for the rather quiet business 
if union sole. Sole cutters are very 
quiet on new business. 

Shoe manufacturers have been larger 
purchasers of chrome sole for outing 
and gymnasium wear and are making 
sample purchases to test the market. 


Sole cutters are buying more ac- 
tively in the oak sole market to keep 
up their regular selections in grades and 
weights. There is a wide range of 
prices in oak sole. Scoured oak backs 
still bring from 78 to 85c per pound 
according to tannage, weight and 
quality, and bends range from $1.05 to 
$1.15 and $1.20 for prime packer stock. 


The Upper Leather Situation 


The market shows no material change 
over a week ago although sampling 
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goes on more actively and the aggre- 
gate volume of sales is gaining a little 
each week. There has been some im- 
provement in the calfskin market and 
sales have reached a larger volume. 
Smooth finish calfskins are bringing 
from 70 to 75c and some of the better 
tannages 80c per foot. The women’s 
weights are from 5 to 10c lower. Top 
selections of ooze calf are still quoted 
at 95c to $1.10 for the choicest selec- 
tions in colors. 


The side leather market is as strong 
as any other feature in the best selec- 
tions. Prices are nominal and sales are 
told of up to 70 and 75c per foot for the 
best finishes and quality. 


In the Eastern markets the labor 
situation has been something of a set- 
back to the hopes of those who had 
expected an early resumption of normal 
activity following Labor Day. 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1.............. 
Hemlock sole, seconds, mid............. 
Oak sole, No. 1 bends.................. 
Oak sole, No. 1 backs, all weights........ 
MIE MING sk. 5 osc:a a's ve os cdice 
eI 6 6 50:i'5,6)5 5. braaia 's 0a 0.0' gas 
Offal, hemlock heads.................. 
Offal, hemlock bellies.................. 
Offal, hemlock shoulders................ 
Cpe e, MIOOOE oo 5c ee ke ce es 
Cute NN) 655 eek ee cs 


Chrome, S. A. dry hide, 7 44 to 10 iron sides 
Chrome, green hide, 6 to 8 iron sides...... 


1914 1919 1920 
Cents per pound 
— @30 56@ 57 48@— 
24@26 54@ 55 45 @— 
47 @50 96 @1.00 1.00@— 
45 @46 82@ 84 80@— 
—@44 84@ 85 70@— 
80@ 83 70@72 
10@ 12 13@14 
12@ 18 15@18 
30@ 32 30@— 
15@ 16 15@18 
18@ 19 17@19 
Cents per foot 
43@ 50 @55 
—@ 50 @57% 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


z 1914 1919 1920 
Cents per pound 
Heavy native steers................ — @21% 48 @50 —@28 
Heavy native cows................ 19 @19% —@47 —@26% 
RY | Re eg ane eee is aT 17 @174% 37@38 14@18 
Chicago City calfskins............. 18 @22% 70@90 20@35 
B. A. dry hides.......... 24%@— —@46% 26 @28 
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HE leather is the big factor in retail 
shoe sales. 


OUR customers may know little or noth- 
ing about the construction of shoes, 
but they do know a good leather when 

they see it. 


HE unmistakable excellence of P & V 
Leathers is as apparent to the layman 
as to the technical man. 


HEY look for your styles to change, but 

rightly expect the quality of your leathers 

to remain the same. Adhere to P & V 

unvarying quality as a safeguard for your 
business good will. 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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25 Big Cities Sell 100,000,000 Pairs 


Some Important Figures and Interesting Discussion of. Concentration 
in Modern Shoe Merchandising 


Co the man studying the merchandis- 
ine of shoes on a big scale consideration 
of the development of big city trade is 
fascinating, and doubtless profitable— 
fascinating because of the figures of the 
huge volume of business that is con- 
centrated in the big cities, and doubtless 
profitable because enterprising men 
take advantage of big opportunities as 
they may be revealed to them, and profit 
accordingly. 

That nearly one-third of the total 
production of shoes by our factories are 
sold in 25 big cities is a statement that 
may astound many shoe men, even 
those who specialize in the big city 
trade. But the figures show it to be so. 


Big Market Is Big City 


Twenty-two million shoe wearers are 
residents of the 25 big cities of the 
country, and, presumably, buy their 
shoes in these cities. Besides, other 
millions come from rural regions to the 
big cities to do their shopping, as al- 
ways has been the case, and as is and 
always will be the case. The big cities 
always draw trade, because of their 
superior capacities for merchandising 
goods. No wonder the million dollar 
shoe store has sprung up and flourishes 
in the city, and no surprise that a 
flourishing big city merchant can afford 
to pay more rent for the right location 
than cana bank. It is shoes, not money, 
that people primarily want, a fact 
evident to any shoe clerk by the manner 
in which people exchange their money 
for shoes. 

However, to return to those 22,000,- 
000 city dwellers, who are buyers of 
shoes in big cities. That number is 
counted by the United States census 
bulletin, and doubtless is accurate, 
though not as up-to-date as might be. 


Four Pairs Per Person 


Now we will allow that the average 
person in a big city wears four pairs of 
shoes a year, or one more pair than does 
the average person of the country. 
Some may think this high. But the 
shoe man of big city experience well 
knows that shoes are consumed faster 
by big city dwellers than by people of 
small cities and towns. It is too evident 
to be denied. 

Now allowing four pairs of shoes to 
the average person of the big city, we 
get 88,000,000 pairs of shoes for thé. 
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22,000,000 people of the 25 big cities of 
the country. And 88,000,000 pairs of 
shoes is pretty near one-third of the 
total production of shoes by the fac- 
tories of the country. 


Big City Records 


To bring the total sales of shoes in 
big cities up to the full one-third of the 
total number of shoes, add the shoes 
that the big city stores sell to the 
shoppers who come in from the 
country. 

It is amazing, isn’t it, to think that 
the stores of 25 big cities can and do sell 
one-third of the total output of the 
1,300 shoe shops of the country. It is 
proof of the power of the cities, and the 
splendid organization of their mer- 
chandising enterprises. 

Foremost among the ‘big cities is 
New York, Greater New York, greatest 
city of America in population, wealth 
and trade. Greater New York has 
6,400,000 people. So the census says. 
Allow four pairs of shoes to its average 
person, and New York alone needs 25,- 


- 600,000 pairs of shoes annually. That 


is one-twelfth of the total number of 
pairs of shoes made in the country each 
year. No wonder New York is an El 
Dorado for men who have genius, am- 
bition and determination in the mer- 
chandising of shoes. 


Chicago Is Second in Size 


After New York comes Chicago, with 
2,400,000 wearers of shoes residing 
within its limits, and then comes Phila- 
delphia, with 1,572,000, Boston, with 
1,520,000 and Pittsburgh, with 1,042,- 
000. 

Doubtless some ardent admirers 
of these big cities, and residents therein, 
will claim a greater population. How- 
ever, these figures are from the census, 
and the ardent admirer of each city may 
raise them as much as he pleases. He 


_will only strengthen the point of this 


story, which is that the American big 
city shoe trade is the most marvellous 
shoe trade of the world. 

Other big cities are St. Louis, San 
Francisco, Baltimore, Cleveland, Cin- 
cinnati, Minneapolis and St. Paul, 
Detroit, Buffalo, Los Angeles, Mil- 
waukee, Providence, Washington, New 
Orleans, Kansas City, Louisville, 
Rochester, Seattle, Indianapolis, Den- 
ver and Portland, Oregon. 


Cities Are Huge Reservoirs 


In addition to the merchandising at 
retail of 100,000;000 pairs of shoes each 
year among their own people, these big 
cities also merchandise at wholesale 
other millions of pairs of shoes, dis- 
tributing them among the merchants in 
the smaller cities and towns of their 
localities. + 

So these big cities are huge reservoirs 
in which the distribution of American 
shoes is gathered up, and handled on a 
great scale. Thus the manufacturer, 
seeking an outlet for his product, 
directs his sales campaigns chiefly to 
the merchants of the big cities. He 
addresses his advertising chiefly to these 
merchants, and he sends his salesmen 
chiefly among them. 


Spending in Great Cities 


Furthermore, wealth is concentrated 
in cities. To the shoe merchant, this 
means that people of the cities have 
funds above the average with which to 
pay for their shoes. They pay higher 
prices for their footwear than do the 
average people of the country. Conse- 
quently, the high-grade goods sell 
chiefly in the big cities. So quality and 
quantity combine in big cities. 

Yet more, and even of greater im- 
portance, is the fact that the rate of in- 
crease in the number of shoe wearers 
is three times as great in the big cities 
as in the small cities and towns. From 
this fact the shoe merchant may draw 
the conclusion that the big city field 
is the fastest growing field of the shoe 
trade, as well as the biggest. 

Altogether, this big city trade sets 
the highest standard in the merchan- 
dising of shoes, and its steady rise, to 
new levels, and to finer types of stores, 
and higher forms of store management, 
and higher skill in promoting relations 
between stores and customers, will make 
a feature of modern shoe merchandising 
that every man of the trade may study, 
to his individual gain and to the general 
good of the trade. 

When a shoe man realizes the magni- 
tude of this big city trade, and its in- 
fluence on the shoe trade generally, he 
feels himself more secure, and more 
powerful, just as a man traveling in a 
limousine feels more secure and more 
powerful than did the man who ambled 
along in the stage coach of other 
days. 
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OUR NEW WING 


SINCE PLANT PROCESS WOMEN'S SHOES came into 
being, there have, from time to time, 
come to us URGENT DEMANDS for a 
GOODYEAR WELT SHOE, of LIKE MATERIAL 
QUALITY, incorporating the same FIRM 
CONSTRUCTIVE FEATURES that have 
insured, in these shoes, so LASTING 
a SERVICE to THE WEARER. 


WE ARE TODAY making JUST SUCH GOODYEAR WELT 
SHOES, and shall maintain this process 
under a SEPARATE DEPARTMENT in a 
NEW WING of our factory, the completion 
of which gives us an ADDED FLOOR SPACE 
of SIXTEEN THOUSAND SQUARE FEET. 


THE POPULARITY of OUR PLANT PROCESS SHOES, 
we believe, will CONTINUE to GROW 
UNABATED, and we FEEL EQUALLY CONFIDENT 
that YOU as A CUSTOMER will find a 
"TOWER of STRENGTH" and ADDED ATTRAC- 
TIVENESS to our general proposition in 
this NEW GOODYEAR WELT DEPARTMENT. 


OR oF: 





MANCHESTER, N. H. 
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CANCELLATIONS DECREASING 


Manufacturers Predict Resumption 
of Buying Soon 


Commenting upon the boot and shoe 
industry, the September number of 
Business and Financial Comment, is- 
sued monthly by the First Wisconsin 
National Bank of Milwaukee, says: 
“The leather and shoe business is still 
in the dull season. A large accumula- 
tion of hides hangs over the market, a 
considerable amount. of which, it is re- 
ported, has been bought in the Argen- 
tine market at lower prices than prevail 
in this country. Tanners have few 
orders and are running at from 40 to 
50 per cent of capacity. Most shoe 
manufacturers are operating at very 
low capacity and will not buy new ma- 
terials so long as orders are scarce and 
the leather market holds any prospect 
of going lower. Cancellations in shoes 
have, however, substantially decreased 
and manufacturers are looking forward 
to a resumption of buying toward the 
latter part of the year. The trade 
seems to be in agreement that there will 
be a long buying season with gradual 
improvement.” 


Inventories Are Greater 


The same authority says: ‘The re- 
action apparent in such lines as textiles, 
sik, leather and shoes as far back as 
June or May spread in August to other 
lines. In and about Milwaukee, for 
example, collections are generally re- 
ported as only fair and slower than in 
the last two months or last year at this 
time. 


A reduction in unfilled orders, 
coupled with declines in sales, indicates 
that new business is not moving up to 
take the place of old business, as it did 
ayear ago... Inventories of 
Milwaukee firms are greater by large 
Percentages than in August last year. 
The problem here as everywhere else is 
one of getting out from under the load 
of high cost materials.” 
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News in Shine Markets 
vica's Shoe Centers 
in America’s Shoe 














Milwaukee 


After More Freight Outlets 


The Milwaukee Association of Com- 
merce, at a general meeting of members 
on Thursday noon, September 23, 
launched a noteworthy campaign in its 
effort to provide more outlets for freight 
for the city of Milwaukee. It consists 
of the establishment of a carferry line 
across Lake Michigan to Muskegon, 
Mich.,: which city is co-operating in 
financing the project, involving more 
than $5,000,000. The Milwaukee & 
Muskegon Railway & Navigation Com- 
pany has been organized for this pur- 
pose. Forty city officials and leading 
business men of Muskegon attended 
the meeting. The proposed new line 
will give Milwaukee a direct outlet to 
the East which is of probably greater 
scope than the present two railroad 
outlets, both of which are required to 
encounter the great obstacle of acute 
congestion at the Chicago terminal. 


Say Parades Hurt Business 


As the result of action being taken by 
owners of retail stores and department 
stores in Milwaukee, it is likely that in 
the future all parades, excepting those 
of a patriotic nature, will be barred 
from the main street of the city, namely, 
Grand Avenue on the west side of the 
river, and Wisconsin Street, its con- 
tinuation on the east side. Future 
processions will be routed along Wells 
and Oneida Streets when entering the 
downtown district. The cause of the 
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reaction against Grand Avenue parades 
is the apparent loss of business when the 
Elks’ Carnival was held early in Sep- 
tember. It lasted six days, and on each 
afternoon there was a mammoth street 
parade. Practically nobody came into 
the downtown stores in the afternoon, 
leaving an army of clerks idle and hav- 
ing little to do except to watch the 
parades. The city public affairs com- 
mittee of the Association of Commerce 
has interested itself in the matter and 
will take steps to remedy the situation. 


Good Roads Boom Planned 


The necessity of providing good roads 
entering a city so that farmer and other 
outside trade may meet no natural 
barrier has been set up as one of the 
most important pieces of work to be 
accomplished by the Business Men’s 
Association of Neenah, Wis. The or- 
ganization resumed its meetings for 
Fall and Winter during the past week 
and discussed ways and means of re- 
pairing until permanent improvement 
can be made on all highways entering the 
city. The co-operation of city and 
county officials and the State highway 
commission is being secured to further 
the work. Many of the smaller com- 
munities in Wisconsin whose mer- 
chants count upon rural trade for a 
considerable share of their business are 
watching the work at Neenah with 
keen interest, as they contemplate 
similar activities. 


St. Louis 


MERCHANTS GUESTS OF 
MANUFACTURERS 
Arrangements Made to Run Con- 
vention Special to Milwaukee 

The members of the St. Louis Shoe 
Wholesalers and Manufacturers’ As- 


sociation held their monthly meeting 
on Friday evening, September 24, at the 


Jefferson Hotel. The officers of the St. 
Louis Shoe Retailers’ Association, con- 
sisting of Arthur Ebbs, President; C. E. 
Williams, Vice-President, and J. A. 
Hutcheson, gave addresses on the 
various problems confronting the re- 
tailers and wholesalers at the present 
time. 

Arrangements were .made to run a 
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Where to Buy 


Women’s Shoes 











SIXTY STYLES OF 


COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, ne, Polish, Sandals, etc., 
women’s Flexible elts and warm lined 
shoes, men’s 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 











PHILLIPS-CRAM °- 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 










BARNETT SHOE CO., Boston 
Immediate Delivery 
Black Kid, Flexible McKay, 9-inch $4.75 


wr ba 5.00 


COGS . o 2 c..68 68 
Sizes 3 to 8—B Wide 
Terms 2% 10 Days 





COMFORT SHOES 


Black Cab Turn Julietts, 
Rubber Heel, $1. 85 
Same in One Strap Sandals, $1.80 
Terms: 2% 10 days 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 











E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 








wilt THAT ARE WINNERS 


\; 


SHOE COMPANY 


VERHILL, 


HARTMAN 





COLLINS & STAPLES 
Makers of 

HAND TURNED LOW CUTS 

Straps, Pumps and 


Tiesin Black Satin 
and All Leathers. 


Pactory, 118 Phoenix Row Boston Office 
Haverhill, Mass. 110 Lincoln St. 
WANTED 


Where to Buy STYLES 
An extra editorial service to “Recorder” 
readers, free for the asking, with authentic 
information on current problems. 
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special train from St. Louis to Mil- 
waukee for the National Shoe Retailers’ 
Convention to be held in Milwaukee 
from January 10th to 13th, 1921. A 
very large delegation of both St. Louis 
Retailers and Wholesalers have made 
reservations to go on this train, and 
resolutions were passed to extend an 
invitation to retailers throughout the 
South, West, Southwest and Southeast, 
or territory contiguous to St. Louis, to 
make reservations on this same train 
from St. Louis to Milwaukee, as hand- 
some arrangements had been made for 
entertainment on the train and also for 
entertainment in St. Louis the first 
day or two, preceding the departure 
of the special train to Milwaukee. 

St. Louis manufacturers want to hear 
from retailers who would like to take 
advantage of going to Milwaukee from 
St. Louis on the special train. W. E. 
Baird, the special representative of the 
St.. Louis Manufacturers and Whole- 
salers to the Mountain States Conven- 
tion at Denver, made his report. He 
stated that this association was in a 
very prosperous condition, was growing 
very rapidly and has prospects of being 
an important factor in the National 
Shoe Trade. 


Merchants Buying Medium-Priced 
Shoes 


David P. Wohl Shoe Company re- 
ports a number of large orders in 
medium-priced military heel shoes. 
Mr. Wohl states that they made a gain 
in August of 100 per cent over the same 
month a year previous. 


Chicago 


ENDICOTT-JOHNSON COMPANY 
OPENS RETAIL STORE 


The opening of one of Endicott- 
Johnson’s chain stores in Chicago, on 
Saturday, was a great success. The 
store is well designed and the seating 


“capacity is greater than that of many 


other Loop concerns. The fact that 
the firm is selling shoes direct from fac- 
tory to consumer enables it to offer 
merchantise at somewhat lower prices 
than the average retailer. The volume 
of sales in the immediate future will 
probably be great as the public is looking 
for merchandise at a price. 


Allied Shoe Company Opens In- 
Stock Depart ment 


The Allied Shoe Company of New- 
buryport, Mass., has recently opened an 
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New Store Formally Opened 


Stix, Baer & Fuller Dry Goods Com. 
pany last week held their formal open. 
ing of the new addition of their building. 
A number of departments have beep 
enlarged, among which is the shoe de. 
partment. The space occupied by 
shoes in the old building has been prac. 
tically doubled. This department js 
separated from the rest of the store by 
mahogany base show cases; in each case 
is displayed an individual style shoe, 
These are placed on attractive glass 
stands. Above the show cases are 
larger display cases, decorated in 
Oriental scarfs and runners. A large 
cruse on each section holding Autumn 
flowers is the only form of decoration. 
In these cases shoes are displayed in- 
dividually on mahogany stands. 





















To Enlarge Shoe Department 






Famous Barr Company have just 
started enlarging their men’s shoe de- 
partment. This will give them seating 
space for about fifty more customers. 
New display cases are being installed 
and it is expected to have the depart- 
ment opened very soon. This necessity 
for the increase in space is due to the 
rapid growth of their men’s shoe busi- 
ness. 
















Business Shows Increase 





E. R. Belcher, local manager for 
‘A. S. Kreider Shoe Company, has re- 
turned from a visit to the factories of 
his company. Mr. Belcher reports 
September business considerably ahead 
of last year. 











in-stock department at 34 South Wells 
Street, carrying a complete line of men’s 
dress welts to retail for about $19 or 
$12. 

These. shoes are to be sold at 
factory prices. A. Rosenberg, Western 
manager, has been with this concern 
for a great many years. 











Opening In-Stock Agencies 


E. A. Cassel, of the Highgrade Shoe 
Works, manufacturers of Dr. Adler's 
children’s shoes, visited Chicago this 
week ‘on an extended Western trip 
through Minnesota, Iowa, northern 
South Dakota, Nebraska, Texas and 
Kansas. Mr. Cassel’s object in this 
trip is to establish agencies which will 
function as in-stock departments in 
various centers. 
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PRINCESS—in Stock 
Glazed colt, flexible 
MoKay,Stock No. 700 
$2.95. Write and mo 
phiet showing other in-stock comfort n rs. 
4 BRANDAU SHOE CO., Detroit, Mich. 
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FERN & POOR CO., Inc. : 


Manufacturers 


Newburyport, Mass. 


is oak 
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for the wholesale trade 








SE ee ttn 














trip 

ern ALGIER SHOE MFG. CO. 
al New C. & E. Shoe Co. Plant at Columbus, O. AY n 

this we 

will ing of their magnificent new plant ferns; potted plants and cut flowers were 


in which occupies half a city block, in the everywhere in evidence. The company 
center of the business district. This had a ten-piece orchestra on hand for 
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Where toBu 


Men’s Shoes 


























Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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Stacy Adams Co. ; 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
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The officers of this company are: 
C. Edward Born, president and general 
manager; A. W. Hamilton, assistant 
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secretary and treasurer; F. W. Reed, 
factory manager; H. S. Gump, sales 
manager. 


Cincinnati 


FACTORIES ON NORMAL BASIS 


Majority Have Received Sufficient 
Business to Justify Full Time 


The receipt of immediate business at 
the local factories during the past week 
has served to greatly lessen the partial 
inertia in production. In fact, prac- 
tically all of the local factories are now 
operating at normal capacity in order 
to make the quickest deliveries possible 
on the shoes which in normal times 
would have been made up during the 
recent inactive season. Those organiza- 
tions that are operating stock depart- 
ments this season are finding business 
very good. - And the heads of these 
departments state that they expect 
this Fall to be one of the greatest seasons 
for many years past for in-stock shoes, 
because merchants are finding it wise 
to use the hand-to-mouth method of 
buying until conditions become more 
stable. 

In addition to the immediate busi- 
ness the local sales managers report the 
receipt of orders for Spring in greater 
volume this past week. This business of 
course is not large, but the fact that it 
is increasing is gratifying to the manu- 
facturers. 


ADVOCATES FAIR PROFIT 


Retail Shoe Selling Group Has 
Price Discussion 

The regular meeting of the Retail 

Shoe Selling Group held at the Cham- 

ber of Commerce last Wednesday con- 


sisted of a round table discussion which 
especially touched on the subject of 
prices on rubbers, felts, tennis shoes 
and novelties. The Shoe Selling Group 
has worked in close co-operation with the 
Hamilton County Fair Price Committce 
of which Harry McLaughlin of the Pot- 
ter Shoe Company is a member, and 
therefore has had little or no trouble 
in satisfactorily adjusting prices to 
meet the rulings enforced by the State 
Fair Price Commission. 

However, it was the general opinion 
of the Group that in the face of present 
conditions every merchant should re- 
ceive the limit on the amount of profit 
allowed by the ruling of the commission, 
and also that in order to maintain a 
fair percentage of profit on the aggre- 
gate, they cover themselves as much as 
possible on those articles not listed in 
the regulations set down by the com- 
mission. 


Cincinnati Visitors 


Recent visitors in the local trade 
were Mr. Hoskins and Mr. Callahan of 
the H. M. & R. Company, Cleveland; 
J. F. Anschutz, representing the Spe- 
cialty Shoe Company and owner of the 
Real Bootery of Cleveland; Frank 
Meyers -of Cavanaugh & Meyers, 
Danville, Ill.; Mr. Rodearmel of the 
Standard Kid Company; H. Ven 
Osterhout of the Bon Marche, Seattle, 
Wash.; and Irvin Bauer of the Sterling 
Corporation, Buffalo. 


Cleveland 


CUT OUTS INVADE CITY 


Cloth Tops— No Tongues— Both 
Cuban and High Heels 


Cut out shoes have made their ap- 
pearance on the streets in this city. 
They are being displayed in the smart 
stores downtown. They have cloth 
tops, are tongueless and come in either 
Cuban or bigh heel. Ribbons to match 
the color of the tops are used to close 
them, and they make a pretty appear- 
ance. Although there have been many 
sales and hundreds have inquired about 
the novelty, merchants are not ready 
to predict what the future has in store 
for the’ model. Some seem to be of the 


opinion, however, that there will be a 
fair demand, especially on the part oi 
women who want to appear in some- 
thing different. 


LOW SHOES LEAD 


Volume of Sales Comes from Ox- 
fords, Say Merchants 


In most of the stores visited it was re- 
ported that the big volume of business 
is in low shoes, both pumps and oxfords, 
although the latter is enjoying by far 
the largest run. At the William Taylor 
Company shoe department, however, 
the manager, F. R. Anderson, reported 
that he was selling more boots than low 
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shoes. Among the best sellers are 
brown and black kid boots with Cuban 
heels and the same Jeather and heels in 
oxfords, with brown the most popular 
color. This store also is having a good 
sale at present on a two-strap ankle 
pattern and a black satin oxford with 
low French heels. 


Eleven-Inch Boot Sells Well 


At the Stone Shoe Company, they 
are featuring three of many Autumn 
jnnovations. First there is an 11-inch 
boot in all the new shades of satin, kid 
and suede calf. The model has at- 
tracted favorable comment and is going 
well. Then there is a brogue oxford to 
wear with wool hose. It comes in tan 
Russia in many attractive variations, 
also in black and brown kid. Strap 
slipper for street and evening wear is 
another featured shoe. It comes in all 
colors of satin, Autumn brown kid and 
suede. Also in black. 


Imported Hosiery Popular 


At the Halle Bros. Company shoe 
department they are directing attention 
to women’s flexo form shoes for walking 
and sports. There are tan calf oxfords 


and high shoes, black kid oxfords and, 


high shoes, brown kid high shoes and 
white canvas oxfords. Imported wool 
sport hosiery has just been unpacked, 
coming in from noted English weavers, 
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comprising a large assortment of pat- 
terns to meet the vogue of the moment. 
It is in demand for general street serv- 
ice and sports wear., In color there is 
brown and green heather; broad Eng- 
lish rib in navy brown and dark green 
and novelties with Jacquard stripes. 


New Man at May Company 


R. L. O’Dell has. come to Cleveland 
from the south and is now the assistant 
manager of the May Company shoe 
department. He is directly in charge of 
the basement store where he has a large 
force of employes under his control. 
For 14 years he has been in the shoe 
business and he has climbed fast. Start- 
ing as a clerk it was not long until he 
was called into more responsible places. 
He was at one time assistant buyer at 
W. L. Milner’s in Toledo and subse- 
quently buyer at The Fair in Cincin- 
nati. Then he started stores at Chat- 
tanooga and Anniston, Alabama. Both 
ventures proved profitable. 


Shoe Travelers to Meet 


Another special meeting of Cleveland 
shoe travelers has been called for 
October 1 at the office of D. W. Brill, 
258 The Arcade. At this gathering 
matters of importance to travelers will 
be considered. On the order of business 
is that of a request for an extra 1 per 
cent commission. 


New York 


SHOE PRICES CUT 


Reduction Greater in Men’s Shoes 
Than in Women’s 


Lower prices, many of them adver- 
tised as cut prices, continued to be 
leading features in retail circles during 
the week. The price cuts, as indicated 
before, appear to be heavier in men’s 
shoes than in women’s footwear. John 
Ward, in his five New York and Brook- 
lyn stores, gave the trade something to 
think over when he reduced his $13, 
$14 and $15 shoes to a level of $12, 
making this his maximum price. In 
subsequent advertising he stressed the 
fact that he has standardized his prices 
at $8, $10 and $12. Ward, being one of 
the largest exclusively men’s shoe 
dealers in town, appears to ‘have set the 
pace for the time being. Response to 
the price cuts was fairly active in several 
of the stores, according to an official of 
the company. 

John Wanamaker added 960 pairs 
of full wing tip oxfords in tan and black 
grain leather to the big sale of shoes at 
that store. The shoes were priced at 
$7.75 a pair. Other important sales of 


men’s shoes featured toward the close 
of the week were 1,200 pairs of calf- 
skin and cordovan shoes at B. Altman 
& Co. at $9.50 per pair. Three models 
were offered, one in black or cordovan 
brown calf, one in Russia tan calf and 
the third in shell cordovan. Gimbel 
Brothers also ran a special sale on men’s 
brown lace calfskin shoes made over an 
English last at $9.75 a pair. Franklin 
Simon & Co., while not running a re- 
duced price sale, are featuring boys’ 
school shoes at $5.75 and $6.00 a pair, 
asserting in their advertising that these 
prices are $1.00 a pair less than last 
season. Altman’s also featured school 
and dress.shoes for youths and boys at 
$5.00 to $12.00, the last being cordovan 
or calfskin. 


Buster Brown Advertising 

Buster Brown and his dog Tige held 
court at Gimbel ‘Brothers’ store on 
Friday and Saturday of last week, ad- 
vertising the Buster Brown shoes for 
children. Liberal advertising heralded 
the coming of Buster. The price range 
for these shoes quoted by Gimbel’s ran 
from $3.95 to $10.50. 
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| Where toBuy 


Men’s Shoes 














Stock Dept. 5 CS 
Is at Your Service ay 
THE STETSON SHOE CO. (Inc.) 














South Weymouth, Mass. 
135 STYLES 
IN STOCK 
MEN’S-WOMENS 
SEE OUR CATALOG 
WELTS MADE 196 CHURCH STREET,N.Y. 
pecues = é 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 











Welt 
and 
Nailed 


For Men S22 {= 


Catalog 
Manufactured by 
La Crosse Boot and Shee Mig. Co. 
La Crosse, Wisconsin 











pi Warearneur 

Oi Grain, Fall Bellows 

ongue and ck Strap. 
Send for booklet telling 

vou can ell these shoes = 


A.H. Riemer She Co 


MILWAUK le 
Fatablished 1887 887 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 








rent problems in merchandising. 
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Where to Buy 


Children’s Shoes 











SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC SHOE CO,, Ine. 
BROOKLYN, N. Y. 
BOSTON Office, 147 Lincoln Street 








ROCHESTER’S FELT 
SHOE KINGS 


EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
= ROCHESTER NEW 


PLACE ORDERS NOW AND INSURE : 


YORE : 








“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H.FREELAND 





AShoe for Boys 
That Wears 


Marston & Tapley Co. 








DANVERS, MASS. 











W2.C.G@ooddger 


Manufacturer of 
Children's Dlexible Durn Shoes 
89 Allen St.. Rochester, M.D 
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SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


Pump 

RE 
and colors. 1 
i 

INU BABY SHOE CO., East + Mass. 











Soft Soles and Moccasins 
Ask your Jobber for our 
yea Ang We do not sell. 
the retail trade. 


Newcomb-Anderson Shoe Co. 








ROCHESTER, N. Y. 
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Nemours Sale Resumed 


The retail sale of shoes and other 
stocks of the Nemours Trading Cor- 
poration, discontinued at the Grand 
Central Palace because of the Chemical 
Show, has been resumied in the old 
Greenhut, Siegel Cooper Building at 
Sixth Avenue, 17th to 18th Streets. 
The building, which was used as an 
army hospital during the war, has been 
fitted up in the same manner as the 
Palace for the sale. No estimate of 
the period the sale is to run in this 
building was made by officials of the 
company. Reports of the disposal of 
remaining stocks to wholesalers were 
denied and it is asserted that the com- 
pany will continue to sell direct to con- 
sumers until all stocks are sold. 


W. R. Grey Resigns 
W. R. Grey, store manager for Cam- 
meyer’s, has resigned because of ill 
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health and expects to leave New York 
to recuperate. He has been succeeded 
by F. R. Browning, who has been con. 
nected with the Cammeyer organiza. 
tion for some time. 


Novel Men’s Shoe Window 


Lord & Taylor have injected a new 
note in shoe advertising in connection 
with their Man’s Shop, recently opened, 
The ad was illustrated with a fireside 
scene in which appeared a pair of shoes 
on crossed feet in a comfortable position 
in front of a pair of andirons. A bull 
dog lying at the side carried out the idea 
of comfort and hominess. The copy 
appeal was based purely on quality and 
called attention to the store’s policy 
“to offer the better things in men’s 
apparel, to make them better wherever 
possible.”” Prices for men’s high shoes, 
quoted in the ad, ran from $12.50 to 
$21, and for oxfords from $13.50 to $21. 


Pittsburgh 


GOOD BUSINESS REPORTED IN 
MEN’S SHOES 


While it can be said of the city and its 
environs that the best business for the 
shoe merchants comes from the sale of 
women’s shoes, it is hard to overlook 
the fact that the men’s business is not 
only holding its own, but is making 
splendid progress, far exceeding the ex- 
pectations of many retailers here who 
have minimized its importance. Such 
exclusive shops for men as Hanan and 
Sons, Holbrook and Petty, Walk-Over, 
Verner, Van Deventer and Emerson 
and the medium priced stores such as 
Douglas, Newarks and Hanover, to 
say nothing of the department stores 
where some of the finest ‘“‘makes’’ are 
sold, report a record business during 
the past season. 

Although many men over town 
realize the value in a $6 and $8 shoe, it 
is not uncommon for salesmen in the 
more exclusive men’s shops to sell the 
$12 and $14 and even the $18 shoes to 
the customer who asked to be shown 
the less expensive shoe. “Confidence 
on the part of the salesman,” as a 
prominent retailer put it, “‘is all that is 
necessary to put across the bigger sale, 
all conditions being equal.” 

Shrewd shoe merchants are buying 
more shoes with rubber heels and are 
reaping their reward in increased sales. 
As one customer in a local. store 
said the other day: 


**A rubber heel on the shoe right now 
saves me time and money. I can’t 
wait an hour for a cobbler to put them 
on. I need them now.” 


Advance Sale of Fall Oxfords 


The Liberty and Oliver Avenue 
Laird store recently advertised an ad- 
vance sale of twenty new styles—dark 
tan Russia calf brogue oxfords “‘built 
for service as well as attractiveness” for 
$12, $14 and $16—in addition, a special 
five styles in women’s tan Russia calf 
brogue oxfords specially priced at $10. 
Smart new brogue oxfords of tan calf 
at $10 and*a brown calf oxford witha 
perforated tip for $11.50 and a brown 
calf oxford with a new wing tip for $12 
has made itself felt at The Queen 
Quality Boot Shop. 


Cut-Priced Company Dissolves 
Partnership 

The Brasley-Kreiger Shoe Company, 
the members of which were S. Brasley, 
L. Kreiger and B. B. Cohen, dissolved 
partnership last week by mutual con- 
sent. Messrs. S. Brasley and B. B. 
Cohen are taking over the main store 
located at 337 Fifth Avenue. This 
store, which was the former headquar- 
ters of the company and considered 
as doing the largest cut-price business 
in the city, will continue its same policy 
and plans as heretofore. The stores at 
400 and 402 Market Street and 305 
Eighth Avenue, Homestead, Pa., will 
also be conducted by S. Brasley and 
B. B. Cohen. 


Pittsburgh Briefs 


J. E. Hindman, manager of the 
popular B. F. Forsyth Shoe Store at 
Monongahela City, left Pittsburgh for 
an extensive business tour throuhout 
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the Middle West. Indianapolis, Cin- 
donati and St. Louis are important 
stop-overs to renew business acquaint- 
ances. 

Another shop that continues to 
cater to an exclusive trade of the city 
is Franks Brothers, located in Jenkins 
Arcade. Their large variety of Fall 
and Winter models toe the shoe mark 
jn every respect. 

B. H. Rose, manager of Van Deven- 
ter’s Florsheim Store, lost a recent em- 
ploye in Walter L. Ringer. The latter, 
who was former manager of the Newark 
Store, left for Buffalo to assume his 
new duties under Mr. Van Deventer. 
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F. A. Chesebro, representative of the 
E. P. Reed Company, arrived in town 
recently claiming that “‘colors in satins 
and colored oozes with blue kids are 
selling strong in Michigan state. Cut- 
outs in low effects in Louis XV heels 
back strong.” 

Mr. Barclay of Allen and Barclay, 
prominent merchants of Monongahela 
City, visited the city recently and re- 
marked that “Fall business opened 
fairly well. We find the popular shoe to 
be the brogue for women priced at $12. 
The boot in a brown calf, military heel, 
selling for $13 and $14 is meeting with 
popular favor.” 





Lynn 


INCREASE IN DEMAND FOR 
COMFORT SHOES 


Brogue and saddle strap oxfords, 
walking boots of mahogany leather with 
military heels, 10-inch boots of brown, 
blue, gray, camel and black, and strap 
pumps of suede and satin leather, 
blacks and colors, all are selling from 
Lynn factories. The steady increase 
in the demand for comfort shoes is one 
of the surprising features of the Lynn 
trade. 


120 New Patterns Designed 


A pattern expert of Lynn designed 
and made 120 patterns, all styles that 
are different, during one recent week. 
That looks like a record for creation of 
new patterns. It shows how the shoe 
trade is going in for a variety of pat- 
terns. 

Some 1921 Styles 

Some gems of shoes for 1921 are fine 
black kid pumps, with straps, fastened 
to the side of the shoe with buckles of 
brilliants. This idea of moving the 
fastening from the ridge pole to the side 


of the instep seems to be gaining. The 
button, of course, always fastened on 
the side of the shoe. Now, some of the 
new ribbon lace patterns fasten with 
bows on the side. Fan like tongues are 
among the new trimmings for pumps of 
1921. Some are of leather, and some 
are of brilliants. They stand up on the 
insteps, something like a fan. 


Broad Tread Shoes in Demand 


A merchant came to Lynn the other 
day, looking for some broad tread shoes. 
A manufacturer accommodated him, 
and immediately wired his salesmen, 
advising them to ask each customer 
about his stocks of broad tread shoes. 
Another manufacturer notes a_ sur- 
prisingly large demand for C and D 
wide shoes. He guesses that shoe 
merchants are selling easy fitting shoes. 
A third manufacturer is making a 
specialty of D wide shoes. 

A variety of reasons can be given 
for a demand for broad tread shoes. 
But the important fact is that the de- 
mand for them is increasing 


Haverhill 


PRICE CONCESSIONS MADE 


Haverhill Manufacturers Offer 
Turns and Pumps in Black Satin 


Trade conditions have conspired to 
bring about price concessions on Haver- 
hill-made footwear. Not only those 
companies which maintain in-stock de- 
partments but also those which or- 
dinarily do not, announce themselves 
ready to fill orders for immediate de- 
livery at prices which offer oppor- 
tunities for a real retail profit. The 
offerings are mostly of black satin turn 
pumps, both plain and ornamented, and 
black satin oxfords. 


Factory Quarters Enlarged 


Collins & Staples, manufacturers of 
women’s turn shoes, are now occupying 
their enlarged factory quarters on 
Phoenix Row. They now have three 
times the space formerly available in 
which to produce their goods. New 
machinery is being installed. 


Salesmen Report Fair Business 


Representatives of Haverhill shoe 
manufacturing concerns who are out 
with samples of Haverhill-made foot- 
wear report a tendency on the part of 
buyers to place orders for the coming 
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Children’s Shoes 


JHEILBRUNN GIN) 


STOCK — Specialties in 
eae: Misses’ and Children’s 
i Shoes, Slippers, Spats, etc. 


ROCHESTER (Nets 








CHILDREN’S SHOES 
GENERAL OFFICES. 155 LINCOLN STREET, BOSTON MASS. 
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THE L. D. STICKLES SHOE CO., Mfrs. 





IN-STOCK 
Infants’ and Children’s 
Fine Shoes 
Our Catalog for Fall is Now Ready 


sony M. AHEARN SHOE CO. 
tic Avenue, Boston 














Where to Buy 


Ballet Slippers 





“Flexo” 
G ruxastem QQR> 
SHOES [a 


Women's Dull Goat Oxford, $1.30 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








BALLET SLIPPERS 


Women’s Black, - $1.65 and $1.75 grades 
Misses’ Black, - ae and $1 65 grades 
Child’s —. - $1.55 and $1.55 grades 


- $1 50 and $1.60 grades 
JOHN E. McNAMARA 
HAVERHILL, MASS... ssssssssssenes 











VERY BEST IN BALLETS 
TRY OURS 
YOU SURELY WILL BE PLEASED 
Sens ache aw 
Child’s * “ 8to 10% 1.55 
Whites Ten Cents a Pair More 
PURITAN SHOE CO,Inc. $74 Reade St, N.Y. C. 
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Where to Buy 


Standard Shoe Materials 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 





95 South Street, Boston 











Water proof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. Sent" Gr 
ries at D port 














GUARANTEED 
TWO YEARS 














Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
Formerly Walpole Shoe Supply Co 
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season. Meanwhile, a good deal of 
immediate business is being secured, 
particularly from the South and South- 
west. In these localities reports are 
that an excellent business is being done 
by shoe merchants in the cities and 
towns and that replenishments of 
seasonable stocks will frequently be 
necessary during the next two or'three 
months. 


Leather Firm in New Location 


Greenar & Pethybridge, dealers in 
cut soles, have moved their business to 
25 Locust Street at the location former- 
ly occupied by the Cahill Leather Com- 


Oct. 2, 1920 


pany, the latter having moved to the 
Ward Hill district. 


Will Make Comfort Shoes 


A new manufacturing concern, Bren- 
nan & Brody, have begun manufactur. 
ing shoes in this city with a factory on 
Granite Street. The concern will pro- 
duce a line of women’s comfort foot- 
wear. 


Shoe Manufacturer in Europe 


Herman E. Lewis, manufacturer of 
women’s turn footwear, is making a 
European trip. He intends to be absent 
several weeks. 


Louisville 





MERCHANT ACHIEVES 
AMBITION 


The Louisville Times, which 
has been running a series of an- 
swers to questionnaires sent out 
to leading business men, recently 
printed an answer from Lee 
Loevenhart, of Loevenhart & Co., 
men’s shoes, clothing, hats, étc. 
A few lines in this answer were of 
especial interest. When asked 
what his ambition was as a boy, 
Mr. Loevenhart said: ““To become 
a great merchant.” In another 
question he was asked: What 
influenced you to enter your 
present profession? Mr. Loeven- 
hart replied: “To carry out the 
ambition I had as a boy.” In- 
cidentally it may be stated that 
Mr. Loevenhart has become a 
semi-great. merchant. There are 
others who have larger stores and 
do a larger business annually, 
but Mr. Loevenhart is a success- 
ful merchant. He has made a 
fortune out of his business, has 
his sons with him in it today, and 
is taking things much easier than 
he did a few years ago. As a boy 
his interest in sports was in base- 
ball, and today he is quite a fan, 
and freely admits that he is 
chiefly interested in chess, moving 
pictures and baseball. 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 








MERCHANTS PRAISE NEW STORE 
OF BYCK BROS. 


Every shoe retailer of Louisville 
who has been through the new store of 
Byck Brothers has something very 
complimentary to say concerning it, 
and the same thing is true of hundreds 
of customers who ‘have paid their re- 


spects.. The crowd for the formal open- 
ing on September 20, amid music and 
flowers, was much better than had been 
anticipated. Souvenirs were given away, 
including novelty quill pens for men 
and women; and feathered caps and 
balloons for the youngsters. 


Store Opens Cafeteria for Employes 


Kaufman Straus & Co., Louisville 
operators of a large department store, 
have recently opened an attractive 
new cafeteria for its employes on the 
fifth floor of the big store building. 
The cafeteria already is one of the most 
popular places in the store. Tables 
have been provided for the accommoda- 
tion of approximately 140 persons at a 
time, and already moré than 350 em- 
ployes are served their luncheon daily. 


To Ask Wage Law for Women 


At a meeting of the Kentucky Federa- 
tion of Labor at Henderson last week, 
resolutions were adopted which will be 
made the basis of another fight in the 
State Legislature for a minimum wage 
law for all women. Such a movement 
was killed at the last session, along with 
bills for reducing the hours of work per 
week for women. 


Will Open Repair Shop 


At Lagrange, Ky., Alex Haueter has 
left the store of Duncan & Co., to es- 
tablish a shoe repair shop of his own. 


To Continue Store 


As a result of the recent death of 
R. E. Punch, at Mt. Sterling Company, 
the R. E. Punch Company has been 
incorporated by Mrs. Punch, Thomas 
J. Wilson and J. R. Owings, to con- 
tinue the business which is made up of 
shoes, ready to wear and general 
merchandise. 
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Boston 


RETAIL TRADE SUMMARY 


Stocks in Clean Shape—Confidence 
Is the Word 


Conditions in the retail shoe stores 
are about the same as last week. Stocks 
are generally in clean shape. Merchants 
have their ears and eyer wide open, on 
the alert for any price reductions that 
may be offered. It is for some time been 
an established fact that prices have 
reached the peak. Many customers are 


come out all right. Things are not 
going to be bettered all in a moment— 
it is going to take a little time, but 
eventually the real merchandisers will 


” 


win. ¥ 
> 


STORES DECORATE 


In Honor of I. O. O. F. National 
Convention 






Many of the retail shoe stores have 
had artistic window decorations the 


New Home of the Boston Hide and Leather Company on East Street, Boston 


still looking for shoes at a price, still 
there is no real shortage of money, and 
with some cold, clear weather, business 
will undoubtedly boom. As a promi- 
nent retail shoe merchant remarked 
this week, ‘Confidence is what we need. 
We are all inclined to be more or less 
impatient. These are indeed critical 
times, conditions are so unsettled, but 
we must keep things running smoothly 
within our organizations; we must have 
confidence in our managers, in our 
salesforces, and in the future success 
of our stores—if we do this, we will all 


past week in honor of the I. O. O. F. 
National Convention. The week opened 
with warm sultry weather, but there 
was a goodly amount of business trans- 
acted, especially on low shoes and spats. 
Many satin and suede pumps were 
shown, especially in connection with 
the elaborate party dresses, and in con- 
nection with street costumes for Fall 
and Winter. A beautiful golden brown 
suede pump carried with it a beaded 
bronze ornament; a black suede was 
ornamented with a buckle of jet. A 
goodly showing of boots were made in 
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Where toBuy 


Engraving and Printing 








17> Esaen St. Boston ~ 
71 herbie St. Brockton. 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street. Boston. Mass. 











JERWOODE PREG y 


i] 





COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
714 INDIA STREET, BOSTON 


 —— 
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— to ~4 
Window Trim Material 








Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO., Ine. 

30 Reade Street, New York 








DISPLAY MEN 


Attractive Windows— Use Win-Dece 
a aed Rugs, Mats, / Cards, Flowers, 
e SE tee aateiecs Rate 

WIN-DECO DISPLAY SERVICE 
93 F St., Boston 
220 E. Les. St., Baltimore 
624 Consumers Bldg., Chieage 
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You need this book on 


SHOE WINDOW 
DISPLAYS 


Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St. Beston, Mass, 
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-AL TERSON ¢ 
162 W 44 St 





HAVE YOU THE TIME 


to fuss with your windows, spending 
your valuable time when you can 
rocure at a nominal cost Foote 
and Made pons ready for you 
to set up? Write 
TH FOOTE ASSOCIATES 


40 State Street Rochester, N. Y. 








SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











Manufacturer 
oF Ty oe TRADE 
Exclusive ~tdesign. = igh Gree 
Oo. Ww. COULTAS co. 


PAOVIOE VC £ A.4 





A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








3 


MEYER’S THREAD 
Is the Safe Thread 
For dependable shoemaking. 
Don’t take our word for its 
quality. Write for samples 








and test it yourself. 
a in 156 different oe 





YER runaat 


GRR TOMER ES Gh S) 
SHOE BUCKLES | 
OF EVERY DESCRIPTION | 
BEADED AND METAL} 

BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO 


98 MONTAGUE ST i cele) ¢& a. i. me 4 
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8%, 9, 10 and 11 inches, and quite a 
few were seen on the streets, although 
the feet of the majority of the women 
were shod in oxfords and dainty pumps, 
mostly in Cuban and military heels. 


PLANNING FOR HOLIDAYS 


’ 
Attractive Shoes at Attrattive Prices 
Are Advertised 


“It is not too early to plan for the 
holidays,” said a shoe merchant. We 
commenced to plan for this event the 
last of May;” others interviewed said 
that their preparations were in full 
swing. Ads are appearing in the various 
papers offering high and low shoes at 
attractive prices. For instance, the 
C. F. Hovey Company offered Queen 
Quality oxfords and pumps at $7.95 in 













both brogue and plain effects; Thayer 
McNeil Company offered a women’s 
Russia Calf blucher oxford, with low 
heel, at $11.85; Dr. A. Reed Cushion 
Shoe Company store at 39 to 41 West 
Street have offered 1,500 pairs of high 
and low shoes for men and for women, 
and 1,200 pairs of small sizes and nar- 
row widths for men and women at 
$9.95; at Gilchrist Company’s, Theo 
Ties are offered at $2.49 the pair. 


DR. REED DEALER 


Ben Goulston Gives Hints to Retail 
Merchants 

If you should ask Ben C. Goulston, 
general manager of the Dr. Reed 
Cushion Shoe Company, Inc., the secret 
of his retail merchandising success, he 
would tell you: 

“I’ve always believed that concen- 
tration pays whether it be in business 
or play. That’s why, I presume, that I 
long ago gave up the idea of endeavor- 
ing to compete with so many good fel- 
lows who handle general shoe lines, and 
established an exclusive agency in 


Ben Goulston and Dr. Reed Boston Store 
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Boston for the famous Dr. A. Reed 
Cushion Shoes for men and women. 
“The shoe man who once makes up 
his mind to specialize has only crossed 
the first bridge. His most important 
test comes when he determines as to the 
manufacturer and line he will cast his 
fortune with. If he makes a false step, 
he invites troubles for the days ahead, 
Confidence in the line, which naturally 
comes after a thorough investigation of 
the manufacturer’s policies of manu. 
facturing and selling, creates the right 











enthusiasm that invites a steady flow ome 
of satisfied customers. People nowadays = 






prefer to buy shoes that are nationally 
advertised, because they respect the 
maker’s pledge to the public.” 
That Mr. Goulston has achieved an 
outstanding success in Boston retail 
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RETAIL SALESMEN MEETING 

To Be Held at Hotel Avery on Oct. 18 Comm 





The Executive Board of the Boston 
Retail Shoe Salesmen’s Association 
held a meeting on Monday evening last, 
at which plans were made for a very 
complete program for the coming Fall 
and Winter and Spring. The speaker 
was Arthur Evans of the Retail Shoe 
Salesmen’s Institute. 

The opening Association meeting of 
the season will be held on the second 
floor, or marble room, of the Hotel 









Avery, on Monday evening, October The f 
18. A special room at the side will be [i was sen 
used for the carrying out of the pro Hof Shoe 
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gram. At this meeting, Thomas Lou- 
don, the famous humorist, will entertain; 

a talk will be given by Congressman 
rom T. Fuller and James Stone, 
Editor of the Shoe Retailer. 

Percy E. Thayer, President of the 
Boston Retail Shoe Salesmen’s Associa- 
tion, is “on the job” every minute in 
behalf of the welfare of the organiza- 
tion and its members. Plans are already 
under way for the Minstrel Show, which 
will take place in January. A bowling 
committee has been formed and it is 
hoped to have teams formed among the 
diferent stores and to offer a cup to 
the winning team. Thomas I. Carey 
of the Thayer McNeil Company is 
chairman of this committee. 


The Wholesale Situation 

In the wholesale shoe trade, condi- 
tions are about the same as last week. 
Salesmen are in their territories and 
are taking orders for immediate de- 
livery. While the trade would like to 
see a little more action on the part of 
the retail shoe trade, they are hopeful 
that within a few weeks business will 
be more brisk. 


F. B. Rice Honored P 


The Council of Management Educa- 
tion, Hollis Godfrey, Chairman, Drexel 
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Building, Philadelphia, has recently 
been established, the object being to 
conduct college courses, fitting men to 
become executives. The majority of 
the 620 colleges in the United States 
will put such courses in their curricu- 
lum. The Industrial representatives 
of the Council consist of 10 men, 
leaders in their trades. F. B. Rice of 
Rice & Hutchins, Inc., represents the 
Shoe and Leather trade. 


COLONEL MURPHY WEDS 


World War Hero Shoe Manufacturer 
Marries Today, October 2 


Colonel John D. Murphy of the J. D. 
Murphy Shoe Company, Natick, Mass., 
Commander of the 103d Field Artillery, 
Massachusetts National Guard, and 
Miss Jane Keenan Diehl of South 
Natick, were married today, October 2. 
Colonel Murphy won exceptional hon- 
ors during the war, going across seas 
as Captain of the 101st Machine Gun 
Company and coming back a lieutenant 
colonel. He was cited for bravery four 
times and was also awarded the Dis- 
tinguished Service Cross and the Croix 
de Guerre. He is the son of Major Dan- 
iel J. Murphy, well-known shoe manu- 
facturer, formerly prominent in State 
politics. 


Rochester 


THE REAL COST OF 
CHEAP SHOES 


“What Is the Real Cost of Cheap 
Shoes,’ is the heading of a newspaper 
advertisement of the Gould, Lee and 
Webster store. ‘Don’t let cost, the 
basic principle of buying, mislead you 
in these times of fickle values. So-called 
low priced shoes invariably reflect 
their inferiority before you have had a 
chance to become acquainted with 
them,” is the text of the ad which offers 
a genuine brown calfskin lace men’s 
shoe, English last, at $10. 


Committee on Price Maintainance 


“Jim’’ Olmstead, Harry Phelan, Ran- 
ney Webster and J. L. Pratt, members 
of the Rochester Association of Retail 
Shoe Merchants, last week were named 
as the Price Maintainance Committee 
on Rubber Footwear. It will ‘be their 
duty to go over the adopted price list 
with members who may be in doubt as 
to the legitimate prices on such foot wear. 


Orr’s Letter Endorsed 


The following letter of appreciation 
Was sent by the Rochester Association 
of Shoe Retailers to President James 


P. Orr of the National Shoe Retailers? 
Association: “At the meeting of the 
Rochester Retail Shoe Dealers’ Associa- 
tion which is held every Friday noon 
at the Chamber of Commerce, it was 
unanimously agreed that the secretary 
inform you of an expression of appre- 
ciation by every member of our associa- 
tion in behalf of your most worthy 
letter No. 15 in taking the stand as 
president of the National Association 
against the just criticisms worked upon 
the shoe retailer by the National Boot 
and Shoe Manufacturers’ Association. 
Assuring you that we, as an association, 
appreciate very much your untiring 
efforts in protecting the interests of 
every shoe retailer in the United States 
it is with pleasure that we write you to 
this effect.” The letter is signed by 
George Schmanke, secretary of the 
Rochester Association. 


Says Rubber Prices Should Be Kept 
High 


A new and most forceful illustra- 
tion was used by a member'of the 
Rochester Association of shoe mer- 
chants in maintaining his point that 
rubber prices should be kept as high as 
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Perfection Pneumatic 
Arch Cushion 
Designed to Prevent ¢ 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.'S. A. 


















326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 











orrexn FREE USE 


= Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at'$1.25 each. 
SEND FOR FULL PARTICULARS 
N.H. GROVER CO., R 63, 161 Summer St, Bosten 
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Shoe Polishes 

















The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 

















WITE 
CREAM UNBURNABLE 





for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO. im | 
PHILANPELPHIA. PA. 








_ ig d KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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NOVELTY SLIPPER CO. 
SALESMEN 


ARE ON THEIR WAY 








with original novelties in felt footwear, 
including a new feature exclusive in the 
1921 line—a new idea in felt slipper soles 
—a firm, strong and lasting sole—al- 
though of unusual strength and firmness, 
it nevertheless is sufficiently flexible and 
pliable to give the wearer exceptional 


comfort as well as wearing quality. 


Increased Production—Expansion 


of our factory enables us to 
take on a greater number of 
new accounts. 


The new exclusive sole and the 
many original novelties of our 
1921 Line forecasts for it a strong 
demand—so be early—write for 
salesman to call. 








NOVELTY SLIPPER CO. 


473 BROADWAY 





NEW YORK 


Manufacturers of Original Novelties in felt footwear for women, misses, 


children, infants, men and boys, for the jobbing trade only. 


Oct. 2, 1999 


| daca ai TS i Na iS eo 






















SOT OE 8 ER fT SE oe Fe Fe $8 fg 






Hur 






M 
from 
her ° 
son 
Hun 
cent! 
New 








mm ae 
= =. ———— oS ee OEE 























— orm — — 2c — — 2 —— ~~ 2. — ——— ee ee Se —_ ll —= 








i 


Oct. 2, 1920 


possible at the same time asking not 
more than a legitimate profit on the 
rubber goods. “‘If rubber prices are low, 
people will wear their old shoes much 
jonger, wearing out more pairs of rub- 
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bers. If rubber prices are kept at their 
regular prices, the public will be more 
apt to purchase new shoes and then buy 
rubbers to protect these new shoes,” 
argues this merchant. 


West Virginia 


FEATURES NEW STYLES 


Huntington Buyer Says Materials 
Will Be Kid and Suede 


Milady will have much to choose 
from in Fall and Winter footwear for 
her wardrobe, according to D. L. Patti- 
son of the Bon Ton Boot Shop of 
Huntington, West Virginia, who re- 
cently returned from a buying trip to 
New York and Brooklyn. He said: 

“Judging from the displays I have 
seen in the factories and on Fifth 
Avenue and in the opinions of the big 
shoe men of the country this season is 
one of the most unusual because of the 
wide variety of styles. Manufacturers 
are giving much attention to novelty 
footwear. Low shoes, both in brogues 
and plain effects, worn with woolen 
hose, will ke quite the thing for early 
Fall wear. Later on, boots in nine to 
twelve inch heights will be shown for 
afternoon wear. 


Vamps Are Conservative 


“Vamps are conservative, being a 
little shorter and more rounding than 
formerly, yet the materials for the most 
part will be kid and suedes, in brown 
and black for boots carrying Louis 
heels, while the military or Cuban heel 
boots, in addition to the above, will be 
shown in combinations of black calf 
with gray suede tops and brown kid 
with suede tops to match. For those 
who look for the last word in novelty 
footwear, the new Grecian and Roman 
patterns should be their choice. These 
will be shown in virtwally all leathers, 
as well as satins and suedes, with the 
blacks and browns predominating in 
the kid skins and blue and gray in satin 
and suedes. 

“There are two distinct styles in the 
evening slippers, the beaded effects and 
plain pattern operas adorned with cut 
steel buckles. For every day wear 
thinestone buckles are shown. The 
extremely large buckles are good, and 
worn more than ever before. All the 
buckle and strap effects are very elabor- 
ate. 

“Because milady’s skirts are being 
worn shorter this season the high boot 
will be unusually popular. Also satins 
and suedes in the Baby Louis heels are 


to be very good.” 


SHOES TO ARRIVE 


Three Hundred Cases Expected at 
Cumberland Store 


Louis Kline of Cumberland, Md., 
was in the shoe markets in the East 
recently and while in Boston pur- 
chased direct from one of the manu- 
facturers there 300 cases of shoes for 
men, women and children. This is, no 
doubt, the largest shipment ever made 
to a retailer in Cumberland, Md., and 
these shoes will be put on display and 
sale in a few days. The shoe depart- 
ment of the Kline store at 47—51 Balti- 
more Street is located on the fourth 
floor. 


LARGER QUARTERS LEASED 


Star Shoe Shop to Be Moved into 


New Home—lIncreased Business 


Because increased business has made 
the present quarters in the old St. 
Charles building on South Fourth Street, 
Clarksburg, W. Virginia, too small, 
the Star Shoe Shop operated by Louis 
Costa will be moved into the room 
formerly occupied by the Chicago 
Dairy and Baking Company. Mr. 
Costa, who is proprietor of the Star and 
Champion Shoe Shops, said that the 
new home of the Star Shop would be 
remodeled and made very attractive. 
Repairs have already been started on 
the room. A new front will be put in. 
Electric lights will be placed on posts 
on the building and a large electric 
display sign will be installed in front of 
the shop. The new home will be occu- 
pied about October 1. Ten men will be 
employed in the shop, which will be 
equipped with all modern machinery 
known to the shoe repair business. 


Cumberland Store Holds Sale 


The clearance sale of footwear at the 
Bee Hive Shoe Store, Cumberland, Md., 
which began recently has proved to be 
one of the most successful sales of its 
kind ever conducted in that city. The 
Bee Hive will vacate its present quar- 
ters about September 20, and will at 
once open in room No. 61 North Centre 
Street. The proprietor, O. P. Bricker, 
wants to open in new quarters with all 
new goods. 
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Schwable Changes Position 


Fred Schwable, one of the best known 
shoe men in the tri-state district, has 
become manager of the shoe department 
of the Zenner-Bradshaw stcre at Hun- 
tington, W. Virginia. Mr. Schwable 
has had 16 years’ experience as a fitter 
and stock man. “Service with Satis- 
faction” has been adopted as the motto 
of the Zenner-Bradshaw shoe depart- 
ment. 


Where toB 


Women’s Shoes 





auaninnneenne 
SSE 

















Women’s Turn Comfort Boots 


IMMEDIATE DELIVERY 
Sold in dozen pairs or case lots. Straight 
runs. Sizes3to8. Price $2.85 
Cushion Sock Lining Rubber Heels 
Terms, 5% 10 days 
SILVER SHOE CO. 
69 Essex St., Haverhill, Mass. 








“ONE-STRAP. McKAYS 


WHOLESALE PRICES 


Women’s Black Cab One-Strap Sandals, 
McKays, $1.75, less 5% ten days 


Case lots only—36 pairs to case 
3to8. 4to8 
THE WRIGOMAC SHOE Co. 


Haverhill, Mass. 
cOOLEQDOSCOCSOOGESEOERE ERS ESECRRRERROeEeNeeeseeeeeeReceteceeeeoeeetecnesececeneeS 





Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
B. » 108 Lincoln St. 














Black Kid Boudoirs---Turns 
IMMEDIATE DELIVERY 
High-grade soles, leather heels and box 


toes $1.45 
Clean colors—Red, blue, pink and tan 1.75 
Write for sample. Trial orders appreciated 
Terms, 5% 10 days 
SILVER SHOE CO. 








BOUDOIRS 
High Grade Wholesale Prices 


Blacks, $1.50-$1.60. Tan, Red, $1.70-$1.80 
Pink, Blue, $1.80-$1.90 
One-Strap Sandals, $2.00 and $2.10 


JOHN E. McNAMARA 
Haverhill, M: 








SYSTEMS IN SHOE 
STORES 


Sevipasst. Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 
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Anklettes In Stock 


241—Black kid vamp and fox with black 
suede ankle and instep strap, cut out insert, 
black kid under cut out, 16-8 covered 
wood Louis heel, turn. . . Price $7.75 


240—Brown kid vamp and fox with brown fs 

suede ankle and instep strap, cut out insert, : Net 30 days 
brown kid under cut out, 16-8 covered 

wood Louis heel, turn. . . Price $7.75 


JOY, CLARK & NIER, Inc., Rochester, N. Y. 
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In Stock: DANDY ANN SLIPPERS 


. MARY | 
BOUDOIRS Slippers That JANES | 


LOW HEEL Are Right 7-8 HEEL | 


Sales increasing every day, as we 
give best value on the market. 
BLACK CAB—TURN SOLES 
2% TEN DAYS 

T 30 DAYS 


Stock No.100 Black $1.60 Orders shipped same day received 
Stock No.101Red 1.75 
Stock No.102Tan 1.85 


ONE-STRAP 
SANDAL 
7-8 HEEL 

$2.25 


TWO-STRAP 
9-8 Heel 
WITH $2.35 


RUBBER HEEL 
$2.35 All sandals made either high or low heel | 


THE BAY STATE SLIPPER CO. Dept. 10 HAVERHILL, MASS. 
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C302—Wave Oxford, Made trom No. 26 Russia 
Calf, Fells Last, Heavy Single Sole, Center Tip 
Perforations. Pinked and Pertorated. 


B125—Carlton Last, No. 4 Norwegian B232—Marbridge Last, No. 26 Russia 
Blucher, Double Sole. se om pears Single Sole, ‘‘Wing- 
oot” Hee 





SHOES FOR YOUNG MEN 
-AND- 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 





N. Y. Office 
Marbridge Building 4 
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ie 

~ 


} = 
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‘Father and the Boys” 
Happy in “Streeter” and “O’Donnell” Shoes 


This one is a Beautiful Dark Brown Kippy Calf, 
English Bal, St. Clair Last 


A Wonderful Fitter 


Goodyear Wing Foot Rubber Heels, Felt Lined 
Tongue, Channeled Oak Sole 
Finest Construction Throughout 


B, 6-10; C, 6-10; D, 5-10 
Union Stamp 


Wall, Streeter & Doyle Co. 
NORTH ADAMS, MASS. 


Boston Office - - - ~ 207 Essex Street 
Detroit Office - - - - 407 Temple Building 
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BOYS’ Ope QUALITY 
SHOES |[Eweesion 
IN-STOCK 


99 


*‘Honest Wear in Every Pair 


HERE IS THE LIST OF 


YORK LAST ESSEX LAST 


(Boys’) * MARSTON SHOES THAT (Little Men’s) 


é ~ ARE READY TO _ SHIP 
: Price 

No. 255—Boys’ Brown Bal, West Point 
Toe, 1-6 
No. 257—Boys’ Brown Bal, Plaza Toe, 

a $3.50 
No. 259—Boys’ Tan Bal, English Toe, 
1-6 

« No. 269—Boys’ Gun Bal, West Point Toe, 

1-6 $3.25 

















No. 271—Boys’ Gun Bal, Plaza Toe, 1-6, 

$3.25 

No. 275—Boys’ Gun Bal, English Toe, 

PLAZA Lan 6 " NEWTON LAST 
(Boys’) No. S14—L. M. Gun Bal, Newton Toe, (Little Men’s) 

$2.75 


) No. Ve Bini Brown Bal, English Toe, 
1-6 $3.25 
ne 75—L. M. Brown Bal, Essex by 

MARSTON & BROOKS CO. 
Manufacturers 
HALLOWELL, MAINE 


WEST POINT LAST 
(Boys’) EXETER LAST 
(Little Men’s) 


3 ; B 
, iy 
sit Oe & 
os 2 ’ 
‘ Ms ed i . ij 
‘ 4 peg ra . ” ‘ 
i 




















ENGLISH LAST 
(Boys’) 
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Boarded Calf Bluchers 


Quality Materials Superior Workmanship 


IN STOCK 


Nothing but the best of material is used 
in our shoes. They are 100 PER CENT 
LEATHER—no substitutes. 


With these two lasts, a wide range of 
trade can be cared for. The fitting 
qualities of both are unexcelled. 


An efficient stock department is at 

your command. Your orders are filled 

the same day as received. Small stocks 

may be carried, yet you can serve your 
‘ customers without delays. 


Rapid “turnovers” produce 
larger profits. 


= No. 9090 $8.00 


oO ts patel LAST, m4 I FOR Mae egy " al fitting 
in} the a wide last bination last of exceptional fitting 
designed to combine style and com- ualities. A shoe of very attractive 
fort, adapted to men in all walks of SAMPLES - nthe Made with Spring Step 


life. Made with Spring Step Heel. eel. 
Widths A-E Sizes 6-12 ~~>>>ypppHh" \_\" ===> Widths A-E Sizes 6-1 4 


J. RALPH BAKER CO. 


BRIDGEWATER, MASS. 


DETROIT 
Upon your next shoe order specify 


5 Rowland Building 
SPRING STEP HEELS and rest assured 


NEW YORK that no delay will ensue because of the 


>. *y 3° manufacturer’ bility to obtain rubber 

605 Marbridge Building Pl anon elms 
SPRING STEPS have been we ocmaygs op Py _—— 
as to guarantee immediate shipment orders for 
*1 J: There is another phase to SPRING STEP SERVICE— 

310 Lees Building the satisfaction thoy ive dhe eaneumar. 
These heels wear like iron, but the comparison stops there 
for they are of perfect resiliency and in every other way 
measure up to the wearer's most exacting demands. 


SPRING STEP SERVICE 





Oct. 2, 1920 


 ——— 


—— — —— —~ — = — 
(= ne a, a a) ~ a 


RALSTON FALL CONVENTION 


Churchill & Alden Company’s 
Salesmen Hear Prominent. 
Speakers 


The four-day Fall convention of the 
salesmen of the Churchill & Alden 
Shoe Company came to a close on the 











Photo by Bachrach 


ROBERT W. UNIAC 
Who covers Texas, Oklahoma, Louisi- 
ana and Arkansas for Richards & Bren- 
nan Co., Randolph, Mass. 








evening of September 23 at the Boston 
City Club, Boston, with a banquet and 
avery interesting program. 

Members of the firm who were special 
guests were Frank S. Farnum, Stephen 
P. Alden, W. H. Emerson and Harry W. 
Flemming. 
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Among the heads of departments 
present were: J. E. Coulter of the cost; 
A. E. Ryder of the order; F. C. Clark 
of the purchasing; H. M. Messenger of 
the advertising; E. A. Dawson of the 
sole leather and L. F. Kittredge of the 
upper leather department. 


Interesting Talks Given 


There were brief remarks by’ mem- 
bers of the firm. Talks were given by 
John Bollinger, vice-president of the 
Shawmut National Bank, Boston; 
Messrs. Bostock and Peach, represent- 
ing Lotus Limited of London, one of 
the largest shoe manufacturers in 
England; Everit B. Terhune, treasurer 
and manager of the “Boot and Shoe 
Recorder,”” and Chester Pike, director 
and Boston manager of Hoyt’s Service 
of New York. 

At the close of the program Arthur 
L. Delroy, author and lecturer of New 
York, gave an amusing and instructive 
talk on ‘‘Character Analysis.”” He ex- 
posed the fakes of so-called mind 
readers, hypnotists and mediums. 


Roster of Salesmen 


All the salesmen of the company are 
now on their routes. They include: 
C. N. Alexander, M. F. Baker, J. W. 
Bedell, C. W. Benton, E. H. Chaffe, 
C. H. Chamberlain, L. L. Chinske, 
H. H. Connard, W. E. Cooper, E. S. 
Cotter, V. E. Desnoyers, Hugh Doyle, 
R. I. Emmet, H. W. Gardner, Lawrence 
Gilliam, A. F. Jenks, J. D. Johnson, 
J. H. Lewis, H. M. McCarthy, H. O. 
Peyton, S. W. Phillipson, Eugene 
Rivers, K. C. Stephens, R. H. Tenney, 
H. C. Vining and H. W. Williamson. 


BIG TIME COMING 
Pennsylvania Travelers to Hold 
Banquet on October 11 


The Pennsylvania State Shoe Travel- 
ers’ Association is to hold a banquet 
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and elaborate program at the William 
Penn Hotel, Monday evening, October 
11, 1920. C. J. Mensch will act as 
toastmaster. Speeches from Messrs. 
M. Hoke Gottshall, A. E. Tobee and 
others will form part of the program. 
A wonderful musical program and other 
entertainment have been arranged. 








GEORGE A. SHERWOOD 
Who covers Iowa, Nebraska, North and 
South Dakota, Colorado, Wyoming, 
Utah and New Mexico for the Joseph 
M. Herman Shoe Company, Boston 








Invitations have been sent to the mem- 
bers of the Pittsburgh Shoe Retailers’ 
Association. The whole affair promises 
to be a long remembered event. Tickets 
are on sale at Hotel Henry, care of E. 
B. Arbuthnot. 

The Pennsylvania association will 
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604 
Mahogany Cordovan 
Brogue Oxford 


BIG SELLERS 
FOR FALL 


IN STOCK 


A, B, 7 to 11; C, D, 6 to 11 
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M. A. PACKARD COMPANY 


BROCKTON, MASS. 

















605 


Ritz Last “te Bs ee, a Tan Norwegian 
ee Brogue Oxford 
Aberdeen Last 


603 
Tan Norwegian Mahogany Co.dovan 
Brogue Balmoral Brogue Bal. 
Aberdeen Last Ritz Last 


Boston Salesrcoms: New York Salesrooms; 
60 South Street 127 Duane Street 
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hold its annual election of officers some- 
time during the week previous to the 
date of the banquet. 


BRENNAN IN PENNSYLVANIA 


William, Jr., One of Youngest Sales- 
men on Road 


William Brennan, Jr., of Randolph, 
Mass., one of the youngest shoe sales- 
men on the road, left Jast week to cover 
Pennsylvania for Richards & Brennan 
Co., Randolph, Mass. 

“Young Hoff,” as he is known to 
everyone, has covered this territory for 
the past three years and has* shown 
marked ability in shoe selling. 

Mr. Brennan served for three years 
in the Great World War, two of which 


Photo by Bachrach 
WILLIAM BRENNAN, JR. 


were spent in France in the Motor 
Corps. 

He is a great favorite in his home 
town where he is known for his never 
failing good nature and witty remarks. 
He is a baseball enthusiast. 


NEW SALESMAN FETED 


Charles E. Heckel of! Menihan 
Company Joins Sales Force 


A rousing send-off dinner was ten- 
dered recently to Charles E. Heckel, 
production manager of the Menihan 
Company of Rochester. Mr. Heckel has 
joined the salesforce of that company 
and is now making his initial trip selling 
the shoes which were produced under 
his supervision. Fifty department heads 
and many of the salesmen attended the 
dinner. D. J. Joyce, purchasing agent, 
acted as toastmaster. Speeches were 
made by Mr. J. Nugent, sales manager, 





BOOT AND SHOE RECORDER, 


and Chris Deemer of the factory 
division. Charles -Maybee, credit 
manager, and William Carfagno enter- 
tained with musical numbers. 


BOOSTING HIS LINE 


Fred D. Platts Joins Salesforce of 
Carter Company 


Fred D. Platts has recently joined 
‘the salesforce. of the J. W. Carter 
Chicago Company, and covers Alabama, 
Mississippi, and Louisiana. 

Fred D. Platts writes the “‘Recorder”’ 
from New Orleans that ‘he finds condi- 
tions in that section good. He says that 
although it is a hard game this season 
starting new business, he is doing his 
bit. “The J. W. Carter Chicago Com- 


FRED D. PLATTS 
With J. W. Carter Company, Chicago 


pany,” adds Mr. Platts, “is putting 
out some good shoes at good prices, and 
it will pay any shoe merchant to see my 
line before buying for Spring.” Fred 
D. may be further introduced as the 
son of Howard Platts, who sells Rey- 
nolds, Drake & Gabell Co.’s shoes. Mr. 
Platts, Sr., is one of the best known shoe 
salesmen traveling out of New England; 
he has been in business for several years 
and has a big following. 


VAN HOESEN IN CHICAGO 


At Boyden Headquarters in Great 
Northern Building 

T. S. Van Hoesen has been appointed 
as. representative for the Boyden Shoe 
Mfg. Company in the following states: 
Ohio, Michigan, Indiana and Illinois. 
He will make his headquarters in the 
Great Northern Building, Chicago, IIl., 
where he will carry a full line of Boyden 
samples. 


IN MIDDLE WEST 


Frank D. Brown with L. B. Evans’ 
Son Company 


Frank D. Brown of. Chicago will 
represent the L. B. Evans’ Son Com- 
pany this season in Chicago, St. Louis, 
and the Middle West. Mr. Brown is 
well known to the Chicago trade. He 
has been connected with the shoe trade 
in that city for many years. 

Mr. Brown will soon be located in a 
permanent office on State Street, but is 
at present using the Palmer House as 
temporary headquarters. The new 
L. B. Evans’ Spring sample line has 
just been shipped to him and includes 
complete assortment of women’s strap 
patterns. A new departure in the line 


FRANK D. BROWN 


With L. B. Evans’ Son Company in the 
West 


is shown in the full Louis heels on the 
medium grade turns that are incor- 
porated in the line. The house reports 
good business on its line of men’s 
house slippers carried in stock. 


CHARLES MEIS SALESMEN 


List of boosters and territories cov- 
ered: 

Charles Levy, Dayton, Ohio; Gabriel 
Cohn, Columbus, Ohio, and Western 
Ohio; Frank Olding, Western Ohio; 
Geo. Zumvorde, Eastern Indiana, and 
Central Ohio; Max Rose, Cleveland, 
Ohio, and Southeastern Ohio; Fred 
Greifenkamp, Central and Eastern 
Kentucky; Isadore Netter, Indiana and 
Eastern Illinois; John T. Welch, In- 
dianapolis, Indiana, and vicinity; Louis 
Stern, Louisville and Western Kentucky; 
Jerome Frankle, Georgia and Tennessee; 
David Frank, North and South Caro- 
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Walh-Croft 


BRIGHTON LACE--- THE NEWEST! IN STOCK 





Number 14—10%-inch Brown Kid as above, Leather Louis 
chsh ae een Fn a sicpidashiscincgngueabicnin th Price $6.75 


Number 17—Same shoe, Black Kid....0.....0.0.0000.00000.0.. Price 6.75 
Terms 2-10, Net 30 
Sold only in even dozens in a width in following size runs: 


A—4-8, 4-8, 4144-74 C—2-8, 3144-74, 3-74 
B—3-7)4, 4-8, 314-8 D—2-8, 314-7), 3-7 
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No. 1 
Plain | 
8%-inc 


13 WO!) 
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No. f2—Black Kid 84-inch, 3% Fox Lace. 
Perforated vamp and tip, blind eyelets, black 


fairstitch, 10-8 ay heel. Stylish street 
$6.50 


enti, 
Teg Oey 





No. 10—Camel Kid 9-inch, % Fox Lace. 
Plain toe, single flexible sole, blind eyelets, 
8%-inch vamp, leather Louis heel. New ots 


FACTORY 
13 WORMWOOD ST. 
BOSTON, MASS. 





Wilk Croft 


PROCESS SHOES IN-STOCK 





No. 8—Fine Russia Calf 5-Eyelet Oxford. 
Perforated straight tip, 14-8 Cuban heel. New 
DE cane cdukatdosadptnashssicrgaueed $5.00 
No. 3—Brown Kid 5-Eyelet Oxford. Perfo- 
rated vamp and tip, 14-8 Cuban heel. New 
RE SO Poy TAY per Pe PROT r ee $5.00 





Perfection Pump. A perfect pump for all 
occasions. Smart, Neat, New! 


No. 6—Dull Kid, Leather Louis heel. . .$5.00 


No. 7—Black Ooze Calf vamp, black satin 
quarter. Full Louis covered heel....... $6.50 


Newest Pump Last—very flexible 


These shoes are offered only 
in even dozens on a width. 
In the following size runs: 
A, 4 to 8; B, 3 to 8; C, 24% 
to 8; D, 24% to 8. Terms 
2%10. Net 30 days. Try 
a dozen. We pay express 
if unsatisfactory. 





No. 11—Fine Russia Calf 8}4-inch, % Fox 
Lace. Pinked vamp and tip with perforations, 
blind eyelets, white fairstitch, 10-8 military 
heel. Stylish street last............00. $6.50 





No. ae Kid 8%-inch, % Fox Lace. 


Fudged edge, perforated vamp and tip, blind 
eyelets, 1 ‘Cuban heel. New last..... $6.50 
No. 2—Same as above in Brown Kid... . $6.50 
No. 9—Same as above in Fine Russe 4 
with white fairstitch.................. $6.50 


BANCROFT WALKER COMPANY _ wsrox orcs 


MAKERS OF SMART SHOES FOR WOMEN 


RICE BUILDING 
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M-C McKAYS 











































































































Seasonable 
Sensible 
Salable 


To -be seasonable this 
year footwear must be 
sensibly made. The day 
of the freak shoe is over 
and women are realizing 
they must keep on friend- 
ly terms with their feet. 





M-C McKays are built 
‘on custom lines with just 
enough unusual style 
appeal to make them 
thoroughly salable. 
































Feature the M-C line prom- 
inently. Show them to your 
most particular customers. 
Make certain they are fitted 
properly. Then watch your 
business grow to proportions 
which will exceed your fond- 
est expectations. Further 
particulars for the asking. 









































Mitchell-Caunt Co. 


Factories: Lynn, Mass. 
Boston Office, 72 Lincoln St. 
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lina; I. S. Engel, Birmingham, Ala-s 


bama, and vicinity; M.Mondshine, 
New Orleans, Louisiana, ‘and vicinity; 
Ben Jacobs, West Virginia and Western 
Virginia; Jonas Hahn, Central and 
Northwestern Ohio; Julius Hahn, Cin- 
cinnati, Ohio; John Erpenbeck, Coving- 
ton and Newport, Kentucky, and vicin- 
ity; Charles Jacobs, Cincinnati, Ohio; 
Jos. Ziegler, Specialty city salesman. 


TRAVELING WITH EATON LINE 


Fred J. Coens Will Travel Western 
Territory 


Fred J. Coens, for 11 years with N. B. 
Holden & Co. and 12 years with ‘‘The 
Hub,” two leading State Street shoe con- 
cerns in Chicago, has engaged with C. A. 
Eaton Company to travel with the 
Crawford and Eaton lines the coming 





F. J. COENS 


season. His territory will include: 
Illinois, Iowa, Kansas, Southern Wis- 
consin and Western Missouri. Mr. 
Coens is now out with his Spring line. 
His likeness, shown here, which will be 
recognized by many trade friends. 


SOUTH SHORE ITEMS 


From T. A. Delaney, with T. D. 
Barry Company 


E. J. Andrews, salesman for the Royal 
Shoe Company, Randolph, Mass., left 
this week on his trip through New York, 
Pennsylvania, Maryland, Michigan and 
Ohio. 

“Sam” Bernard ieft Boston Thursday 


on his Spring trip, covering the Coast 


for Howard & Foster, Brockton. 

Waldo Oakman, known as “Oakey,” 
President of the N. S. T. A., and sales- 
man for the Pells Company of Brockton, 
started on his customary all-round-the 
United States trip on Saturday, last. 

One of the unusual sights at the 
Brockton Fair this year will be the 
brawny faces of many salesmen, who 
are delaying their trips until late in the 
season. About this time in the past, 
Brockton has been deserted by this 
branch of the shoe industry. 

“Art” Martin, for many years with 


A 
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the F. M. Hoyt Shoe Company as 
salesman in Michigan, has taken the 
Holland Shoe Company line for Wis- 
consin, Minnesota and Iowa. 


JACOBS WITH NEW LINE 


Will Represent the Sachs Shoe 


Company, Cincinnati 


Louis Jacobs, who has for the past 
three years represented the A. M. 
Creighton Company in New York and 
New Jersey, has severed his con- 
nection with that house and will repre- 
sent the Sachs Shoe Company of Cin- 
cinnati in capacity of salesmanager for 
New York, New Jersey and New Eng- 
land states. 

Mr. Jacobs will develop a salesforce 
that will adequately cover this terri- 
tory and will himself visit the larger 
trade as well as exercise a general 
supervision over the field. Temporarily 
Mr. Jacobs’ headquarters will be at 
149 Duane Street, New York, prior to 
the opening of permanent offices. 





ROSNER AT WILKES BARRE 


In Charge of Diamond Shoe Com- 
pany’s Office 


The Diamond Shoe Company of 
New York has recently opened an office 
at 5 Weitzenkorn Building, Wilkes 
Barre, Pa., in charge of C. N. Rosner. 

There will be on display samples of 
the full stock line and made-up shoes 
of the Diamond Shoe Company. This is 
done for the benefit of their trade in the 
Wilkes Barre section, in order to save 
both their time and money in coming to 
New York. 


UTLEY SALESMANAGER 
Of Nunn, Bush & Weldon Shoe Co. 


Announcement was made last week 
of the appointment of George P. Utley 
as Salesmanager of Nunn, Bush & 
Weldon Shoe Company, Milwaukee. 

Mr. Utley goes to Nunn, Bush & 
Weldon from the McElwain Chicago 
Company. He has been covering Wis- 
consin for the past three years for this 
organization, and has led the sales- 
force each season in volume of ship- 
ments. As one of the prime organizers 
of the Milwaukee Shoe Travelers’ As- 
sociation he was elected its first presi- 
dent, which office he has held each term 
since the organization. 

Most of Mr. Utley’s experience has 
been with men’s and boys’ lines from 
the Eastern markets. 

He feels that the rapid strides of 
Western manufacturers presage that 
market becoming of first importance. 


Believes in Co-operation 
“Always known as a quality line 
Nunn-Bush have brought the market 


5 SON RCCL ME 
a 
additional fame by turning out shoes 
of superfine finish as well as quality,” 
said Mr. Utley. ‘Ever since I saw the 
Nunn-Bush line two years ago, I have 
realized that it was a line which equaled 
any at prices that were under the mar- 
ket due to quantity production on 
certain established patterns. Their 
in-stock department interested me, but 
it was only upon my coming with Nunn- 
Bush that.I appreciated the fact that a 
hundred styles-are carried in stock in 

all sizes and widths. 

“I am proud of being associated with 
this organization and hope to add my. 
bit towards a future growth as sub- 
stantial as the growth of the Nunn- 





GEORGE P. UTLEY 


Salesmanager of the Nunn, Bush & 
Weldon Shoe Company 


Bush organization »bhas been in the 
past.” eae | 

Mr. Utley is a ‘man in his early 
thirties, a successful salesman, and a 
man who co-operates with and gets 
the co-operation of his fellow workers 
in turn. 


Puhlic School Improve- 
ment 


Formed by George Harsh in Mil- 
waukee Extending Over State 


Milwaukee, Sept. 27—To establish a 
Secretary of Education in the Presi- 
dent’s Cabinet is the aim. of George 
Harsh of Harsh & Chapline Shoe Com- 
pany, Milwaukee. Mr. Harsh received 
his inspiration for this movement while 
serving on the War Industries Board. 
At that time, he came in contact with 
the Department of Education and felt 
that the present scope of this body 
should be broadened and strengthened. 
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No. 2039 
Gun Metal Polish, 
“ Wearproof” Lin- 
2.85; 
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NATURE SHAPE SHOE 


FOR CHILDREN 


Complete Run of Styles IN-STOCK 


1 Goodyear Welts for Boys, Youths and Little Gents. Bals and 
) Bluchers.. Broad toe and English lasts. ‘‘Wearproof’’ Linings. 


2 Turns for Babes and Infants, in staple colors as well as all the 
newest color combinations. 


3 Goodyear Welts for Infants, Children, Misses and Growing Girls. 
‘‘Wearproof” linings. A complete line from start to finish. 


IPMAN, HARWOOD COMPANY 
ATLANTIC AVENUE, -- BOSTON, MASS. 
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Boy Brass N $3 
Boys’ Black — Cap. Blucher, — 


Sole, Brass Nailed. 
No. 610—Boys’ 10-inch aceite ae —-. Be 
cher, Double Sole, Brass . $4.20 








bone "Sizes bom 2% ‘to 5%. 


“Chocolate Ek Soft Box i | 


LaCrosse Boot & Shoe Mfg. Co. - “ ‘“ 
PY Vivi Wi vita tii vi tivitiiirivitiiutiiviviviiiiuiivini tiiirivivivivitititiy 


MV ViVi Vivivin 











Only when genuine shoe service is combined with 
moderate price can lasting shoe satisfaction result. 
This combination steps up the sales of many a La 
Crosse dealer. His satisfaction in selling La Crosse 
shoes results naturally from his customers, content in 


wearing them. 


You really should know La Crosse shoes better. 
They are ruggedly built shoes for rough weather and 


active feet. 
The La Crosse catalog is yours for a card. Send 
it today. 


Real Boys Want Real Shoes 
The LaCrosse Brand 
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La Crosse, Wisconsin 
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Tan and Black 


Delivery one to four weeks 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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A Stylish Black Kid Boot 


In Stock For Immediate Shipment 


No. 513—Black glazed kid lace welt. 
205 last, 9 inch top, 14-8 mili- 
tary heel, imitation tip.—$8.25 


Sizes and Widths in Stock 

















Terms: Net 30 days. | 
C. P. FORD & CO., INC. ROCHESTER, N. Y. 


| New York City: 127 Duane St., E. H. Talbot and “Jack” Galway - 
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BE PREPARED!! 


( 

( 

( 
GREAT DEMAND FOR WOMEN’S BROGUE OXFORDS i 
THE CALL COMES FROM EVERY PART OF THE 
¢ 

( 

( 

( 

( 

( 





COUNTRY. DON’T BE WITHOUT THEM. 


** Keith’s Konqueror’’ style, number 832, caps the 
climax for a desirable brogue shoe. 








READY TO SHIP 


Made up in our usual careful way of tan calf 
and carries a 1-inch heel. | 


AA-D—Sizes 2-8, Price $7.25 


() 

() 

The PRESTON B. KEITH SHOE COMPANY |: 
BROCKTON (Campello Station), Mass. 

() 

() 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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= The coat-of-arms is a sign of quality. It was originally conferred as 4 
=— a mark of individual merit and excellence. So the = 
= NEW CASTLE Trade Mark = 
——— —s 
= a modern coat of arms—stands unequivocally for quality. — 
2 = 
= = 





















































NEW CASTLE KID measures up to the highest standards in both 
appearance and wear. Specify NEW CASTLE and you may safely 
dismiss from your mind all concern as to the quality of the leather in 
your shoes. This brand always makes good. 


BLACK WHITE | COLORS 


New Castle Leather Cones, Inc. 
NEW YORK 


MONTREAL, CANADA BOSTON CHICAGO CINCINNATI 
and the Prinetpal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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IN-STOCK 





Mahogany Calf 
Lotus Calf. 


Mahogany Calf 
Mahogany 

Mahogany 

ee EEE 
Black Calf 


SS” aa eee 
Mmeetin Calf. ...... 5... ius 
Mahogany 


IN-STOCK 











QUALITY—in every sense of the 
word—is built into this line of 
men’s welts that can be retailed 
at prices that most men want to 


pay- 





NEARLY 100% OF OUR OR- 
DERS CALL FOR GOOD- 
YEAR WING FOOT HEELS 

















Are you looking for action on 
your at-once needs? Let us show 
you that we can deliver good shoes 
at right prices—ON TIME! 











PENNINGTON-CROWELL SHOE CO. 


MANCHESTER 


Specially Manufacturers of Men’s Quality Welis 


" NEW HAMPSHIRE 
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IN STOCK 
# DOT-X 


The “ULTRA” Arch wm? 







Mode over & combmnastion. | ast e 
the scientific principl es of per 

fs and naturel support of every portion 
the foot toget er wit 9 op 

is 0 offords the live dealer splendid 
oppor tunity ty for moking os tiatied + repeat 
customers~ ~ 
In on’ Rare Black, Kid, Ta 
we ot, imitation ti orat vomp, 
14/8 Cuban ss sia 


Sizes AAAA to AA-~45 to 9,A toD--3 9 
Price $8.25, Net, 30 doys. 


MOORE- AIAFED’ 
*VHOE° MFG °CO° 
BROCKPORT. N.Y. U,£A. 


NEW YORK OFFICE: 608 MARBRIDGE BLOG., BROADWAY AT 34 ST. 
JACK E. JESTER, MGR 
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It's yours for 
the asking ome 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on very easy terms. 

The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. Fel 


With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full description of our numerous outfits, each 


for a particular size shop. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No, 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
37 Warren Street 145 Essex Street 236 No. High Street  306-Broad Street 
New York Haverhill Columbus, Ohio Lynn 
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276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Johnson City, N.Y. Auburn, Me. Rochester Marlboro 


* 1 American Casualty Bldg. 286 Third Sereet. 221 No. 13th Street 216 Chartres Street 
Reading, Pa. Milwaukee . Philadelphia New Orleans 
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HAVANA BROWN KID 


100% Leather 
READY F OR DELIVERY 


nd 
bho 
= 
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watt, 5) 


s 
Bn ii 


The type of shoe illustrated is 
carried in stock in Black and 
Havana Brown Kid in widths 
AA to E. Sizes 6 to 12. 


A complete stock of all these 
widths and sizes is at your service 
at all times. This is but one of 
numerous types. 


" , iT ‘ eeeey , 
BT TTA TTT TT 


Tae 
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Such a department solves your buy- 
ing problem. Buy small—Buy often— 
Turn stocks frequently—Make money. 


| 
| 
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SEND No. 909 


FOR H B Kid Bl 
avana Brown Ki u- 
SAMPLES cher. Boylan Elk Com- 


bination Last. 


Price $9.00 


ssnnsthitls.-.<°Wilssacece 


ts, lt 
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J. RALPH BAKER CO. 


BRIDGEWATER, MASS. 


NEW, YORK DETROIT CHICAGO 
605 Marbridge Building 5 Rowland Building 310 Lees Building 
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The Right LACE 
for this Shoe 


THE WORKER IN THE BARNYARD 


in common with toilers of many other types—requires a strong, sturdy shoe. 
And the shoe to be efficient—must have a strong, sturdy, dependable lace. 


Cordo-Hyde is the lace. The special extra-strong, extra-wide number illus- 
trated above is made especially for heavy footwear. It is wear-resisting— 
stands the hardest tugs and pulls and strains and is of course ammonia proof. 
Have your salesmen feature Cordo-Hyde Laces—they’re made for every 
grade of shoe—and they’re made best—the true aristocrats of the shoe lace 


field. 


IMITATIONS—by AI. Foss 

Webster has defined ‘“IMITATE—to Counterfeit.” 

Imitation is not only a counterfeit of the real thing, but a recognition of the merits 
of the article imitated and a frank confession of a poverty of thought by the 
imitator. ny 
The inventor and moral owner of an invention naturally takes a pride and interest phowing | 
in the things that his genius gives birth to, but the imitator is never animated by j inC widtl 
any sentiments such as inspire the inventor to produce a good article—he can ! 
take no possible pride in the inventions of others—the only interest he can pos- Mie carci 
sibly have is a desire to reap where the inventor has sowed. This is why imitators 
never turn out a good article, and the reason why an imitation is only a counter- 
feit and can never be anything else—IT HAS NO SOUL.—Copyright by Al. Foss, WNIT 


used by permission. 


Lace Division | Sea: 


O. A. MILLER TREEING MACHINE CO. ~ 
BROCKTON, MASS. 
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Mr. Retailer: Allow 


me to introduce you to the kind of 
trade you want; also the best line 
of Shoes to hold this trade with. 


GHUKRAFI. 


Quality Footwear 


You can get it by displaying the SHUKRAFT line. 
Every number is a value of real trade possibilities. 





SHUKRAFT shoes are a satisfying business- 
building line. 


Their stylishness attracts trade and their quality 
holds it. 


Write for our new 16 pase catalog showing Season- 
able Shoes at Reasonable prices for Fall and Winter 
1920-1921. 


Showing Last No. 182 with 14-8 Military Heel, 9 inch Pattern, 34 
Lace Boot. Carried in stock in size runs 4-8 in B width; 34- 1% 
in C width; 3-7 in D width, in Brown and Black Leathers. 


Also carried in stock in 183 Last with 12-8 Military Heel. 


mong e & & Shoe Lo- Reasonable 


at Columbus O on 





Oct. 2, 1920 








A “WINGATE” McKAY 


OMEN’S tan calf, McKay Polish, 
with 81% inch top, on our No. 30 
last, carrying military leather heel. 


Made in our McKay factory. 


Wingate Shoe Corp. 
HAVERHILL, MASS. 


New York Office, 503 Marbridge Bldg., 
West 34th St. 
E. Barnett, Representative 


Boston Office, Room 303, 183 Essex St. 






































A BUCKLE IS 
THE ONE BRIGHT 
SPOT ON A SPAT 


Why Not Make 
It Attractive ? ai nine 


MALLEABLE 
IRON-CAST 





NO. 422 


NRON-CAST. Manufacturers of spats and 
STANDARD FINISHES OVErgaiters are justly proud of staNnparD FINISHES 
. AND SIZES their products. In fabric and AND SIZES 
design they are deserving of an important place in the footwear 
market. Yet some producers neglect theone bright spot, the one 
spot that catches the attention of the buyer, the buckle. 


“Anchor Brand” buckles help to improve the appearance and in- 
crease the attractiveness of spats and overgaiters because they 
are well proportioned and have a high, lasting finish, applied with 
modern methods by expert workmen. And the material of which 
the buckles are made is the best we can buy for this purpose. 


BRANCH BRANCH 
SALES OFFICES NORTH & JUDD SALES orrices 
127 DUANE ST. ee eee oe 608 VICTORIA BLDG, 
CHICAGO, NEW BRITAIN SAN FRANCISCO, 
326 W. MADISON ST. CONNECTICUT POSTAL TEL. BLDG, 
Wholesale Only 209 Samples Free Upon Request. 
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VAUGHAN'S 
IVORY 
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The Sole that 
has made White 
Shoes Staple. 





Trade Mark Registered 


¥\. FAUGHAN'S IVORY SOLES and 
isa) HEELS never change their clean 
m™} white tone during the life of the 
shoe. No paint or spray being used 
their edges cannot crack or peel. 





When ordering white footwear make certain 
you specify VAUGHAN'S IVORY LEATHER 
soles and heels. 





Its genuineness will make a direct sales appeal 
to customers who wear the better class of 
white footwear. 


Another point which is most important to 
you is that VAUGHAN'S [VOR Y— 


Costs No More Than Other Good 
Sole Leather. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. Hl 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 











ENAMEL 


adds a much-needed ‘‘finish- 
ing touch”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 


pagne. 





UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


obnson City, N. Y......... 124 Main 
93 tre M i. Broad 
708 Broadway arl 
18 South Market 
145 Essex 




















This number 
IN STOCK 


tor immediate delivery 








‘MR. RETAILER: 


Fill up your stock with these numbers. They are 
shoes made good to make good. Built on Kreider 


quality plus as a foundation, and the price is ‘right. 





No. 941. Gun Metal Bal Goodyear Welt, Dull Top. 
English Last. Boys’ C-D-E, 214-514, $4.00. Youths’ 
C-D-E, 1-2, $3.50. Little Gents’ D-E, 10-1314, $3.00. 














No. 1941. Little Gents’ Foot Form last as above. 








Exclusive makers of best shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING 
DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 


ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. 
1408 Washington Ave. 123 Pemn Ave. 51 North Third St. 


FACTORIES 


Annville Middletown Lebanon No. 2 
Lebanon No. 1 Palmyra Elizabethtown 
Pennsylvania 




















Window Trimmers All Over the Country 


are forming up their boot tops with “AJUSTO” Boot Tep Forms and 
their overgaiters with ““AJUSTO” Spat Forms. They multiply the 
attractiveness of your windows by giving your footwear that smart, 
snappy, smooth, graceful appearance. Quickly and easily adjusted. 
The slide does the trick—it expands the form and removes all un- 
sightly wrinkles. Model No. 2 for A and B width boots. Model No. 3 
for C and D widths. Model No. 5 for Spats, sizes 1 and 2. The cost 
is small but results are great. Only $3.00 the dozen, f. 0. b. West 
Somerville, Mass. If your jobber cannot supply you, order direct 


U. S. SPECIALTY MFG. CO. 


DEPT. A 


115 Josephine Ave., West Somerville, Mass. 
Showing Pump With Spat Fi. 


**Ajusto” Boot Top : 
share Shee Ie Lac? (Formerly of Pittsburg, Kansas) ted Over “Ajusto” Spat Forg 























Brown Kid Button, as 
illustrated. . . $2 


3-8 Pat Lea Chino. “Top 


2554 3-8 Pat Lea Black Cloth Top 
2555 3-8 Pat Lea Mat Top Button 


2556 3-8 Pat Lea White Washable 
Top Button 


2557 3-8 Black Kid Button 
2558 3-8 Pat Lea Ivory Kid Top. 


2559 3-8 Pat Lea Beaver Top 
2.50 


2561 3-8 White Nu Buck Button. 2.50 


1776 81%4-11 Pat Lea White Cab 
Top, Hi Lace Turn.... 3.15 


2562 3-8 Pat Lea White Cab Hi- 








The Above Carry Under Wedge Heels. 
In Stock for At Once Shipment. 


Anory Kleine & Co., Chi tcago-> 
208-214 West Lake St. 


BOYLSTON 


DZ sess we 
NATIONAL 79. eEANRS 
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** SILVERITE ”’ 
Wool Soles — Bound and Cord Edge 
HEEL Cushions, Insoles—HEEL Linings 


Write for Catalogue and Price List 


CO., Mfgrs., 81 High St., Boston, M 
to eee ee __t | 41BEDFORDSTREET,BOSTON,MASS. | 












































Oct. 2, 1920 BOOT AND SHOE RECORDER 























EK. E. TAYLOR COMPANY 


Largest Manufacturers 
To the Jobbing Trade Exclusively 


Men’s and Women’s 
Medium and Fine Grade 


Goodyear Welt Shoes 


Made with 
Spring Step Rubber Heel 









Buy E. E. Taylor Co.’s 
Shoes from your Jobber 





» They Always Prove 


r — 













SALES-Winners and 
SATISFACTION-Producers 






















GENERAL OFFICES AND SALESROOM §: 
No. 57 Lincoln Street 
BOSTON 


FACTORIES 
New Bedford, Mass. 










Nashua, N. H. 





OUR 
FACTORIES 





























SROCKTON, MAS®- 





Spring Step Stability 


, 
Spring Step Rubber Heels have 8 NAIL 
HOLES, while most heels have but 6. 
You can quickly demonstrate the prac- 
tical advantage of this to your custom- 
er, Mr. Retailer, in the following simple 
way. 
Place your index finger across a Spring 


Step Heel in the manner indicated in 
the illustration. 3 Nail Holes will be 


revealed above the finger, but the same 
-—_ sien to the six-holed heel shows 
only 1. 


The additional security at the back of 
the heel which SPRING STEPS thus 
offer, makes a vital difference in their 
wear and good appearance. 






















NEW BEDFORD. 
MASS. 
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LINCOLN SHOES 


for 
BIG BOYS BOYS LITTLE MEN 





IN-STOCK FOR IMMEDIATE DELIVERY 


eoliiiiiiiieielit 








37v4X—Big Boys’ Mahogany Side Bal, y : 
Goodyear Welt, Single Sole, oa Toe, 


61-7, ©, D and E wide. Price... .$5.10 3704—Boys’ Mahogany Side Bal, Good- 


year Welt, Single Sole, Chicago Toe, 1-6, 





A full line of Good- C, D and E wide. Price.......... $4.25 
year Welts and Mc- 
Kays in Black and 


colors carried In 

Stock. Write for ‘ 
copy of FALL 

CATALOGUE 


3604—-Boys’ Chrome Gun Metal Bal, 





eliiiiiiiigie! 
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3602—Boys’ Chrome Gun Metal Foxed Mat T. Good Welt. Single Sol 
Blucher, Mat Top, Single Sole, Goodyear Ce SOG, SSCS Wes Ee Eee, 
Welt, Princeton Toe, 1-6, C, D and E Chicago Toe, 1-6, C, D and E wide. 
SS SG Cr Sere T my Py 85 FUG hohe Vane. aaeic dceeeeeh peek’ $3.85 
MANUFACTURERS 
DANVERS : - MASS. 
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NTRODUCING an oxford that should be es- 
tablished in the trade for all time. This shoe 

is designed to supply the demand for a shoe that 
has style and at the same time, comfort. We can 
ship orders on these two numbers immediately. 
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Stock No. 343—Glazed Kid, Six Eyelet Oxford, 
134 inch Medium Louis Heel, Heavy Sole, extra 
heavy top lift on the heel. Price $6.25 


‘ Stock No. 344—Same in Patent Leather. 
; Price $6.25 


Nathan D. Dodge Shoe Co. 
| Newburyport, Mass. 


E. T. F . P. Mu oseph Shaw M. C. Oberdorfer Solly Schweitzer 
~ ah yaaey Pitas San Panchos. Cal. 

183 Essex Se. 751 Marbridge Bidg. 600 Denckla Bidg. 20 W. Jackson Bivd. Keil ay | 
» 1115 Great Northern Bldg. 770 Mission 
5 Bert 
Vi 


Harry Wheeler Shoe Co. H. W. Drake Rosenthal Fred Fuhrman Grosskurth 
7 Bertone Al Kansas city, Bio. La Mexico 163 Yonge St. 
537 Ridge Bidg. Rizal Ave., % SB Hotel Regis Room qs Toronto, P. O. 
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L. Tristani 
Care of Consolidated Steel Corp. 
Royal Bank of Canada Bidg. 
Havana, 
All goods sold F.O.B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 
Prices and Deliveries Not Guaranteed 
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Marshall Quality 
Maintained 








C. S. Marshall 
Company 


SPRING STEP SURETY Brockton 


SPRING STEPS have 8 nail holes, while 

most rubber heels have but 6. The two Mass 
extra holes are added at the swing at the e 
back, thus insuring perfect security for 
these heels, at the point where others are 
first inclined to gap and draw away from 
the leather ’ 

The 8 nail hole feature is but one of several 
which mark SPRING STEPS as the most 
reliable, ive and thoroughly satis- 
factory of rubber heels. 
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BROGUE OXFORDS 
IN-STOCK 


SUEDE THEOS 
IN-STOCK 


7 FALL BOOTS 
Style 231 IN-STOCK Style 279 
2 SS Se 


231—Black Suede Theo Tie, Cov. F’1 Louis Heel A-D $7.00 
232—Brown 25 Nubuck Theo Tie, Cov. Full Louis 

Heel. A-D 7.00 s00-Game in Dull Cal f. ag te eg 
233—Beaver 7 Pigg > Theo Tie, Cov. 273—Same in White Nubuck 

Louis H A-D 7.00 218—Black Suede Oxfords, Plain Toe, Cov. Full 
260—Black Kid Fhes Tie, Cuban Heel. -A-D..... 5. Louis Heel. A-D 
110—Black Kid Theo Tie, Cuban Heel. B-D..... 3. 224—-Black Suede Oxford, Im. Tip, Lea. 
261—Patent Theo Tie, Cuban Heel. A-D # Heel. B-D 

a gy om: 2-Eyelet Tie, Cov. Full Louis 


Heel. 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full 

Louis Heel. B-D 7.00 
236— White Kid Theo Tie, Cov. F’1 Louis Heel. B-D 6.50 
235—Black Kid Theo Tie, Cov. F’] Louis Heel. B-D 6.00 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D 5.00 
204+Patent Theo Tie, Leather Louis Heel. A-D.. 5.00 
109 —Black KidjTheo Tie,!Leather Louis Heel. B-D 3.75 





Style 493 


493—Patent 9-inch Lace, Mouse 

Kid Top, Lea. Louis Heel, Welt. Style 461 

A-D $6.50 di 

433—Patent 9-inch Lace, Mouse ee 461—Black Kid 9-inch Lace, Lea. 
Lea. Louis 4 Louis Heel, Welt. A-D....$7.00 

407—Patent 9-inch Lace, Gray ne Oe <a Style, Im. Tip, a 

Buck Top, Lea. Louis Heel. ~. $7. 

A-5S $6.00 ' a 459—Same Style, Extra Ankle 
Brown Kid 9-inch — Welt. A-D $7. 

Lace, Mouse Top. Lea. \ 491—Gray Kid 9-inch Lace, Lee 

Heel, Phas Fa si whe “ Louis Heel, Welt. A-D... .$7. 

411—Hav rown id 9- inch — 

lade,” Weaes Ten, Law Style 417 ee pgp oe Style, Military Hea 

rae tig Brown Kid 9-inch 417—Mahog. Lotus 8% inch + cia pe _—— For sine 

Lace, Br. Buck Top, Lea. Louis Brogue Lace, Im. Wing Tip, A-D = ~\dikemans = om, elt, 

Heel. B-D $6.5 $7.00 





488—Mouse Kid 9-inch Lace, 


-50 
484—Patent 9-inch Lace, c 8 h B U 
Top, Lea. Louis Heel. B-D $5.50 py mg Wing he dD ¥ $700 Cov. Louis Heel. B-D....$8.00 
Similar Styles With Military Heels Similar Styles With Military Heels 


Send for Complete List of High and Low Shoes That Are In-Stock 


THE BOARDMAN SHOE COMPANY 


BOSTON (9) 564 ATLANTIC AVE. MASS. 
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“BAL TABARIN”™ 


for all 


Dress Occasions 


MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
A,B 6I1 
cps SF An 


Hand Turned — A Perfect Dancing Shoe 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL, MASSACHUSETTS 























“ » SHOES—Assist Nature to 
Y F°RU-ARCH correct foot troubles. 


“ » SHOES—Made on combi- 
’T°RU-ARCH nation lasts. 


“ » SHOES—Made on up-to- 
"T*RU-ARC date stylish models. 


os » SHOES—are made with 
“J. RU-ARCH flexible shanks. 


Write today for samples. 


JACOBS & THATCHER Co. 


MAKERS OF LADIES’ SHOES 
FOURTH AVE. AND BALTIC STREET BROOKLYN, N. Y. 








Boudoirs In Stock | 


Direct from Manufacturer 


High-Grade Black Cabretta 

Hand Turned Boudoirs, bound 

edge quilted sock lining, large 
silk pom-poms, 4-8 
heels, good grade 
soles. Sold in 36- 
air case lots only. 
izes 31% to 8. 
Price $1.60 





Fine Black Terms: 4% 10 days, 
Kid, same as net 30. 


above, $1.80 
Salem Shoe Co. 


Salem, N. H. 
Remember it’s New Hampshire 








Don’t let it happen to YOU !! 


NEWS ITEM—An $8,000 stock of shoes, which 
was insured for only $2,000, was destroyed by fire 
of unknown origin. 


Keep YOUR Insurance up where the 


risk is kept down. 


Our special policy to shoe dealers gives the best 
protection at lowest rates. Investigate. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 
The city of 141 diversified industries 99% of which are 


locally owned 


ie 
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ONE OF BERRY’S 


ATTRACTIVE— SENSIBLE 
WELL-BUILT STYLES ie 


FoR AT-ONCE SHIPMENT 
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REAL TIP--WIDTHS 
A, B, C AND D 
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BROWN SIDE POLISH 
89 LAST 
14%-INCH GOODYEAR 
WING FOOT RUBBER 
HEEL 
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E FAMOUS DAVIS 
2 z NEW PROCESS ne 
. aia A FLEXIBLE ‘= 

——| BS wk noe CUSHION SOLE = 
in : IMPROVED CUSHION SOLE ia? 

1) ie SHOES SHOES, DR. A. REED, PAT- McKAY Ss 

A 3 ENTEE, 1900, 1901. THIS IS x 

* y NOT THE ORIGINAL DR. A. (a 
a REED CUSHION SHOE PRE- Ss 
3 VIOUSLY PATENTED BUT = 

he 3 HIS LATEST INVENTION. bee 
NS) oy 
* A. H. BERRY SHOE COMPANY @ 
i ° ° > 

). 4 PORTLAND, MAINE Ss 
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We Are Forced To Vacate 


LOOK AT THIS PHOTOGRAP 1 





6001—Beautiful dull 
kid oxford on a ver 
ood fitting last. 5 sil 
oe worked eyelets. 
Has extremely slender 
18-8 Louis covered heel 
plate. Brooklyn 
turn, imitation 
tip. A _ splendid 
seller. 











Sizes: 
A, 4-8; B, 3-8; C, 24-7 
Price $6.00 


6002—Same as above in beautiful brown 
F. B. & C. Kid 
"Price $6.50 


6000—Same as ahores in Dmg Colt. 


6011—Very attractive 
black kid blucher oxford, 
14-8 leather heel. Good- 
year welt, imitation tip, 
5 silk handworked eye- 
lets. Very fine 
shoema king 
throughout. 











Sizes: 
A, 4-8; B, 3-8; C, 24-7 


Price $6.50 
ep-Gene as above in brown F. B. & C. 
id. 
Price $6.50 


6012—Same as ove ve i begwe Calf. 


L. Goldman Shoe Co. 


With over $250,000 y 
of high-grade Wor 
shoes on hand, the 
ing is being wrecked 
our head. Isolated ig 
way, we must take dy 
steps to dispose of 
merchandise. 


We cannot secure a 
able location, and 
shoes cannot be 
over until next fall. 
must be turned into| 





We have, therefore, 
our original price on t 
fine shoes made of 
F. B. & C. Kid, to 


EE 


"—A re 
than half the former p Bla 
_Isabe 
tip, wor 
Remember! ! ! These site smok 
are the finest grade « A 


B. & C. Kid and other 
leathers made in the | 
est grade Eastern fact 





Send for samples! ! 
the best opportunit 
buy the greatest ba 
of your life. 









6007— Brown a 
la one eyelet p 
attractive pe 
ton effect. & 
full Louis cove 
Brooklyn turn. 
















1330 Washington Ave 
ST. LOUIS 











ss 
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n—A real classy shoe for your better 
». Black suede top; very soft, fine patent 
Isabelle button. Brooklyn last, imita- 
tip, wood-covered Louis XV heel. Finest 
‘hese sie smoked pearl maga Hand-turned. 
“ A, 4-8; B, 3-8: C, 24%-7 
rade o Price \. 
other = peg ete, rai 4-7 
4 2 _ 
. the h $6.00 


Price 
n facta 
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Brown ¢ 
eyelet p 
ve peal 
ect. 
lis covel 
nm turn, 








Exquisite dress boot of gray Nu-Buck 
dyear welt. Brooklyn last, imitation tip 
e Louis heel. Plate. 


Sizes: 
A, 4-8; B, 3-8; C, 24-7 
Price $6.00 
Same as above i in Deltas. 
A, 4-8; B, 3-8; C, 24-7 
Price $5. 50 


st Goldman Shoe Co. 


TELLS THE STORY!! 


Shoes 


5009—Beautiful street boot. Genuine black 
suede vamp and quarter with pearl gray, 
— grade Blumenthal kid top. Brooklyn 
ee me ns o> gia tip, full Louis covered heel, 
and-tu 


Sizes: 
A, 4-8; B, 3-8; C, 24-7 
Price $5.50 


5001—Beautiful hand-turned creation of 
beaver kid. This shoe is made of the best 
Blumenthal kid, so stamped on sole and 
lining. Br yn last, imitation tip, extreme 
Louis covered heel. Plate. 


Sizes: 
A, 4-8; B, 3-8; C, 24-7 
Price $6 


= ap 
aie 


ust Go 





5010—A very Nye! afternoon boot of genu- 
ad — colt with first grade Blumenthal 

gray kid top. Finest quality smoked 
von buttons. Brooklyn last. Imitation tip, 
= Louis heel, aluminum plate. Ha 
turned. 


Sizes: 
A, 4-8; B, 3-8; C, 24-7 
Price $5.50 





5003—Elegant pearl gray kid novelty boot, 


made of Al Blumenthal kid stoc Brooklyn 
jest, imitation tip, extreme full Louis covered 
Plate. ee 


Sizes 
A, 4-8; B, 3-8: C, 2%-7 
Price $6.00 


1330 Washington Avenue 
ST. LOUIS 
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NE of our customers told h , - 
O ere So acrdhayes us t paneer day that he could not understand why we advertise = 
i Mlpces. cst n b e are always the first in the market with the newest novelties— ‘in 
That we are already known as th i to 
e house of noveltie | 

to forget that we are also leaders of staple Sieben ce iat a am ne 
Just Take a GI h 
ust Take a Glance at the V. on 
alues Quoted Below leat 

selv 

also 

leat! 

grea 

upp’ 

ciali 

grad 

due 

is a 
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vari 

tann 
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book 
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inclu: 

sociat 
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No. 2663— Women’s All Black Brazilian Kid 9-inch lace, 7 * 
13-8 Military Heel, Imitation Straight Tip, Perforated °'*" 
Vamp and Lace row, Leather Top Facing. C, D andE oe | 

Mee as Une en aoa 4.50 “ome 

No. 2658—Same description in Blk. Cabaretta... $4.25 °° 
No. 2662—Same description in Brown Hairskin Cab. “'™ 
$4.50 may | 

No. 2670—Same description Fine Grade Tan Maho.“ ° 

a reyes ure key ee $4.50 ‘apne 

No. 2671—Same description in Gun Metal Vamp Cab. cal 
ESS asc 5 022 ab Mos 0d ces cb keen $4.50 pow 

eee © me wee . The a 
ate of leat 
e Very New ies i ivi i sod 
“"y est and Extreme Novelties in Fall Boots Arriving Daily up jol 
smalle 


NOVELTY SHOE COMPANY = 
32 SOUTH WELLS STREET NOVELTY SHOE BUILDING oe 
CHICAGO, ILLINOIS | hide ir 


direct 
war pe 


noted 
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Current Practices in Leather Industry 
From Survey Made by Federal Reserve Bank 


Washington, D. C., Sept. 27—The 
Federal Reserve Bank in its series of 
monthly articles giving data as to cur- 
rent practices and recent history of 
terms of sale in the leading industries, 
this month touches on the leather and 
boot and shoe business. The article 
says: 

The tanning industry is very complex. 
There are two principal branches. Sole- 
leather manufacturers confine them- 
selves largely to this branch, although 
also producing belting and _ harness 
leather to some extent. There is a 
greater diversity in methods of tanning 
upper leather and a tendency to spe- 
cialize on making certain classes and 
grades. The product is more varied, 
due to a wider range of uses, and there 
is a larger number of kinds of raw ma- 


terial. In addition to producing the 


various types of upper leather, a few: 


tanners also include in their produc- 
tion bag and ‘case, glove, fancy and 
book leather. Most sole-leather tan- 
ners have a standard product for which 
there is a steady sale, consequently 


. they produce considerable stock in ad- 


vance of orders. 


The Sale of Leather 


Leather is largely sold direct by the 
tanner to the manufacturer of leather 
products. Estimates place the propor- 
tion of leather sold direct at over 75 per 
cent of the total output, these figures 
including sales by tanners through as- 
sociated houses and subsidiary com- 
panies. Although perhaps the majority 
of firms from whom reports were re- 
ceived indicate no change in distribu- 
tive methods during the past decade, 
some tanners report an increasing tend- 
ency to sell direct instead of through 
selling agents. The latter, however, 
may be employed in the sale of leather 
at a considerable distance from the 
tannery. One tanner believes that 
upper leather is sold to a larger extent 
through agents than is sole leather. 
The amount passing through the hands 
of leather dealers is very small. They 
are employed more largely in cleaning 
up job lots and in distributing to the 
smaller manufacturer. - While consider- 
able upper leather is sold on consign- 
ment, it is understood that a large 
quantity is sold outright. Commission 
merchants in recent years are stated 
to be to a considerable extent- becoming 
direct owners of tanneries, and also 
hide importers and dealers. During the 
war period a considerable increase was 
noted in the number of small specula- 


tive jobbers. Among jobbers, the 
“finders’’ are an important class, cut- 
ting up the stock and selling the smaller 
finder, cobbler or shoe-repair man who 
is limited in his means, and carrying the 
large number of articles, such as thread, 
machine parts, rubber heels, etc., which 
he requires. Leather belting is sold 
almost entirely direct by tanners to the 
manufacturers. g 


.No Marked Seasonal Aspect 

The tanning industry has no marked 
seasonal aspect, and one tanner states 
that purchasing depends largely upon 
market conditions, business being un- 
usually good when prices are firm and 
advancing, while less buying occurs 
when prices are weak and easier. On 
the whole, however, business of the 
second half year is heavier than the 
first. Although most tanners who fur- 
nished data report no change in this 
regard during the past decade, some 
report that seasonal fluctuations are 
now less pronounced. One tanner 
states that since terms on sole leather 
were changed about 10 years ago, fixed 
buying periods have been largely 
obliterated. Broadly, there are, of 
course, two seasons, Spring and Fall, 
with a short -dull period of several 
weeks after each season. It has been 
stated that deliveries in October in 
general are heaviest, due to the fact 
that shoe manufacturers are stocking 
up for their next run, as well as to re- 
orders for midwinter trade, while 
activity is lowest about April or later. 
This applies more largely to leather 
used by the shoe industry, which it has 
been estimated constitutes about 70 to 
80 per cent of the total output. The 
demand for belting leather is not 
seasonal, but varies according to indus- 
trial requirements. When business is 
normal there is a steady trade all the 
year round in fancy leather. Pur- 
chases are made in the late Winter and 
early Spring for Easter business, and in 
the late Summer and Fall for Christmas 
business, with subsequent fill-in orders, 
and there is considerable buying for 
advertising purposes. 


Variations in Terms of Sale 


There are many variations in terms 
of sale in the industry as a whole, but 
in each branch certain terms are 
recognized as regular. Standard terms 
for sole leather are 4 per cent 10 days, 
3 per cent 30 days, 2 per cent 60 days, 
net 90 days. A considerable number 
of tanners, however, do not quote the 


90-day terms, while some also omit the 
60-day terms. Twenty days extra 
is largely given, or payments per- 
mitted by a given date of the following 
month, such as the 10th or 15th, for 
the previous month’s shipments. It 
has been stated that the terms of 3 
per cent 30 days are practically ignored. 
Certain tanners give no 20 days extra 
to purchasers taking 60 or 90 days. 
Some tanners make shipments . direct 
from the tannery instead of from ware- 
houses in the larger centers, and in this 
case terms are often made cash discount 
for payment on arrival. Terms were 
changed some years ago, the general 
consensus of opinion placing the time 
at about 8 to 10 years. Prior terms 
were 5 per cent 10 days, 4 per cent 60 
days, “with almost any dating a 
shrewd buyer would feel inclined to 
exact under abnormal market condi- 
tions,”” and: the change occurred as a 
result of the strain upon the tanner’s 
resources. At first no 20 days extra 
was given, but this was shortly granted. 
lt is stated by several authorities that 
dating is occasionally permitted at 
present, as, for example, to jobbers in 
dull times. 


Discount Reduction Considered 


One tanner states that more recently 
there has been considered the question 
of reducing the discount from 4 per 
cent to 2 per cent which, state two 
authorities, was also attempted at 
the time the change in terms was 
carried out. The regular terms apply 
also on tanners’ sales of cut soles, which 
are produced by several leading tanner; 
(as well-as by specialized manufactur- 
ers), and on rough belting leather. 
Finished belting leather, however, bears 
terms of 5 per cent 10 days, with 4 per 
cent 60 days under special arrangement 
to cover long time in transit. Cut stock 
for shoe repairing purposes bears terms 
of 1 per cent 10 days, in some cases 
with 20 days extra, and in some cases 
with net terms of 30 or 60 days. A 
leading tanner engaged in the sale of cut 
stock to finders makes terms of 1 per 
cent 10 days, net 30 days on blocks and 
strips, but quotes 4 per cent 10 days, 
2 per cent 30 days, net 60 days on other 
classes of cut stock. 


Discount Period Flexible 
Regular terms on upper leather, in- 
cluding glazed kid and patent leather, 
are 5 per cent 10 days, 4 per cent 30 
days. Considerable flexibility exists 
(Continued on page 157) 











GIDEON HOLBROOK 

one of the Regal master 

shoemakers who has been 

stitching Regal Shoes for 
18 years. 























ho Know 
Choemahing 


Ne merely for months, but for years have the 
Nees craftsmen been carefully building shoes 
for the world—shoes that are today, as they 
have always been, the pride of New England's great 
industry. 
OVER a quarter century's experience has taught the 
skilled Regal shoemakers that “a craftsman is not 
made in a day'’"—they have learned why it takes years 
for a man to become a master of the trade; but it is 
the master who knows shoemaking. 
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The New Regal 
Jn Stock Catalogue 
for Fall and THinter 


HIS fall will undoubtedly be a season of in-stock 

orders. 

You will find this beautiful new Regal Catalogue 

of exceptional assistance to you in ordering in-stock 
shoes. 
WE WILL be glad to send a copy of this book to any 
shoe retailer who is interested in securing the exclu- 
sive Regal Agency in his town. A request on your 
letterhead is all that is necessary. 


The Regal Salesmen Are On the Road 


Sales Rooms 


CHICAGO SAN FRANCISCO NEW YORK CITY 
209 South St. Cor. Fourth and Market Sts. 1369 Broadway 
1512 Republic Bldg. 910-912 Pacific Bldg. (at 37th St.) 


J. J. Gaffin C. E. Nelson E. M. Webster 


Dain Office Boston Wass. 
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Racine, Wis.—FACTORIES— Waupun, Wis. 
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Tas Is THe SHOE 
Everyone Is Talking About 


It is the Entire Output of our Waupun Factory 


Cocoa Brown, Full Grain Calfskin Uppers 
Nine Iron Rock Oak Outsole— 
Grain Leather Insole 


ORDER NOW 
6-11 In Stock B, C, D 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 























No. 087A 


UPHAM BROS. 
SHOE CO. 


STOUGHTON 
MASS. 


No. 081BS 


0875S 
5878S 


087A 
587A 


No. 087S 


Black Kid. 
Tan Kid 


Black Kid. 
Tan Kid 


081BS Black Kid. 
981BS Colt. .. 
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212 ESSEX STREET 


Consolidated Shoe Company 


Boston,Mass.,U. S.A. 


Ready for 
Immediate 


Yes, They 
Are 


Oct. 2, 1920 


Seuansueunn ecounaanieant OTOL LOLOL OLEH EOL OL OL UU e LE LL 


Cc. H. DANIELS, Prest. 


In Stock! 


Patent f da Lene dil 

heveetagang <0 FLEXIBLE 

No. 921, sizes 1-5... ‘$1.20 “FOOT-PRINTS’’ 

No. 954, All White Cabretta whole q 
Milo buttons, sizes 1-5........... 

No. 951, All Brown, Milo Buttons, si 


Black Kid foxed, plain but- 
tons. 


No. 923, sizes 1-5.....$1.20 


These little shoes are made by our associated factory 


TRI enn eT eee iinien inn Ne tiiiy) 
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Delivery! 


Patent foxed white cab top, 
Milo buttons. 


No. 953, sizes 1-5... . $1.45 


meas Brown Cab foxed, white 
: cab top, Milo buttons. 


zes 1-5 No. 971, sizes 1-5... .$1.45 
$1.45 


at Rochester, N. Y., the largest 


makers in the World of so-called “First-Steps” | 
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— IN-STOCK — 


MEN’S HOUSE SLIPPERS 
AND OXFORDS 


for Immediate Shipment 
or Fall Delivery 






Thirty lines listed in our 
Stock Catalog No. 16 


L. B. EVANS’ SON CO. 


WAKEFIELD, MASS. 


New York Office 
Bush Terminal Bldg. 






Boston Office 
110 Summer Street 

















No. 300 





Patent Turn Oxford. Sizes 6-11 
B, C and D 


Price $5.15 


No. 325 
Tan Cab. Opera. Sizes 6-11 
M, F and FF 
Price $3.75 — 
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with reference to the discount period, 
and monthly settlement, ranging from 
the Ist to the 15th, is frequent, while 
in many cases 30 days is granted. Under 
special agreement, with the 4 per cent 
discount, 60 days is specified in a few 
cases instead of 30 days. It has been 
reported that “the New England trade 
usually demand and frequently obtain” 
such terms. One tanner states that 
‘st is not so much a question of chang- 
ing terms as making our customers live 
up to them,” while another states that 
“terms of sale do not seem to be con- 
sidered an obligation or contract to 
most of the shoe trade, and there is 
tremendous abuse in regard to the time 
taken in the payment of bills and the 
amount of discount deducted.” It has 
been stated by one authority that 
about 10 years ago an unsuccessful 
effori was made by certain tanners to 
shorten terms and reduce discounts on 
upper leather, while another states 
that some years ago an effort was made 
to reduce the discount to 4 per cent. 
While these are the terms on finished 
leather, rough leather: carries only a 
1 per cent discount. 

Usual terms on harness leather are 2 
per cent 30 days, net 60 days and in 
some cases net 90 days, while russet 
collar leather carries terms of 2 per cent 
10 days and in some cases 3 per cent 10 
days, net 30 and 60 days. 


Some Discounts Abolished 


During the last few years terms on 
glove leather have been shortened and 
discounts reduced or abolished. At 
the present time they range from net 
10 days to net 30 days, in the latter 
case often carrying a discount of 1 per 
cent or 2 per cent 10 days. It is stated 
that the great majority of fancy leather 
manufacturers employ terms of either 
2 per cent 10 days, net 30 days, or 2 
per cent 30 days. Exceptions noted 
are granting of the discount on accounts 
taking more than 30 days, the quoting 
of net 30-day terms and by several 
smaller manufacturers of terms of 3 
per cent 30 days, which latter were the 
general terms up to several years ago. 
Purchases by fancy leather goods 
manufacturers from tanners producing 
chiefly sole leather carry the regular 
sole-leather terms of 5 per cent 10 days, 
4 per cent 30 days. Coat leather is sold 
on terms of net 30 days. Customary 
book-leather terms are 2 per cent 10 
days, net 30 days, and for upholstery 
leather 2 per cent 10 days. 


The trade acceptance is used only .- 


occasionally in the industry, the in- 
dividual tanner when employing it at 
all employing ‘it. only on a very small 
proportion of his accounts: Its use, 
however, is reported to have increased 
during the past year. A leading tan- 


ner states that “‘accounts not handled 
on a discount basis are not considered 
satisfactory,’ and estimates that from 
15 to 20 per cent of accounts run over- 


_due, although not seriously, and in a 


large majority of cases interest is added 
for the overtime. While many tanners 
note no difference in collections from 
the various classes of purchasers, it 
has been stated that “shippers general- 
ly regard the shoe trade as more desir- 
able than the jobbing trade.” - 


Collections Generally Prompt 


Collections from larger jobbers and 
finders, however, are stated to be as 
prompt as collections from shoe manu- 
facturers, and several tanners consider 
them at times more so, but the smaller 
jobbers and finders are naturally less 
prompt. Small dealers are stated 
mostly to obtain their supplies through 
larger jobbers. In the. words of one 
tanner, “in most cases a jobber is try- 
ing to do too much business on his 
given capital, that is, he is endeavoring 
to buy on extended terms, sell on a 
cash or 10-day basis, and turn his 
capital from his customer to his source 
of purchase without great obligation on 
his part, thus causing occasional lack of 
ready funds, hence delayed payments.” 
Several leading tanners state that some 
shoe manufacturers at times in the early 
part of their season when they are 
obliged to make and hold shoes for 
delivery dates are inclined to be slower 
in payments than ordinarily. One tan- 
ner of sole and belting leather consid- 
ers belting manufacturers more prompt 
while another reports no difference in 
collections on shoe and harness leather, 
with glove-leather collections slightly 
less satisfactory. 


Finders Collections Improving 


While the majority of authorities 
report that jobbers’ terms do not differ 
from‘ tanners’ some believe that dealers’ 
terms were more liberal in the time 
given, although the standard discounts 
are the same. As jobbers sell to smaller 
accounts, which the tanners would not 
solicit, their collections are believed to 
be less prompt. Finders’ customary 
terms are stated to be 2 per cent 10 
days, net 30 days, although in certain 
districts longer net terms, such as 60 
days, are given. Finders’ collections 
are stated to have greatly improved 
during the last few years with the plac- 
ing of the shoe-repairing industry on a 
more businesslike basis. 

It is estimated that approximately 60 
per cent of the total output of shoes is 
distributed through jobbers, and, states 
one authority, the percentage would 
be even greater were jobbing houses 
owned by manufacturers included. 
Certain manufacturers also distribute 
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goods from other factories in addition 
to their own. In St. Louis in particular 
there has been an increasing tendency 
during the past decade for manu- 
facturers to job also shoes produced by 
other manufacturers. Practice with 
respect to sales to jobbers varies be- 
tween the different markets, and thus in 
Cincinnati manufacturers in general do 
not sell jobbers, while in Rochester, 
where women’s and children’s shoes are 
produced, the percentage is estimated 
at 40 per cent. The same manufacturer 
ordinarily does not sell both wholesaler 
and retailer. Heaviest sales by manu- 
facturers are in March and April and in 
September and October, heaviest pro- 
duction in December to March and 
June te September, and heaviest ship- 
ments in February to April and August 
to September. 

Terms on which manufacturers sell 
vary considerably, instances reported 
ranging from net 10 days to discounts 
of 10: per cent, one manufacturer re- 
porting 7 per cent for payment 25th 
e.o.m. Distinction is made by certain 
manufacturers between different types 
of sales, one Cincinnati house thus 
having regular terms on goods to be 
made up of 2 per cent 10 days, net 30 
days, to retailer, with 30 days extra on 
shipments over 1,000 miles; 5 per cent 
10 days, net 30 days, to department 
stores, and 6 per cent 10 days, net 30 
days, to jobbers, while net 30 days is 
quoted on goods sold from the floor 
or out of stock. On sales to jobbers 
the cash discount will be stressed, 
whereas on sales to retailers the norm 
is largely net terms of 30 days, as will 
be indicated below, although net 60 
days is quoted by some manufactur- 
ers.’ This is reflected in the difference 
in the percentage of wholesalers and 
retailers who take the cash discount, 
estimated for the Rochester market as 
80 per cent and 50 per cent for the re- 
spective classes. The average per- 
centages range from 50 per cent to in 
some cases 60 to 70 per cent. A sub- 
stantial percentage of overdue accounts 
is shown, several houses stating that 
20 to 25 per cent of retailers run beyond 
the net period. A shortening of terms 
is reported during the past decade and 
greater uniformity has been introduced. 
Very little use of the trade acceptance 
is reported by manufacturers. 


Rubber Footwear Pricing 

Due to the fact noted above that 
shoe manufacturers in large part also 
engage in jobbing, purchasing other 
makes and maintaining stocks, little 
attention apparently has been paid to 
the terms upon which the .wholesaler 
purchases. This activity has been con- 
fined more largely to rubber and tennis 
footwear, in which a contract is signed 
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with the manufacturers for the ensuing 
year. At the January, 1920 meeting 
of the National Shoe Wholesalers’ 
Association, it was suggested that 
whereas canvas footwear and tennis 
shoes were billed out on a net due date 
of June 15, and Fall shipments of rubber 
boots and shoes on November 1, bearing 
terms of 1 per cent 10 days net 30 days, 
and in the interests of uniformity, rub- 
ber boots and shoes should bear due 
date of December, 1, allowing 12 per 
cent for anticipation, or canvas foot- 
wear should be billed May 15, 1 per 
cent 10 days net 30 days, but no action 
was taken in view of the need for con- 
forming to the action of the company 
stores. A resolution was introduced 
by the committeé on datings, discounts, 
and overdue accounts of the Western 
Association in 1918, providing that all 
tennis invoices from May 15 to January 
1 be due 30 days from shipment date, 
and that invoices from January 1 to 
May 15 be due and payable June 15, 
but no action was taken. It is re- 
ported that St. Louis houses in 1918 
granted July 1 due date on this item, 
whereas other markets granted June 
15, as did the rubber companies also. 


Change in Terms Attempted 

Prior to 1918 general terms of shoe 
wholesalers were largely net 60 days, 
with considerable variation in the cash 
discounts given, which ranged roughly 
from 1 per cent 10 days to 5 per cent 30 
days, but averaged 2 per cent 10 days, 
in some cases with 1 per cent 30 days 
quoted in addition to the latter, for 
example, in New England largely. In 
the Fall of that year, upon the sugges- 
tion of the Allied Council of the Ameri- 
can Shoe and Leather Industries and 
Trades, an attempt was made to change 
terms to net 30 days, and “‘a movement, 
which had considerable strength, de- 
veloped for discount of 1 per cent 10 
days, and although it is far from uni- 
form, the trend seems to be toward the 
latter figuring.’”” The matter was dis- 
cussed by both the National Association 




























Brown Cab, Cloth Top 


BOSTON - 





GET BUSINESS 


WHILE YOUR NEIGHBOR HESITATES ! 


A LINE TO RETAIL AT $5.00 


Live dealers realize the public demands 
lower prices! 


pO SREP Se 50 
Mahogany Side, Cloth Top, Wing Tip.. 3.15 
All Mahogany. Side...............2003 3.75 
Se OE Os so hig eee cehcesesaed oh 3.25 


Sizes: 3 to 7, 3% to 8, 4 to 8; wide widths. 
9-inch top, 14-8 heel; all on same last as cut. 
Flexibie McKay — waterproof innersoie— 
solid sole. Sold in 18 pair or case lots only. 


Terms: 2% 10, net 30 


GEO. H. ROSEN Countries on ell 


641-643 Atlantic Ave. 
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and the four constitutent territorial 
associations, each of which has had for 
some years a committee dealing with 
the subject of terms, discounts and 
overdue accounts, and there was gen- 
eral agreement as to the desirability of 
these terms. Local groups have also 
considered the matter, and on various 
occasions there have been resolutions 
passed recommending certain terms. A 
survey made in 1919 by the committee 
of the National Association, and em- 
bracing 159 houses, showed that in the 
New England, Middle Atlantic and 
Middle Western sections there was 
general adherence to terms of 30 days, 
although in the South the reverse was 
true. Certain houses made terms of 
both 30 days and 60 days. 


Less Uniformity of Discounts 

Less uniformity was, however, noted 
on the question of discounts. While in 
New England 1 per cent was customary, 
in the Middle Atlantic States 2 per 
cent was more frequent, due to the 
fact that Philadelphia and Baltimore 
houses, with few exceptions, were on a 
2 per cent basis. In the South, 2 per 
cent was almost universal, while in the 
Middle West the number of houses 
allowing 2 per cent was considerable, 
although somewhat less than those 
allowing 1 per cent. In the South some 
houses reported the employment of net 
terms only, while in the Middle West 
more houses employed such terms than 
granted a discount of 2 per cent, al- 
though the figure was somewhat less 
than those granting a discount of 1 per 
cent. As a result of its survey, the 
committee stated that “‘very gratifying 
progress has (apparently) been made 
in shortening terms and discounts.” 
The movement has since continued, 
although exceptions to the terms of 1 
per cent 10 days, net 30 days, are still 
found. With the exception of the South, 
almost all new accounts were stated 
recently to be on a 1 per cent 10 day, 
net 30 day basis. Turning to the several 
sections, at the opening of the present 
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year practically all upstate houses in 
New York were believed to be on the 
new basis, and some New York City 
houses in fact quoted 2 per cent to New 
York City trade and 1 per cent up- 
state and in New England. In the 
West terms were considered in 1918 at 
several group meetings, the change 
being initiated at St. Joseph, and finally 
accomplished at a Chicago meeting, 
Net terms were fixed at 30 days, with 
15 days extra for shipments of 1.000 
miles or over. At the November, 1918, 
meeting of the Western Association 
data obtained showed that three-fourths 
of the firms replying had adopted the 
30-45 day terms, most frequent dis- 
counts being 1 per cent and 2 per cent 
and absolutely net, and a resolution was 
passed favoring the elimination of the 
cash discount and making the terms 
net 30 or 45 days, with latest shipping 
dates on white goods or low shoes April 
1, as concession to Northwestern houses. 
While the Southern - Association has 
considered the matter of terms during 
the past two or three years, the same 
success does not appear to have at- 
tended its efforts as has been the case 
with the other associations. It is 
generally agreed that the change in 
terms has been made with little dif- 
ficulty, and that there has been no ad- 
verse effect upon business. There has 
also been the saving in the discount, 
in addition to more rapid inflow of 
funds, and corresponding reduction in 
bank borrowings. An aid thereto, of 
has been the merchandising 
situation in the industry. 


Seasonal Aspect Less Marked 

Advance orders have always been 
taken, although it is stated from New 
England that the: seasonal aspect of 
the industry has been less marked dur- 
ing the last few years, due to active 
consumption and more frequent pur- 
chasing. Orders are taken for ship- 
ment on a given date, with the seller 
retaining the privilege of prior ship- 
ment, in which case the goods are billed 
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Trade-marks in Foreign 
Countries 
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_WANTED TO PURCHASE 
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We Buy for Cash 


Mansfacturers Jobbers x= 
Close-outs. 


NO QUANTITY TOO LARGE 
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Short Term Leases Taken. 
We pay Highest Cash Value. 
VAN PRAAG & CO. 


Martin Posner, 
“155 Broad —, New York, i 
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as of the date called for in the order in 
place of date of shipment, and carrying 
the usual terms. Time of shipment 
varies somewhat, and likewise the 
“dating” granted. Spring shipments in 
general will be made from December on, 
January, February and March being 
the heaviest months, and the most fre- 
quent datings are March 1 and April 1, 
although February 1 and May 1 may 
also be granted. Fall shipments in 
general will be made from May on, 
July, August and September being 
the heaviest months, and the most fre- 
quent datings are September 1 and 
October 1, although August 1 and 
November 1 may also be granted. 
Certain houses have eliminated the 
season dating entirely. 








MISCELLANEOUS 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal! 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 


Slow Sellers 


Surplis Stock pool 
FOR CASH 


NEW YORK EXPOK'! 
PURCHASING CORPORATION 
515-517 Broadway. New York City, N. Y. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
i y value for your entire or surplus 


stoc le 
Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 


hh 





YOUR 














CASH PAID 


for chap shanen oy queue candy af See at 
oat ete. i 

6 send a representative iavestigate 
and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 








We and highest price 
tor seh ed ee Peed come alter 
other merchandise. 


nae a ri ty SYNDICATE 
610 Broadway. Brooklyn 








Phone, Stagg 1757 


WE pay highest cash prices for shoe stores, 
surplus stocks, discontinued lines or job lots 
of shoes. All kinds of merchandise bought and sold. 
United Shoe Jobbing House, 2389 Washington St., 

Boston, 19, Mass. 


yaa. to ute good paying shoe store in 
towns of New Jersey State, Penusylvania or 
New York State. Address C216, care t 
Shoe Recorder, 207 South St., Boston, Mass. 








THE ELECTRIC WINDOW SALESMAN 





WE CONNECT YOUR WINDOW WITH 
ae YOUR CASH REGISTER $$$ 
itively sold $8.50 moccasins Fe aig 
s.""—-Moorhead, Quincy, 
"arrae WINDOW SALESMAN = 
46 Cornhill =- - - -  Besten, 
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Every Shoe Store Needs 
a pair of 
“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The onl Fag, 
made which is just 
the right shape to cut 

out tacks on the in- 
side of shoes. 


“*Manchester” 
Trade Mark Reg. U. 8. 


nipper are made of 
ade tool steel, 
she plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 

Be sure and specify 


“MANCHESTER” 
curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Ch Branch 
Boston, Mass. 325-325 'W. Lake St. 

















“FISHER” 
_— on 
& t= = 
ar oe and 
SUPPORT 


Without With  . ee 8 _ 
Prevents the Counters Py — ma 


ay ng ag Ee 


without them. 





The New Improved 
“E,W.” 


SHOE STRETCHER 
stretch 


THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 
OHIO, U. S. A. 





Chairs 
Fitting 
Stools 


“MAKE YOUR SHOW WINDOWS PAY YOUR RENT’ 
EL LLL LE A AN 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and . They 


will — ‘ee'E to get 
along with less help, save 
the wear and tear on your 
shelving’and help the ap- 
prone subi. ub ap 
ipped su 
proval and satisfaction 
guaran 
Nedip e for our latest ca ee . 
lac oe as well on cake other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 
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“Recorder” rates for space less than one-eighth 


1 time 7 times 13 times 26 times 52 times 

$5.00 $4.00 $3.50 

in.. ----10.00 8.00 7.00 
3in.............15.00 12.00 10.50 
-20.00 16.00 14.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS Wane ae cents a 
inim 


cents. 
advertisements, pote cents per word for each heoereien. 
$1.25. Ads under this heading will be 
, dvertisers 








12.00 10.00 











SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





Weer Kansas, Ok live-wire salesmen for States 
of Ca Oklahoma, Texas and iftepoent 
hy! general line for large Wholesale 
Jobbing. How at has em ode stock for immediate 
delivery. Must be experienced, have —— 
trade in these territories and y 
Give full information in haat etter. State — 
tory covered and amount of sales. Address C227, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


‘GALESMEN WANTED—To carry as a side line 
 ~ and children’s and growing girls’ medium 
peiess wale in the States Ohio a and Michigan. 
ddress C226, care et and Shoe Recorder, 207 
South St., Boston, M ass. 


Write footwear, fat, for Indiana to sell Juve- 
nile footwear, felt slippers and sandals and 

also carry a complete line of shoe store supplies. 
Liberal commission basis with reasonable drawing 
account. State full particulars when answering. 
All replies will be held in confidence. Address 
C223, care Boot and Shoe Recorder, 207 South 
St., ton, Mass. 


is eet toe yo po 
ew town irty thousan on. 
Riefwenese seand ddress C234, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass 


GALESMEN—-Upper New York, Connecticut 
and throughout United States. bey line of 
children’s shoes. Also men’s and boys’ if desired. 
Commission is. Address K350, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


HOE SALESMEN— ienced men only to 
cover New York City, Brooklyn and New York 
State with a medium grade of Brockton made 
men’s shoes carried in stock in New York City. 
Give details to K352, care Boot and Shoe Recorder, 
127 Duane 8t., New York. 
ALESMEN wanted for the States of Connecti- 
cut, New York, Ohio and Pennsylvania and 
Michigan, to carry as side line a complete outfit of 
children’s shoes from cack up to growing girls’— 
same in boys and little gents. ood for $100 
yous. When applying send references. Liberty 
Shoe Co., 55 Rea New York City. 


, oy wanted for the States of Ohio, 
n, Wisconsin, Iowa, Minnesota, North 
ands oot Dakota and Montana, to carry our line 
of children’s first step shoes, sizes 1 to 5, spring 
heel turns, sizes 3 to 8, and popular priced welts, 
sizes 5 to 8, 844 to 11. Highest commission paid. 
Only salesmen who have established trade and 
will give our line proper attention desired. Samples 
= ready. Every number shown carried in stock 
‘or immediate delivery. oa Shoe Corporation, 
296 State St., Rochester, N. Y 
ANTED—Salesmen who — shoe trade in 
Greater New York, New Jersey, New York 
State and Connecticut with complete ne of 
women’s, misses’, children’s, growing girls’ McKays 


and and welts. Stock proposition Salary and com- 
Address *K347 7, care Boot and Shoe 


Renasiee, 127 Duane St., New York. 
ALESMEN WANTED—Good 
salesmen f 


‘or 
work shoes in the 
Wisconsin, 
































business considered. 
198, care Boot 7 Shoe Recorder, 189 
w Madison St., Chicago, Il 
ALESMAN wanted to carry a specialty side line 
of women "s felt sli a oad Tudian ~ 
misses’, gg tl > ‘and infants’ 
and west. adinns CaS ome care om and Shoe Re- 
corder, 207 South St., Boston, Mass. 











GHOE SALESMAN wanted for manufactured 
line of ladies’ shoes for New York, New Jersey 
and New Enema States. Address K351, care 
Boot and Shoe Recorder, 127 Duane St., New 
York. 
ry. New York jobber has opening 
three salesmen uainted with trade 
o Greater New Yor! Po New pone. 
ive 


reference d 
Soest aad hee ccorder, 207 South St., Boston, 


HOE — ey ited for 
The follow 8 a ~ —_ 3 








ull a. my letter. yt C172, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 





WANTED—A LARGE EXPERIENCED 
SALESMAN 


to take complete c of the selling 
end of growing New York concern, manu- 
facturing spats, etc. Also contemplating 
the manufacture of felt slippers. Only 
reallive wire need apply. All communica- 
tions confidential. Address K care 
Boot and Shoe Recorder, 127 Duane St., 
New York. 








Experienced salesmen in all ter- 
ritories to handle in stock line, 
Infants’ and Children’s Turns, 

popularly priced. Commission 6 
percent. Give experience,[refer- 
ence. Address C208, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMEN WANTED 

Solndeee ne samey. rry as a ate Mine « jy vane 
ne shoe specialty proposition, direct from 
pen reg ye ‘Teo samples only. Goods 
in stock. Ev shoe dealer a 
prospect. Casnendundties . Give full 
account of experience and lines carried in 
your first letter. All communications 
confidential. Address C212, care Boot and 
Shoe Recorder, 207 South St., Boston, 





Mass. 


UYING and merch dising retail shoe 
BY desires me Sore le alias. dhoc "a 





Office a 


Thoroughly experienced executive. Mod- 

ern methods of efficiency. Have also 

had management of — Spot luction 

and sales. ——.S ° 

References. dress C235, care Boot — 

_ mee ag 207 South St., Boston, 
ass. 














HELP WANTED 


W'irooklya shoe "f and all round man for 
rooklyn shoe — making women’s 
liet and one-strap turns. Good pay for right 
men 20.5 take care of factory. Address K354, care 
Boot and Shoe Recorder, 127 Duane St., New 








WANTED—An experienced shoe man to take 
charge of our men’s ip ee pam Must have 

had previous experience. opportunity for a 

future. Send reference, also state age and salary 

expected. Guarantee Shoe Company, El Paso, 

Texas. 

ELXPERT Shoe Polish manufacturer capable 
of taking charge of out-of-town large ps. 
Mecsotinnaly bright future for right man. Refer- 

—. Replies treated confidential. 

tains 221, care Boot and Shoe Recorder, 207 

South St., Boston, Mass. 











REPRESENTATIVE WANTED 


A NEW YORK progressive wholesale shoe house 
catering to women’s shoes is desirous of obtain- 
ing representatives in Pittsburgh and vicinity, 
Detroit and the State of Connecticut. a 
will be treated strictly confidential. Address C229, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















POSITION WANTED 


HAVE eight years’ o_o in the retail shoe 
| Bcd , three years as gg Age 
an up-to-date shoe store. desire to expand 
cannot be comune in present ition. Am open 
for opportunity as manager buyer in exclusive 
shoe — in nee shoe department. Excellent 
references. — Fy, 4 26. H. M. Greeneberg, 
2117 tes Til. 


b ig Sika through every 
of retail shoe business since youth, 

desiges commotion with | oa line fi ol 
or t ith good future—own 
car. Address C231, eave Pees and Shoe Recorder, 
207 South St., Boston, Mass. 
YOUNG WOMAN with initiative and ability 

wants position as office depart: 
ment assistant. 

general 














detail, 

making women’s, more children’ i 

priced McKays and McKay welts. Address C228, 

we Boot and Recorder, 207 South St., Boston, 
ass. 


LINE WANTED 


= 15 I am leaving America on a six 
mths’ hoslasse trip Sireuae Sweden, Norway 
and “Damea: Holland and Switzerland. No 
exchange difficulties = these countries. Will be 
able to carry line of medium-grade footwear. 
cde aie tal patie Memmi Rakes 
a y wi ‘ ress 
C224, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. a 
yee ATTENTION! = Ener- 
man going to 
Sout hevnies enh matin te tele alow wood 
lines with him. If you think your product — 
find a market there, write for mterview. Addr 
C232, care Boot and. Shoe Recorder, 207 South 
St., Boston, Mass. 











No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 
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THE RECORDER ——: Sostins gy Bon ree Right; not oly ‘more 

Shs eecdabe olf in ceive cllied ted ieducsiicn aolbehen so dlnen aul 
Per copy, 25 cents. Canadian, dian, $6.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matier 


Annual Subscription in the United States, $5.00. 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


SHOE 


at the 
nf ore Bont wad Shoe Recorde” ie 


Cable Address BOOTRECO 


RECORDER 


My ge sold for the right 


ee eee for eBie is dhe’ is ete TIA IE 
Foreign, $10.00 











MANAGER WANTED 





BUSINESS OPPORTUNITY 











Sales Manager 


Wanted 
Who Knows Men’s Welts 


Experienced, energetic, progres- 
sive, ambitious, with initiative, 
who can take charge of the sales 
end of a rapidly growing, well- 
established New England shoe 
manufacturing company that 
travels 20 men to the retail trade. 
The line is a medium grade in 
price and includes high-grade 
kid and calf as well as side leather 
shoes. This factory has run full 
capacity throughout the year, 
and has never been closed a day 
for lack of orders. Applicant 
should not be over 35 years of 
age. To the right man there will 
be an Pe ger ort to buy stock, 
although this b> a no means 
compulsory. salary to 
start, with every bpd. to grow. 
Address C237, care Boot and Shoe 
eceowar: 207 South St., Boston, 
ass. 














FOR RENT 


ae DEPARTMENT FOR RENT—Largest 

Department Store in Central State, city of 
150,000 population, will consider the leasing of 
their established women’s and children’s popular- 
priced shoe department to responsible firm operat- 
ing shoe departments in other large stores, either 
on commission or a straight rental basis. Stock 

is clean and in oe condition. This store caters 
to the medi lar trade. Address C219, 
care Boot and Shee” Recorder, 189 West Madison 
St., Chicago, Ill 














FOR SALE 
FOR SALE 


One new Burroughs Ledger Posting and 
Stat t Machi 17 Col Adding. 
Subtracting Model 676E2. Including two 
stands, one for machine and one for 
ledgers or trays. Sawyer Boot and Shoe 


















Co., Bangor, Me. 
















Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


Seyon MANUFACTURER, making line boys’, 
’ shoes, desirous increasing production, 
place . stout in Sande, 4 wholesaler, og 

pron or ayy ° x mt proposition for 

reputable part: Address C233, care Boot and 

Shoe | ret ming 207 South St., Boston, Mass. 


THE Boston Cloak Store, Wilmington, Dela- 
ware, has j = ust opened =<. , new yn ged 
and basement building, and is desirous of sub- 
letting its down-stairs store, for a women’s a 
rice shoe gi Best location on the main 
usiness street. Address all inquiries direct to the 
store. 











FOR SALE 


‘OR ney es ory of an hour's ride 
F°% from Boston, shoe factory; 1,100 chil- 
dren’s lasts, Dene patterns for same; some machinery, 
pone ers, shafting and some stock; — 

7,000, $2, 300 op Paes s large lot of land. Ad 

238, care Boot and Shoe Recorder, 207 South 

St., Boston, Mass. 


Active Shoe Store 
for Sale 


Live shoe store, area 90x24 (best 
location in city), in strong indus- 
trial center 24 miles from Boston. 
Selling $100,000 yearly. Clean, 
up-to-date family stock. Inven- 
tory, $30,000. Strictly cash busi- 
ness. Good reasons for. selling. 
If you want a $12,000 income, 
wire or write. Address C236, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 























PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
LES G. PHILLIPS, President 
Treas. and 


LTER SC 
ARTHUR D. ANDERSON, 
SWAIN, CARPENTER & NAY, Counsel: 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription 
Boot and Shoe Recorder is $5. ear in 

po nak which includes postage in the Jnited 
States, Cuba, Hawaiian Islands, ine 
Islands and Mexico. The price for Canada 
is $6.00 a year, including postage. 

vOREeert SUBSCRIPTION—The price to all 
foreign countries except te above is $10.00 
per year, inclu 

i in advance. 


ADVERTISING RATES—Card of Advertising 
Rates f on application. For rates for 
Wants, for Sales, etc., see Want Page. 


of the 








MISCELLANEOUS 





WAN TED—Samples of MEN’S HOLIDAY 
td SLIPPERS for fal shoe sl and the Dakotas. 


wishes to 
specialize on good, 





trong manufacturer’s — 
making Turns and McKay Sewed Everett; 

and ae Styles; Vici, Glazed Colt and ab- 
retta. values. Liberal 
commission. mige FF mmng Shoe Salesman, 3416 Hum- 
boldt Ave., South Minneapolis, Minn. 


Men’s Lasts and Patterns 


Because we plan to devote our plant to the exclusive manu- 
facture of Women’s Shoes, we offer for sale our equipment 


of Men’s Lasts, Patterns, etc. 


To makers of men’s fine shoes who want to increase their 


business, or to manufacturers who want to add men’s fine 
shoes to their line, we will offer a proposition that is unusual 
with respect to price, spring samples, business on these 


‘lasts, etc. 


These lasts are well and favorably known by the big city re- 


tailers throughout the country. 


Address C225, care Boot 


and Shoe mene: 207 South aoa pee Mass. 
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INDEX TO “WHERE TO BUY’? 


BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Ahearn, John, Boston 

Shoe Co., shton Co.. L 
Al Dyn 


-Goller- 
Ault-Williamson Shoe Co 
Bacon-Rollins Co., Lynn, 
Baker, J. Ralph, Shoe 


Bancroft-Walker Shoe Co., 
Barnett — Co., Bosto dence 
perry. T. D., Co., " Brockton, Mass. 
Bart tL. M,, Lynn, Mase 


Bs State nte Slipper Co.. B 


Binesicin Bros., Bosto 
Blum Shoe Mfg. Co., "Dansvilic, N. Y. 


Brandau Shoe Co., Detroit, 
Brooks Shoe Mfg. Co., Philadelphia 
Brown, H. C., Company, I 
Burdett Shoe’ as Lynn, 
Cc, , Columbus, Ohio 
Carter, J. = Co hie beg 
Chenoweth & & Co., R. 
Chipman- Harwood Gor 
bn Edwin, & Co., E. bE a pny Mass. 
ins & Sta . Haverhill 
Conenlideted oe Mfg. Co., i-~ 
Converse Rubber § Shoe Co., Malden, Mass. 
Cotter Shoe Co., Lynn, Mass 
Creighton, A. M., Go. 
Dalton Co., Brockton, 
Davies Shoe Co., Racine, Wis 
Diamond Shoe Co., New York 
Dedge, Nat. D., Shoe Co., Newburyport, 


Duttenhofer-Stevens Co., The, Cincinnati, O. 44 
Duttenhofer, Val, & Sons ‘Co., Cincinnati, O 44, 127 
Eaton, Charles A., ce. Brock kton, Mass. . 26 
Edwards & Co., J., 
E .. Shoe con Rochester, 

, Son Co., Neo amen Mass. . 
Fern Shoe ae The, Bosto 
Fern & ee’ Co., Newbu 
Fisher, A., & Son, Lynn, 
Ford, C. P., & Co., 
French, Shriner & Urner Co., Bos' 
Freeland, H. H., Rochester, N. Y......... 
Goldman, L. . & dou, Sr. Lows, Mo. ... 
Goldschmidt & Loewenick, Inc., 


aty 
Gea 
Goodri . F.. Rubber Co., Akron, O. . 
Goodrich: Hanon B., Co., Haverhill, * ay 
Gregory & Read Co., Lynn, M 
Segeetoun Shoe & Legging Co., Hagerstown, 


Hahn, F. W., Co., Roc ester, N. Y 
Harney, P. J., Shoe , Lynn, Mass. . 
Horney Tracy & Crehan Co., a Mass. 
Harri — Co., Harrisburg, P 
‘ood Co., Haverhill, Mass. Piss 
Hartman oe Co Haverhill, Mass 
Henne, Wm., Co., inc., ma ron ig 
Heilbrunn & Sons, J., Rochester, N. 
Helmers Bettman & Co., Cincinnati, O. . 
Helming-McKenzie, Cincinnati, O 
Hennessey, Maxwell, Hennessey Co., Lynn, 


m, Mass. . 
rn, Me.. 


Pe isc Mass. 
118, 133 


122-123 
102 











Mass 

Herrick Shoe Co., Lyn 

Holters Co., The, Solunatl, Ohio. . . 
ughes Co., The, Cincinnati, O. 

Hoyt, F. , Shoe Co., Manchester, N. H. . 

Jacobs & Thatcher Co., New York City. . . 

Johnson Bros. Shoe Co., Hallowell, Me 

Johnston & Murphy, ‘Newark, N. J. 

Julian & Kokenge Co., The, Cincinnati, 014-15, 4 

Joy, Clark & Nier Co., Bogpeater, fh eee 1 

Katzman-Adler Shoe Co., Bosto 

Keith, P. B., Shoe Co., hresinen, Mass. . 

Kelly, John, Inc., Rochester, N. Y 

Kiely, T. J., & Co., L 

Kleine, Henry & Co., 

Kreider, A. S., Co 

Krippendorf- Dittman Co., The, Cincinnati, O 

Krohn-Fechheimer Co., Cincinnati, &: 31, 84.85 

La Crosse Boot & Shoe Mig. Co.. J 


Lat renee Rubber Mills Co., LaCrosse, Wis. 
La France, Lynn, 

bertville Rubber 

Lilly Co., Henry, 

Lund-Mauldin 

aid Ri te Felt 


3 
. 24-25, 44 
44 


























Nv Y 
Novelty Sos Cs 
a Sliper Ci Co. “New York City 
y Lynn, Mass 


Ornsteen, Mowe ¥ Co., Haverhill, Mass. . 
=> “ni & Co., St. Louis, 


Pentucket Shoe Co., Haverhill, Mass. . 
Phillips-Cram Corp., Haverhill, Mass. ‘ 
Plant Br Bros. & Co., Manchester is <6 
Puritan Shoe Co., Inc., New York City. . 
Reece Shoe & Columbus, Neb 

Regal Shoe C Boston 

Rialto Shoe Co. ‘Lynn, oe 

Rice & Hutchins, Inc., 

oe & Brennan Shoe ea. Randolph, 


, Shoe Co., Milwaukee, Wis. . 
Grand Rapids, Mich 
Geo. H., Bosto. 

norieg ‘Shoe Mfg. Co., The, Cincinnati, O. 

Salem Shoe Co., Salem, N. H 

Scheiffele Shoe Mfg. Co., Cincinnati, O 

Scientific Shoe Co., New York City 

Silver Shoe Co., Haverhill, Mass 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., The, So. Weymouth, Mass. 

Stickles, L. D., Shoe Co., Red Wing, Minn.. 107 

Sullivan, P., & Co., Cincinnati, 

Taylor, E. E., Co., Brockton, Mass 141 

Thompson Bros. Shoe ee Brockton, Mass.9, 104 

Timson Bros., Inc., 102 

Tober-Saifer Shoe Co., Su Louis, Mo 

United States Rubber Co., New York rong ; 92 

Upham bro... Shoe Co, Stou,..tor. Mass. . 155 

itz & Dunn Co., Rochester, N. ¥ 

Wall, Streeter & Doyle Co., 7 Adams, Mass 116 

Watson Shoe Co., Lynn 39, 43 

Weimer, Wright & Watkin yen Philadelphia... 36 

Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
Front Cover 

Westcott-Whitmore Co., The, Syracuse,N.Y. 103 

Whitney-Roth Shoe Co., Cleveland, 0 76 

Whitman & Keith Co., Brockton, Mass. . 

Wingate Shoe Corp., H 

Williams-Hoyt owt Co., Rochester, N. 

_— erell, E. M. C., Co., Haverhill, 


Wright, E. T., & Co., Inc., Rockland, Mass 
Wrigomac } Shoe Co., Haverhill, Mass 
Wolf, Sam B., Shoe Co., Cincinnati, oO 





LEATHER AND OTHER MATERIALS 
Ansinapetes Leather Company, Inc., Wil- 


mington, Del 

Baker & Kimball, Inc., Boston 
Beebe, Lucius, Co., Boston 
Beggs & Cobb, Inc., Boston 
Bristol Patent Leather Co., Boston 
Brown, C. D., & Co., Rochester, N. Y 
Castle Kid Co., Camden, N. J... 
Chamberlain, B 
Creese & Cook Co., * Danversport, Mass 
Donovan Bros., Boston 
Foerderer, Robert mn 
Gallun, A. F., & Le Milwaukee, Wis.. 
Holbrook Co., W. H., Bost 
Hub Gore, Boston and ay York City. . 
Tones Co., ¥. 
Kallman, "Salis. Co., 5 
Kepner, C. »., ieather Ce., 
Keystone Leather ms Philedeiphig 
Kistler, Lesh & Co. eh aa 
Lawrence, A eather Co., Boston. . 
Levor, G., & Co., Inc., Giovers* vale, N.Y... 
Monarch Leather Co , Chi 
New Castle Leather Co., New 
Pfister & Vogel Leather Co., Milwaukee, Wis 
Snyder, H.S. & M. W ., Boston 
Standard Kid Mfg. 

Vaughan, Geo. C., Peabody, Mass 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., New York City 
Arrowsmith Mfg. Co., Morristown, N. J..... 
larke-Emerson Co ter and B 





76 
year Tire & Rubber Co., Akron, O.. ands 


L. G. & 8.8. 
Ly ons, Hi 

ilbradt 
Miller, 


Co., Boston 





MACHINERY, LASTS, MFRS’. SUPPLIES, 
DRESSINGS, ETC. 


Brockton Rand Co., Brockton, Mass 21 

Griffin Mfg. Co., New York City pik capil 72, 111 

ae. J. , Thread Co., Lowell, Mass. 110 
National Shoe Polish Mfg. Co., Ine., Phili- 


delphia 
North-Judd Mfg. Co. New Britain, Conn. . 
United Shoe Machinery Corp., Boston 
United Shoe Repair achine Co., Boston. . 
Whittemore Bros., Corp., 


MISCELLANEOUS 


Atlantic Printi 
Boot and Shoe 
Boylston National Bank, Boston 
a _ Purchasing Syndicate, Brooklyn, 


= — 
ooper nti 
Hotel Essex, 
Kalter Merc. Co., 
National Shoe Re' 
New York 

New k Son Yori 
Olenick, Ne = 

oot, F. 5., 
Tolman — "Bow vor Mass 
ay Electrotype Foundry, Cambridge, 


tailers’ Association 
Purchasing Corporation, 








Boot andShoe Recorder 


OFFICES IN 


BROCKTON OFFICE: 224 Moveins St. Geo. W. 
R. Hill, Manager. Telephone 50 

CmCAeS Cag oy 3. West ogee St. Tele- 
phone M 089. B.C. Bowen, Manager. 

8ST. LOUIS yhnoath 1627 Locust St. B. C. 
Bowen, Manager. 


NEW YORK OFFICE: Room 102, Graham Bidg., 
Du St. nk. Walter Scott, Manager. 


THILADELPHIA OFFICE: 929 Chestnut St 


H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 
Bldg. B. C. Bowen, Manager. Teleph 

655. 

ROCHESTER OFFICE: 609 Powers Bidg. Ros- 
siter L. Seward, Western bond York Repre- 
sentative. Telephone Stone 6314. 


LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: B.C.Bowen, Manager. 
r= Office: 2 Rue des Italiens. L. Hubbard, 


anager. 
London Office: John C. Curtiss. Manager. Man- 
sion House London, E. C. 
Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis seg Manager. 
: William Salzman, Manager 
, Austria. 
: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 
BRAZIL: Gerente, Leon Combacau, Ruazido 
Alfandega 204, Rio de Janeiro. 
CHILE: Sastiogs. Las Rosas 1123-1127. Otto 
Fuhrimann, te. 


CUBA: Mr. H. Gomez, P. O. Box 422, Havana, 
Cuba. 


SPAIN: Sone. Leoncio de Miguel, Librero 
Editor, Fuencarral, Madrid 
PB ncn og Gerente, Carlos Elizondo, 4a Del 
Cipres set Ne Mexico, D. F. 
ioggeey Office: Yokohara, J. F. Wasco 
anager 
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WwW. 
‘ele- 
BREAD IS THE STAFF OF LIFE. SOME WOMEN 
c ARE THE BEAUTY OF LIFE. FOX FOOTERY !S 
THE BREATH OF LIFE TO MANY A SHOE 
dg., DEPARTMENT. 
ger. 
FOX SLIPPERS, PUMPS AND OXFORDS DISs- 
St CHARGE THEIR DUTY TO THEIR WOMEN 
WEARERS WELL. THEY IMPART GRACE, 
roe PRODUCE STYLE, AND INVITE COMPLIMENTS. 
20. YET THE CHARGE THE DEALER MAKES !S 
NOT LARGE. FOX FOOTERY PRICES ARE AS 
~ POPULAR AS THE LINE. 
DI 
» ECHARLES K. FOX, INc. 
HAVERHILL, MASS. 
rer. NEw YORK: BOSTON: 
di MARBRIDGE BLDG. 54 LINCOLN ST. 
BROADWAY AND 34TH ST. CHICAGO: 
an- Room 632 GREAT NORTHERN BLDG. 
ne. 
er 
21. 
do 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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Style B0673C 


Woman’s Black Glazed Kid Welt Ox- 
ford, Kenmore last, 6 eyelets, imitation 





‘OXFORDS 
In Stock 


$7.25 




















AU 








< 




















tip, 134-inch Cuban heel. 


Net 30 Days 


Style B0645C 


B0673C 


$7.75 

















B0645C 


Style B0429E 


$5.50 


Net 30 Days 


Woman’s Camel Brown Kid Welt Ox- 
ford, Arlington last, 6 blind eyelets, imi- 
tation tip, 1 34-inch Cuban heel. 


























A> 























Woman’s Black Climax Kangaroo Mc- 
Kay Oxford, Kenmore last, 6 eyelets, 
imitation tip, perforated vamp at throat, 


1 34-inch Cuban heel. 


3 to 7 2 
4c iets kay Sara 2%t07% 


Net 30 Days 


% 


B0429E 


STYLISH, SERVICEABLE AND SALABLE 
Shipments Can Be Made at Once 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE 





























218 Charles Bidg., Denver, Colo. 
Tiger & McNutt, Representatives 


NEW YORK OFFICE 


Bush Terminal Sales Bldg. 
130-132 West 42nd St., Room 1521 


S. A. McOMBER, Representative 





LOS ANGELES OFFICE 


718 Story Bldg, Los Angeles, Cal. 
G. C, McATEE, Representative 
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Ly 


Oy 
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O far-sighted merchants who believe 

that colors will prove the stimulus 
to business, the following from the 
New York Herald by Anne Ritten- 
house, the well-known fashion writer, 
should be reassuring news: 


“The conventional black or brown 
shoe and stocking is not taboo; but 
the determination of the French to 
keep the Colored shoes and stockings 
in high fashion, and almost banish 
the conventional ones, is having the 
effect to be expected by those who 
judge from experience rather than 
by theory and hope.” 





Now comes the expected from New 
York that Fifth Avenue has accepted 
light colored leather in fashionable 
footwear. The result is obvious— 
women will demand shoes of colored 
kid, and those who are ready will find 
their business back _on a profitable 





basis. 


Because of short skirt lengths, the high 
boot of light colored kid will be in 
especial favor this season. And if 
these boots are of Vode Kid in the 
correct shades of blue, camel, gray and 
light brown, the popularity of this 


good leather will make them sell more 
readily. Names of manufacturers who 
are making them wil? be sent on 
request. 


Standard Kid Manufacturing Co. KI +) 


ee The Leather 


Branches in New York, Philadelphia, Rochester, 


Cincinnati, Chicago, St. Louis and Montreal. for Fi ine S hoes 
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Snappy Menihan Boots in Stock 


Rightly Styled and Priced to 
Meet Your Quick Demands 


B 9 a Tap - bai? Lom, Good- 
$7.50 
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Sore 


B 287—Havana or Kid Lace, Good- B 286—Glace Kid Lace, Goodyear Welt. 
year Welt. AA, A, 5-8; B, 4-8; C ona D. D, AA, A, B, 4-7; C and D, 3-7. ..$7.50 rm. 
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B 389— Dark Russia C = Brogue Boot, B 387—Brown Novilla Kid Lace, Relay B 386—Glace Kid Lace, Relay Welt. A, 
Relay Welt. A, 5-8; B, 4-8; C and D, Welt. A, B, 4-7; Cand D, 34-7. . $6.50 B 4-74; C and D, 34-7 $6.50 
$6.50 


Don’t Let Your Stocks Run Low on These Walking Heel Boots. Keep 
Your Stocks Up and Avoid Losing Sales and Profits 








SEND YOUR ORDER TO 


The Menihan Company 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U.S. A. 
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A New Style Service 


GERVICE means giving 
people what they 
want. It would be more 
profitable if we could 
confine our business to 
two or three colors of kid 
—but that wouldn’t be 
service. 


It is our job to see that 
every well dressed woman 
in the United States shall 
be able to get exactly the 
shade of kid skin she 


wants—and there is con- 


hundred different colors 
and are constantly ex- 
tending the range. 


Moreover, we will hereafter 
carry most of these colors in 
stock in our stores in every im- 
portant shoe manufacturing cen- 
ter, thus facilitating quick 
action. 


We welcome requests from 
manufacturers or retailers for 
immediate delivery of single skins 
to match-a clipping of cloth or 
leather. 


This service in colored kid 
opens up big possibilities for 


the shoe _ business, 
lifting women’s fine 
shoes onto a higher 
style level than they 
have ever been on. 


Write for our swat- 
ches showing the new 
color range of F. B. & 
C. Kid for next Spring 
—they will help you 
to order more intelli- 
gently. 


siderable - varia- 
tion in taste 
among the twenty 
odd million 
women who wear 
fine shoes. 


Our chemists 
have already pro- 
duced over one 
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FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal & Co. 
’ WILMINGTON, DEL. 


BOSTON 
103 South St. 
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Walh-Croft 


BRIGHTON LACE--- THE NEWEST! IN STOCK 





No. 12 
Perfora 
Hairstitc 
last... 
No, 10— 
Plain toe 
Number 14—10%-inch Brown Kid as above, Leather Louis priach « 
Rares es ri Ls ulipediinebieh bahia sintchenaduds iDsdhdeb aah til Price $6.75 
Number 17—Same shoe, Black Castle Kid................ Price 6.75 
Terms 2-10, Net 30 
FAC 
Sold only in even dozens on a width in following size runs: 
A—4-8, 4-8, 4144-7 C—24-8, 3144-7, 3-74% 


B—3-7%, 4-8, 3144-8 D—2%-8, 314-714, 3-7 
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Walk Croft. 


PROCESS SHOES IN-STOCK 











No. 8—Fine Russia Calf 5-Eyelet Oxford. 
Perforated straight tip, 14-8 Cuban heel. New 
last $5.00 
No. 3—Brown Kid 5-Eyelet Oxford. Perfo- 
rated vamp and tip, 14-8 Cuban heel. New 
No. 12—Black Kid 8}4-inch, ForyLace. $5.00 
Perforated vamp and tip, blind§eyelets,fblack 


itch, 10-8 ‘military’ heel. No. 11—Fine Russia Calf 8}4-inch, 3% Fox 
airstitch, 10- 


Lace. Pinked vamp and tip with perforations, 
blind eyelets, white fairstitch, 10-8 militar 
heel. Stylish street last $6. 


Stylish street 
$5.00 


Perfection Pump. A perfect pump for all 
occasions. Smart, Neat, New! 


No. 4—Black Satin. Full Louis covered ss 


Heme 5—Black Ooze Calf. Full Louis covered 
hee! $6.50 


No. 6—Dull Kid. Leather Louis heel. . .$5.00 


No. 7—Black Ooze Calf vamp, black satin 
quarter. Full Louis covered heel $6.50 


Newest Pump Last—very flezible 


These shoes are offered only 
in even dozens on a width 
in the following size runs: 


No, 10—Camel Kid 9-inch, % Fox Lace. 
Plain toe, single flexible sole, blind eyelets, 
%-inch vamp, leather Louis heel. Nee oe 


FACTORY 
WORMWOOD ST. 
BOSTON, MASS. 


A—414-8, 4-8, 414-714 
B—3-7)4, 4-8, 314-8 
C-214-8, 314-714, 3-74 
D—2\4-8, 314-74, 3-7 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 
We invite you to try a dozen. 


No. 1—Black Kid 8}4-inch, 9% Fox Lace. 
Fudged edge, perforated vamp and tip, blind 
eyelets, 14-8 Cuban heel. New last .00 


No, 2—Same as above in Brown Kid.. 


No. 9—Same as above in Fine Russia Calf 
with white fairstitch $6.50 


BOSTON OFFICE 
Rooms 404-5 
RICE BUILDING 


We pay express if unsatisfactory. 
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Maven 


“Famous Brogues” For Mer 
Carried In-Stock — Now 


No. S-620 


CODE—“NEVER” 


Gallun’s No. 4 Norwegian 
Grain Brogue Blucher, 
Thompson's Brogue Last. 
Heavy single sole. 


Price $10.00 


No. S-622 


CODE—“NIGHT” 


Brown Cordovan Brogue 
Blucher Oxford, Thomp- 
son’s Brogue Last. 


Price $10.50 


NORWEGIAN CALF-4 
large demand for shoes in thig : 
leather is noted for Fal 
Thompson’s famous Broguefl. 
are cut from Gallun’s color 
Norwegian grain calf. It's 
leather to please your c 
tomers. 


CORDOVAN—“Thompson’s’ 
famous cordovan. This leathe 
is meeting with increasing favo 
throughout the country. It 
made with finish that will no 
grow dull. 


Oct. 9, 1999 0c 


Sample Pairs Express Paid 


[Rae BROS .SHOE ( 


MEN'S FINE SHOEMAKERS 
BROCKTON 


’ | 'F 
CHIC! 
NEW - YORK BOSTON a 


930 Marbridge Building” 207 Essex Street 35 Dearborn 
Address all communications to Brockton (Campello), Mass. NEW Yo 
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Famous Brogues’ For Women 
’—Ready-to-Ship — Immediately — 






















LF Th d d - No. S-618 
a ORDS — e demand is apnea 
wing larger for oxfords Women’s No. 4 Gallun’s 
| Fall day. More oxfords are Norwegian Calf Brogue 
TOgutim with heavy stockings oy Ppa Last, 
‘olor ough fall and winter than : 
tsa. Price $7.50 . 
r cu 
+ e 
son's’ ‘4 5S 
eathei0MPSON’S SERVICE— No. S-614 < 
; favo are building our stock busi- porngoe vay 
_ Its on the foundation of Women’s Russia Calf Ox- 
ill noffmpt deliveries. In prepara- ford, Perforated Wing Tip, 
» for this we have stock —_ and Foxing.Princess 
es read ; ras 
ee Price $7.25 \B 


Dp» yi: DD) 
4); 


Salesman Upon Request 


THOMPSON BROS .SHOE (0 


MEN’S FINE SHOEMAKERS : 





5 
' ; 
CHI 












BROCKTON 
NEW YORK BOSTON CHICAGO 
idge Building 207 Essex Street 35 Dearborn Street 






Address all communications to Brockton (Campello), Mass. 
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U. S. Leather 
Helps Sales 


[NTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 








War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 








The United States Leather Co. 








The United States Leather Co. of Massachusetts 





New York Boston Philadelphia Chicago Cincinnati 
St. Leuis San Francisco Liverpool Paris 
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HISTORY 





No. 2006 
Chocolate Elk, Hi-Cut Lace, Goodyear 
Welt Skuffer, Tredshure Last No. 16. 
Sizes 5-8, D and E Widths; Sizes 844- 
11, D and E widths. 





‘ No. 2032 
Gun Metal, Goodyear Welt Skuffer. 
Treadshure No. 16. Sizes 5-8, D and 
FE Widths; Size 814-11, D and E Widths 


No. 2044 
Chocolate Elk, Goodyear Welt Skuffer, 
Tredshure Last No. 16. Sizes 5-8, D 
and E Widths; Sizes 814-11, D and 
E Widths. 
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Ke. 
WELTS 


Are ready sellers. 
They help to build big- 
ger business for you. 


Mothers watch the 
wear of their children’s 
shoes. 


K-Z Welts assure you 
of continued business 


from all your present . 


customers and each 
sale acts as advertising 
for new ones. 


Write today for par- 
ticulars. 


Kalt-Zimmers 
Mfg. Co. 
Milwaukee, Wis. 
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Taking one-half the “grief” 
out of shoe retailing 














More than 3,000,000 readers of The Ladies’ Home 
Journal, Vogue, Photoplay and The Christian 
Science Monitor are reading Red Cross Shoe ad- 
vertisements. Approximately 15,000,000 adver- 
tisements are telling the story of Red Cross 
Shoes made, with the aid of motion pictures, to 
fit the foot in action. 








Oct. 9, 1920 
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Scores of merchants have found the way 
to do it-- Here are worthwhile 


A large part of the “grief” that many 
merchants find connected with the retail 
shoe business is avoidable. 





Many of the small worries and troubles 
—that pyramid into big ones and finan- 
cial losses—are due to unwise buying 
methods. 


If you are buying from a dozen or.so of 
sources instead of concentrating on a few, 
think this over: 


You buy from a number of salesmen and 
spend valuable time looking over and in- 
specting an array of lines. 


You make out many orders, check many 
invoices, pay many bills—instead of a 
few. 


You have a hard time keeping in touch 
with your stocks and duplicate styles in 
spite of your precautions. 


You weaken your customers’ confidence 
and make it hard for your clerks, in try- 
ing to sell several different lines. 


You can’t get results from your adver- 
tising because it is scattered and inef- 
fective. 


All big little things 


These are aside from the harmful effects 
of scattered buying on turnover, profits, 
etc. They are some of the smaller trou- 
bles, the unnecessary work and worry, 
the “grief”? that lowefs your efficiency 
and puts the brake on your business 
machine. 





911 Dandridge Street 


facts for you. 


The Krohn-Fechheimer Co. 


Concentration, obviously, ends them—au- 
tomatically; concentration upon as few 
lines as possible. 


In the concentration plan you will even- 
tually employ, you could not do better | 


than follow the lead of scores of mer- 
chants who have won unusual success in 
concentrating upon the Red Cross Shoe 
for their high-grade women’s line. 


Because the Red Cross Shoe gives you in 
one line a range of style and price that 
will meet any reasonable demand in its 
grade. And because years of consistent 
advertising have made it the best known, 
“the most salable shoe in America.” 


Today this prestige means more to you 
than ever. Right now one of the great- 
est publicity campaigns ever conducted 
for a woman’s shoe is telling, with 15,- 
000,000 advertisements in the leading 
women’s publications in the country, the 
new story of Red Cross Shoe smartness 
obtained by the study of hundreds of 
motion picture photographs of the foot 
in action. It is creating interest every- 
where, speeding up turnover. 


What others have done you can do 


Scores of merchants have succeeded no- 
tably with the concentration principle 
and Red Cross Shoes. It is easily possi- 
ble for you to duplicate their success. A 
card will bring one of our representatives 
to talk it over with you and will not ob- 
ligate you. Send it today. 





- Cincinnati, Ohio 
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THE SCHEIFFELE 
SHOE MFG. CO. 


CHILDRENS & GROWING 
GIRLS SHOES 








YOUR SUCCESS 


A satisfied customer is your best asset. 
He does more direct advertising to the 
potential buyer than any amount of 
space. A satisfied customer is made, 
not found, and the process of making 
is in keeping him sold on your store 
and your lines. 


Cincinnati-Made-Shoes bring your customers 
back because they are dependable—the one 
factor great for the success of your business. 


Your profits are assured by the lines here 
represented. 


The Julian & Kokenge Co. The Scheiffele Shoe Mfg. Co. 
The Krippendorf-Dittman Co. The Duttenhofer-Stevens Co. 
Val Duttenhofer Sons Co. The Sam B. Wolf Shoe Co. 
‘The Holters Co. The Charles Meis Shoe Co. 
The Helming-McKenzie Co. Helmers Bettmann & Co. 
The P. Sullivan Co, The Homan-Hughes Co. 
Manss Owens Shoe Co. The Sachs Shoe Mfg. Co. 





























Resolute — 


These double strap novelty pumps developed in henna 
suede are exceedingly smart for Spring. The white stitch- 
ing and silver colored buckles are effective touches. 
Fitted with turn soles. Two-inch Louis-Cuban heels 
covered to match as illustrated promise to be certain 
favorites. 


Helming-M Kenzie 


Cincinnati 
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Dress, Sport and Work Shoes 
for Spring 1921 


Can be Made in a Great Variety 
of Styles with 


CL Pr 
Leathersof(Haracler 


TARING 62 


Our Calfskins, Veal Sides and Sides 
In Most Every Known Finish 


FIND THEIR PLACE IN EVERY LINE 


Feet en a ey 
is Bia Nc it 




















‘“‘Lozant” “Waukegan” ‘‘Wilmette’’ ‘‘Kenwood”’ 


Dull Calf, Veal Sides, Sides, Colored 
and Black, Smooth and Boarded for 
High Grade, Popular Priced Dress 
and Street Shoes 


““Elkwood”’ ‘““Waukegan Grain” 
Sides for Sport and Work Shoes 
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.- THE GRIESS PFLEGER TANNING CoO. 


TANNERIES CHICAGO—WAUKEGAN, ILL. 
INSOLE CUTTING FACTORY NATICK, MASS. 
BOSTON, 179-193 SOUTH ST. 
NEW YORK, 178 WILLIAM ST. 


CINCINNATI, 810 SYCAMORE ST. 
CHICAGO, NO. BRANCH, HALSTED ST. 
CABLE ADDRESS: GRIESS 
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Decrease 
your 
‘Stock— 


Increase 
-your sales 





you can do it by stock- 
ing and pushing the 
specialized BARKER Brand 
line of work shoes for men. 


You will then carry a smaller 
number of shoes and still have one that 
properly fits the service requirements 
of each customer. 


No frills. No fancy prices. Good hon- 
estly made shoes that give exceptional 
wear and comfort. Easy sales. Quick 
turn overs. Wholesome profits. 


Send for catalog 


No 458 Men’s Chocolate Amazon. Unlined. Cap Toe 

° Blucher. Munson Last. Heavy half double 
sole, Goodyear Welt. grain leather insole. all 
leather heet. leather counter. 


Sizes 5 to 12 
Widths 6 to E 


Price 
$5.10 


“IN STOCK 












No. 458 
A typical Barker : fn 
Brand value at ss 
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3 yz HUNTINGTON SHOE & LEATHER CO. 
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HUNTINGTON, INDIANA 
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Western Department 
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‘“‘Cooperation”’ is the basic idea 
of the Western Organization of 
the Boot and Shoe Recorder. 
This organization is perfected 
to get sales action forshoe man- 
ufacturers and distributors. 


Shoe Manufacturers andothers 
in the West who sell merchan- 
dise to Retail Shoe Stores. 


Service that is practical, inten- 
sive, complete. 


The kind backed up by person- 
ality, and made more valuable 
byconvenient contact, through 
judiciously located head- 
quarters. 


We are in a position to suggest 
methods of successfully secur- 
ing maximum publicity, sound 
goodwill, better clerk influence, 


closer customer contact and Find out just how this Western 


This is the kind of service ren- 
Department can promote 


dered by the Western Depart- 
ment of the Boot and Shoe 
Recorder—to Central West 


more business—and we are pre- 
pared tocarry out our suggest- 


better results from your 
advertising 


ions by actual demonstration. 





BOOT anp SHOE RECORDER 
e w | 


, ae 


Q@o 


d 


=? 


Cincinnati 


501 First National Bank Bldg. 
Phone Main 665 


CHICAGO 


189 West Madison Street 
Phone Main 1089 


St. Louis 


1627 Locust Street 
Phone Olive 6130 

















hest Grade Australian 
Kangaro Leather 









THE 
MOST 
NOTABLE 





HOES for men made of 
Kangaroo leather are rap- 

idly gaining popular favor. 

The merchandising possibil- 
ities of the shoe illustrated 
here, as well as other styles 
that we have, are unlimited. 
Made of choice genuine Kan- 
garoo—soft, tough and light 
weight—does not peel, crack 
or stretch. 

And at the price of $7.85, 
it is by far the greatest value 
in the shoe trade today. 





















We show our Stock No.838, 
O'BRIEN LAST, finest grade 
Black Kangaroo, blucher, 
stitched tip, chrome pearl 
facing, felt lined tongue, 
velvet finished hettom, Good- 
year welt. Widths B, C, D 
and E, Stamped with trade- 
mark or plain. 












New illustrated price list} 
will be mailed upon 
request 












J.W. CARTER CHICAGO 


833 W. Chicago Ave. CHICAGO. 
Specialty Manufacturers of 
Men’s Fire Welt Dress Shoes 
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The Evidence is Unmistakable 
Weilda is a Sure Seller For Fall 


—Shoe news from everywhere 


—Our sales 
—Every authoritative style pointer 


SS He 


= 
= 


All express with increasing emphasis the popularity of suedes 
in general and Weilda in particular 


To determine how unusually attractive our Weilda colors are, 
let us send you a complete sample book showing the different shades 


A.C. Lawrence LeatherGompany © 


161 South Street ,Boston , Mass. 
NEW YORK- CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 
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MEN'S QUALITY WELTS 
TO RETAIL AT PRICES THAT 
MEN WANT TO PAY 
IN-STOCK 


READY 














Golden Brown Kid 
Havana Brown Kid 
Black Kid 

Brown Kid 

Black. Kid 

Black Kid 
Mahogany Calf 
Lotus Calf. . 


BERNOGORY. ici. 
Mahogany 

ee SE POCO 
WN Fa ao og on 3 5 os 5 any 


Gun Metal 
Ie 


Wine Calf 
Nut Brown Calf. 
Mahogany Calf 





NEARLY 100% OF OUR OR- 
DERS CALL FOR GOOD- 
YEAR WING-FOOT HEELS 





Russia Calf 


eA SS 














PENNINGTON. GROWELL SHOE CO. 
MANCHESTER NEW HAMPSHIRE 


Manufacturers of 
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HUNT-RANKIN 
LEATHER CO, 


VELVETTA CALF 
Tuscan Calf Russia Calf 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. All 
colors required by manufacturers of 
fashionable shoes. 


HUNT-RANKIN LEATHER CO 
106 BEACH ST.BOSTON, MASS. 
U.S.A. 
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RACINE SHOE MFG. CO 


Season’s Newest 


E show here one of our very newest models—possessing 
good fitting qualities and service-value to an unusual 


degree. 
It is a modified English last—Goodyear welt—has grain leather 
counters, grain sole leather lift heels, first quality 9-iron outsole, 
full grain mahogany calf upper; lining 175 Khaki twill with felt 
lined tongue to match; first quality 6-iron grain innersole. 
All the improved methods of finishing and shoe making—the result 
of 19 years’ experience—are built into this shoe. 
And it’s only one of a number of other new models in the Racine 
line this season. 


oy 


RACINE SHOE MANUFACTURING CO. 


RACINE 


Medium priced dress shoes for men 


WISCONSIN 
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A Street Oxtord 

















THE ABOVE REPRESENTS OUR REGULAR 
STREET OXFORD ONLY MADE ON NEW 
AND IMPROVED LINES—MEDIUM 14-8 
HEEL—ON OUR NEW COIN LAST—SHORTER 
VAMP. THIS SHOE IS CUT HIGH IN THE 
FRONT AND CARRIES SIX EYELETS. THE 
LASTS THAT OUR OXFORDS ARE MADE 
OVER ARE ESPECIALLY DESIGNED FOR 
THIS TYPE OF FOOTWEAR WITH THE RE- 
SULT; THAT THEY HAVE EXACT FITTING 
QUALITIES, 


THIS SHOE IS MADE IN ALL LEATHERS — 
—} KIDS AND CALFSKINS. 






































NEVER HAS THE JOHNSON BROS.’ LINE BEEN 
AS COMPLETE AS IT IS FOR SPRING 1921 


SALESMEN NOW ON THEIR TERRITORIES 


JOHNSON BROS. SHOE 
MFG. CO. 


HALLOWELL, MAINE. - Vi; 
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The Nunn-Bush Racer Last 


On “Doggy” English ‘lines this Last finds partic- 
ular favor among young men, who want an English 
Last that isnew. It is a one width combination. 


Made in all leathers, in both Superfine and fine 
grades. Samples upon request. 


NUNN, BUSH & WELDON SHOE CO. 


Milwaukee ~ Wisconsin 
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34° SESW 


THE IDEAL 
W HITE SHOE CLOTH 
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The Julian & Kokenge Co. 


Salesmen Out October 20 


INDIVIDUALITY OF STYLE and the HIGH STAND- 
ARD of our merchandise have placed us in the foreranks of 
shoe manufacturers of this country. 


We would not now be doing the large volume of business that we are 
doing had we not been able to sense the STYLE CHANGES from season 
to season, thus giving our customers the edge on their competitors, and 
they in turn buying more freely from us. 


The same desire to SERVE, and the PRIDE we take in our product 
prompts us to withhold the sending of our salesmen on the road with LOW 
SHOE SAMPLES until October 20, and you may be assured that once our 
line is sent out it will be STYLED and PRICED RIGHT. 


The Julian & Kokenge Co. 


Cincinnati 
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“DANDY ANN’—— 
SLIPPERS 


MONEY MAKERS READY TO SHIP 
STYLES THAT ARE ALWAYS SALABLE 


ONE-STRAP 
SANDAL 
7-8 HEEL 

$2.25 








BOUDOIRS 

LOW HEEL 
Stock No.100 Black $1.60 WITH 
Stock No.101 Red 1.75 RUBBER HEEL 
Stock No.102Tan 1.85 $2.35 


BLACK CAB—TURN SOLES 





3-STRAP 
SANDALS 
9-8 HEEL 
$2.50 


ORDERS SHIPPED DAY RECEIVED 


MARY TWO-STRAP 


JANES 9-8 Heel 
$2.35 


7-8 HEEL 
All sandals made either high or low heel 


$2.25 
TERMS 2% 10 DAYS—NET 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 








DEPARTMENT 10 
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SCHOOL SHOES 


FOR AT ONCE DELIVERY 1000 CASES ONLY. IN 36 PAIR 
CASE LOTS’ D AND E WIDE 





McKAY WELTS - SOLID GRAIN LEATHER INSOLES, 
GUARANTEED MOUSAM HORN FIBER COUNTERS 





THEY WON’T LAST 
LONG AT THE PRICE 
WE QUOTE. GET 
YOUR ORDER IN 
BEFORE IT IS TOO 
LATE. 


- 20— Misses’ ? Nature Last. Glz. Blk. Horse, Reg. Cut Bluch. Price. . se 
stl. once 4 es “Giz. Blk. Goat, Dull’ Top, Hicut Lace. Price. 
s— “* ’ English ‘“ Glz. Blk. Goat, Dull Top, Hicut Lace. © Price 
9 “* ‘ Nature “ Giz. Blk. Goat, Dull Top, Hicut Lace. Price 
ll— “ i ii “Giz. Blk. Goat, Reg. Cut Bluch. Price. . ae 
oe ti , e “Gun Met., Dull Top, Reg. Cut a Price....... 
1144-2. ts “Brown Calt, Pony ut Lace. Price.. Sc bis. ate 
24—Child’ 8 . ** Brown Colf, Pony Cut Lace. Price..... 
6— ‘ es “ Gun Met., Dull op, Reg. Cut Bluch. | 
1o— “ } io = Glz. Blk. Goat, Hicut Lace. Pri 
12— “* ‘ ie “Giz. Blk. Goat, Reg. Cut Bluch. Price 
14— “ d i “Giz. Blk. Goat, Dull Top, Hicut Lace. Price 
a -" % Glz. Blk. Goat, Dull Top, Reg. Cut Bluch. Price... 2. 
Giz. Blk. Goat, Reg. Cut a Price 35 
Mah. Side Blucher. Price. . , se Se es pe 
NEGEe. COM EOmer. | PNIOS. «6. 5. vce tn des ce ones 
Gun Metal Blucher. Price....................... 





Special No. 201—Old Ladies’ Cabretta Bal. McKays, Straight Last. Price......................... 





Special No. 2720—G. Girls. as Eng. Last, Mah. Veal, Lace, Hicut. Price. . pe Neg Te 
549— 2%-8. Eng. Last, Mah. Veal, Lace, Hicut (Red Line- In). CS 





ORDERS SHIPPED SAME DAY RECEIVED 
GET YOURS IN TODAY 


HODSDON SHOE MFG. CO. 


BIDDEFORD, ME. 
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LINCOLN SHOES 


for 
BIG BOYS BOYS’ LITTLE MEN 
IN-STOCK FOR IMMEDIATE DELIVERY 


3204—Boys’ Gun Metal Bal., Mat Top, 


ui 
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1-2 D. S., M. S., Cornell Toe, 1-6, D and 


3306—Boys’ Gun Metal Bal., Mat Top, 
E wide. Price 


NEOLIN Sole, Full Sole-Leather Middle 


Sole, Cornell Toe, 1-6, D and E wide. q 
Price $3.10 A full line of Good- 





year Welts and Mc- 
Kays in Black and 


colors carried In 
Stock. Write for 
copy of FALL 
CATALOGUE 


3402—Boys’ Chrome Gun Metal Foxed 3206—Boys’ Gun Metal Whole Quarter 
Blucher, Mat Top, 1-2 D.S., M.S., Brown Blucher, 1-2 D. S., M. S., Tech. Toe, 1-6, 
Toe, 1-6, D and E wide. Price..... .$3.50 D and E wide. Price 














MARSTON & TAPLEY COMPANY 


MANUFACTURERS 
DANVERS MASS. 
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This advertisement appeared in full colors in the September 15th issue of 
Vogue. It was the first of our Fall and Winter advertising series to keep 
Standard Spats where they have been for more than 50 years—the first in pub- 
lic favor. Place early orders for the Standard “Trimline”’and “Sport” models. 


S. RAUH & COMPANY 


310 SIXTH AVENUE NEW YORK, N. Y. 
For 50 Years the World's Largest and Foremost Makers of Fine Spats 
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OLAR KLOTH 


| NOTHING has been left un- 


done to make and maintain 


POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an in- 
dividual character that is reflected 
in the shoe. 


Thomas, Lake & Whiton, Inc. 


147 Lincoln Street 
Boston, Mass., U. S. A. 
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CHOU LL LLL E LEE L ELEC Litt bbit 


NEED SOME BOOTS IN A HURRY? 
X-L LINE ring (ombination Feature 


IN STOCK 


AX Ready to Ship 





No. 2709—“Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. 3 foxing, 14-8 straight heel, 
*traight glazed tip. 

Price, $8.25 


No. 2710—“Happy-Foot” Combi- 
nation Last, glazed kid, welt, 84- 
inch boot. % foxing, 14-8 straight 
heel, imitation straight tip. 

Price, $8.75 


No. 2711—‘“Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed Colt tip. 


Order Now or 


No. 2712—‘Konsolation” Combi 
nation Last, glazed kid, turn, 8- 
inch boot. % foxing, 12-8 straight 
heel, straight glazed tip. 

Price, $8.25 


THE KROHN-FECHHEIMER COMPANY 
X-L LINE DEPARTMENT CINCINNATI, OHIO 


ODT URED EEUU EER CCEE EET) 
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SHOES MADE OF 


ROVILLA KIL 


ARE THE BEST CATCH 
ON THE. MARKET 


“It does not scuff’’ 


cpccindsaareeremaume naman edhe ee 
~ . ee me 2 i so enace 
at bf 


They answer every require- 
ment of style, comfort and 
service. 


NOVILLA KID enables 
manufacturers and retailers 
to market shoes of excep- 
tional merit—at prices that 
are profitable to all parties 
concerned. 


Write to-day for full particulars 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN.N.J. 
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O Styles hats all you need 


ots want 
“Me A line of six sure selling shoes—all made 
0 


[0 from one high-grade chocolate colored leather. 
Standardized manufacture. Lower cost to 
you. Six styles that amply cover the bulk of 
your sales. No big capital tied up in freak 
“shelf hangers.” 


A big idea—original, logical, profitable. Stock Og- 
dens. Get quicker, larger turnover, more profit with 
less money invested. Dealers everywhere are con- 


centrating-on Ogdens. WHY NOT YOU? 
ADVERTISING : 
CO-OPERATION The Shoe with 1000 Miles Service 


Every Ogden dealer is getting | Think what this means to a customer—the assurance 
liberal advertising co-operae Of 1000 miles of wear. It is already selling Ogden 
tion in his local newspapers. | Shoes on sight for thousands of dealers. Nothing like 
Plenty of direct mail and _ this daring, selling feature ever attempted before. Its 
other advertising, too. Write logic convinces instantly. Combined with our stand- 
or wire for details and prices | ardized system of low cost production, it gives the 
two greatest shoe features ever heard of. 


OGDEN SHOE COMPANY 
MIL\VAUKEE WISCONSIN 


@ once, 
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Back To THE Goopb OLD DAys 
ON JUVENILE SHc 


BASK TO THE DAYS WHEN SHOE MAKING 
AND SHOE RETAILING WERE A PLEASURE 


WE ARE MAKING THIS POSSIBLE BY OUR POLICY OF 
DELIVERING OUR PRODUCT ON TODAY’S MARKET PRICE 
OF MATERIALS AND LABOR FIGURED ON QUANTITY PRO- 
DUCTION. 


a ~ 
a etree eneseinensite-eereeetareihersishenensnresreye aeesesemeeneee=re 
Serre a sentens nee ee  tet reeee~ me eten tine—~ ssemeetnte 
z ~ ee ¥ WOE arog ae ye $ 


JUVENILE SHOE CORPORATION SUCCESS HAS BEEN BUILT 
ON QUALITY SHOES. WE PLEDGE THAT WE WILL NOT 
LOWER THE QUALITY OF OUR CALF SKIN SHOES,—BUT 
WILL ENDEAVOR TO MAKE THEM STILL BETTER. 


OUR DISTRIBUTORS ARE CO-OPERATING WITH US IN 
DELIVERING JUVENILE SHOE SYSTEM SHOES AT THE 
MARKET’S COST TODAY. RETAIL SHOE MERCHANTS 
SHOULD ALSO CO-OPERATE BY REVISING THEIR PRICES 
ON A BASIS OF REPLACEMENT TODAY. 


THE PROGRESSIVE SHOE MERCHANT WILL SIZE UP HIS 
CHILDREN’S SHOE STOCK FREQUENTLY AND MAKE USE 
OF OUR FACTORY DISTRIBUTORS FOR HIS CURRENT 
NEEDS. OUR PRICE POLICY ALWAYS INSURES’ THE 
MARKET PRICE ON QUALITY SHOES. 


WRITE US FOR SAMPLES AND OUR COMPLETE PRICE 
LIST. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS 
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To 25 PER CENT LOWER PRICES 


IHGYSTEM FOOTWEAR 


UARANTEED CONSTRUCTION OF ALL 
JUVENILE SHOE SYSTEM CALF SHOES 





UPPER STOCK: BOTTOM STOCK: 


OUTSOLES CUT FROM OVER-WEIGHT BENDS 
FULL GRAIN CALF (NOT VEALS OR KIPS) UNITED STATES LEATHER COMPANY'S 
FLINTSTONE TANNAGE 
ALL SOLID LEATHER INSOLES 











ALL GRAIN SOLID LEATHER COUNTER AND 
LININGS: xX TO 
WHOLE LIFT LEATHER HEELS 
FARNSWORTH, HOYT COMPANY RED-LINE- PRIME LEATHER TOP LIFTS WOOD PEGGED 
1N LINING 
TRIMMINGS: 
ALL LACE STAYS AND TOP BANDS ARE OF 
FINDINGS: LEATHER 
LINED TONGUES 
ALL EYELETS ARE FAST COLOR GROWING GIRLS’ AND BOYS’ ARE FELT 
SHOE LACES—THE BEST MONEY c. CAN BUY PADDED 





= 








TODAY’S MARKET PRICES 


MISSES’ AND CHILDREN’S JUVENILE STITCHDOWNS 
MAHOGANY AND BLACK CALF SKINS—LACE OR BUTTON 





12/2 HEEL, FOOTFORM....0....0....6.c00cccc0es $4.25 
844/11}4 SPRING HEEL, FOOTFORM........ 3.90 
5/8 SPRING HEEL, FOOTFORM.............. 3.35 





2/5 SPRING HEEL, FOOTFORM.............. 





GROWING GIRLS’ AND MISSES’ JUVENILE GENUINE GOODYEAR WELTS 
MAHOGANY CALF EIGHT AND A QUARTER INCH TOP, 9/8 HEEL 


24/8 AAA TO D, ENGLISH WALKING LAST....$7.00 
12/2 B TO D. ENGLISH WALKING LAST.... 5.50 
ALSO SAME SHOE WITH WING TIP 








BIG BOYS’ AND YOUTHS’ JUVENILE GENUINE GOODYEAR WELTS 
MAHOGANY AND BLACK CALF 


84/1114 (FOOTFORM) C TO E..... cn. 
5/8 (FOOTFORM) D TO E...... 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS 
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THE SALESMAN’S 


OPPORTUNITY 








BOSTON, MASSACHUSETTS 


OCTOBER 9, 1920 








HE STUDIED—HE WAS READY 
WHEN OPPORTUNITY CAME 


Frank H. Stelling was a retail shoe salesman 
in Augusta, Georgia—began at the bottom, 
with Mulherin & Marks. He wasn’t content 


FRANK H. STELLING 


merely to hold his job. He’ studied his pro- 
fession, grasped every chance to learn about 
shoes, and salesmanship and merchandising. 
So he became a first-class retail shoe salesman, 
then a buyer. Then, by and by, when the time 
was ripe he and Charles A. Nickerson, a fellow- 
salesman, went into business for themselves— 
started the Stelling-Nickerson Shoe Co., in 
Augusta. They have made good. They have 
another store in Columbia, South Carolina, that 
George Nickerson, (Charles’ brother) is manag- 
ing—he was also a retail shoe salesman and 
worked up ! 


Frank Stelling and Charles Nickerson and George 
Nickerson will tell you that promotion comes to 
those who are ready for it. Every successful 
shoe man will tell you the same thing. 





The training Course and Service of the Retail 
Shoe Salesmen’s Institute will help you to rise in 
your profession to the better places—with the 
accompanying honors and profits. This Course 
will not only help you with the necessary facts of 
your profession, its best practices and methods, 
but will inspire you to “be the best” that is within 
you to be—and moreover, will save you much 
time in getting there. 


All told, 1,000 shoe men have contributed of their 
knowledge, experience, opinions, ideas and sug- 
gestions in preparing the material making up the 
Eight Volumes of the Course—it’s yours, to help, 
benefit and prosper you. 


BETTER TRAINING IN SELLING 


“The manager of a big department store said 
once that he could send an inexperienced sub- 
stitute into almost any department in the store 
with the expectation of his doing better work 
than he would in the shoe department, because 
of the technical information that the shoe sales- 
man needed. This is perfectly true. Every 
shoe salesman does need to know a great many 
things about shoes, technically, besides having in 


him the natural instincts of a salesman. 


“There is room in the shoe trade for the young 
man who makes a serious study of the business.” 


(“Boot and Shoe Recorder.”’) 


THE BEST DIPLOMA 


This Institute awards a Diploma when you com- 
plete the Training Course. This Diploma will 
be an evidence of your desire to improve and 
your determination to get ahead. Your best 





Are you in a “Rut’—the Course will help you out of it. 
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diploma will be this:—the certification of your- 
self, within yourself, for a bigger job, a bigger 
salary, a bigger Self. The Course guides and 
directs you to that. 


ARE YOU A VETERAN SALESMAN? 


We find many experienced retail shoe salesmen 
who say this to us: “I know enough about the 
business now. I’ve had five (or ten, or twenty) 
years’ experience. I don’t need the Course.” 


Let us say this in reply: “No retail shoe sales- 
man, of whatever experience; no assistant man- 
ager, manager, buyer or owner but will find in 
this Course, not a little, but a great deal, that he 
doesn’t now know—and will greatly benefit by 
enroling.”” 


That is the truth. 


Moreover, veteran experienced salesmen, and 
indeed, successful owners and managers, men 
like C. K. Chisholm, of Cleveland, George E. 
Peirce, of Providence, W. C. Goodwin of Fitch- 
burg, and many, many others, are not above 
giving themselves the advantage which this 
Course offers. 


Why deny the great benefit to yourself, whether 
you are a long-experienced salesman or a be- 
ginner? Or why delay? 


“ THEY SAY” 


“The proof of the pudding is in the eating.” 
Listen to what just a few of the many who are 
now members of the Institute and pursuing the 
Course, say concerning their experience so far: 


“As far as I have gone in the Training Course 
it has been a great help both to the customers 
and to myself in the way of service and satis- 
faction. I consider this Course to be one that 
makes a salesman more valuable to his employer 
and to himself.” 


WALTER W. KNOWLES, Leominster, Mass. 


“I find the Training Course, as far as I have 
studied, to be most beneficial. 


“It is indeed a short cut to the fundamental 
principles of the shoe business and I personally 
feel: that I am deriving a benefit that will save 
me years of practical experience. I have learned 
things that in the ordinary business way would 
have taken a great deal of time.” 


E. H. KLINE, Youngstown, Ohio 


“I have gotten more information out of the 
, Course so far than I have gotten in my year of 
actual work. What I get out of it I apply in my 
work. In doing so, I can give my customers a 
much better service. 


“The Course so far has been a big help to me in 
my work. I have been able to give information 
that my employer did not know and he has been 
in business for twenty years.” 


PRESTON CHAMBERLIN, Coatesville, Pa. 


And so on—dozens and dozens have written in 
the same vein. 


DECIDE NOW 


Make up your mind that you will at once, now, 
begin to give yourself the advantage which the 
Training Course offers. The ability to decide is 
always found in able men and women. Decide 
NOW. Send for our 60-page free booklet, “The 
Road to Advancement for Retail Shoe Salesmen.” 
—this describes the whole plan in detail. 





Founders of the 
Retail Shoe Salesmen’s Institute 


National Shoe Retailers’ Associatién 


Alexander & Co. 
Chisholm Shoe Co. 
Cohen Brothers 

L. $. Donaldson Co. 
William Filene’s Sons Co. 
R. H. Fyfe & Co. 

A. H. Geuting Co. 
Gilchrist Co. 

W. C. Goodwin 
Guarantee Shoe Co. 

F. A. Guinivan 

A. V. Holbrook Bootery Co. 
A. H. Howe & Sons 


pon Peterson & Newhall Co. 


ohn A. Meadors & Sons 
homas F. Peirce & Son 
Potter Shoe Co. 
Sherron Shoe Co. 
W. G. Simmons Corp. 
Slade Shoe Shops 
Stelling-Nickerson Shoe Co. 
Vaile Shoe Co. 
Van Degrift Shoe Co. 
Volk Bros. Co. 
K. W. Watters Co. 
W. W. Willson 


George W. Baker Shoe Co. 
Bliss & Perry Co. 

Boot and Shoe Recorder 
Bristol Patent Leather Co. 
Brockton Rand Co. 
Brown Shoe Co. 


Farnsworth, Hoyt Co. 
Hazen B. Goodrich & Co. 
Hazen-Brown Co. 
Hunt-Rankin Leather Co. 
George E. Keith Co. 
Keystone Leather Co. 
Menihan Co. 

Morse & Burt Co. 

A. E. Nettleton Co. 

Peters Mfg. Co. 

Thomas G. Plant Co. 

Rice & Hutchins, Inc. 
Seamans & Cobb Co. 

Selby Shoe Co. 

Stetson Shops, Inc. 

The Shoe Retailer 

United Shoe Machinery Corp. 
United States Rubber Co. 
Wizard Foot Appliance Co. 
E. T. Wright & Co., Inc. 








RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Avenue, Boston, Mass. 


Please send me your 60-page booklet entitled “The Road to Ad- 
vancement for Retail Shoe Salesmen,” together with full particulars 


of the Training Course and Service. 


without obligation to me. 


| SEE LES OEE ee 
With what Firm............-..- 


It is understood that this is sent 
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| THERE ARE NO BETTER 


7 @| SHOES 


STOCK SHOES CAN BE SHIPPED WITH “BEACON” 
OR “SPEEDWELL” TRADE-MARKS OR UNBRANDED 


A NEW MEDIUM BROAD ENGLISH 


HERE IS THE BIG HIT OF THE SEASON 
A 1921 SPRING STYLE READY FOR 
IMMEDIATE DELIVERY 


WATCH OUR ADS--GET OUR 
PRICES BEFORE BUYING! 
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B113 Gun Metal Bal., Goodyear 
Wingfoot Rubber Heel 


PRICE $5.25 


gg en gi arr is me ape SS 


B139 Chippendale Russia 
Bal., Goodyear Wing- 
foot Rubber Heel 


PRICE $5.35 
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SIZES ON BOTH STYLES 


THE NEW ACE LAST A and B, 6-11; C and D, 5:11 
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A NEW SUPPLEMENT TO OUR FALL CATALOG SHOWING 12 NEW 
FALL STYLES IS NOW READY. IT’S YOURS FOR THE ASKING. 
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F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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18 South Wells St. 
Chicago, Ill. 
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Color—the deciding factor in 
the success of Fall fashions—is 
seen at its best in A-G-L stylish, 
flexible boots and low cuts for 
women. 


Our own selections of the most 
popular shades in fine kid leath- 
ers, made over attractive lasts, 
form a strong selling point in 
the merchant’s favor. 


The evidences of A-G-L work- 
manship cannot fail to impress 
favorably the critical feminine 


purchaser. 


THE FERNCROFT 


Made up in Midnight Blue, 
Black and Brown Kid. 
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LS ALLEN, GOLLER, LEIGHTON CO. 
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Side Seam Opera 
Turn Pump 


No. 294—Black satin, 3 5/8 inch vamp, 
14-8 Louis heel. This pump is made 
also in Dongola and patent leather. 
Retails at $6.50. 


seein easter lets wetter eens 
* . =o % 
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Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


MAAS ANIA peiny 


This shoe represents a new 
pattern and excellent value. 


LIRA 
Wares 


Os 
CC 


Made with satin bow ornament, 9-8 
wood military heel. Solid leather 
shank piece. Retailing at $6.00. 


MAASAI 
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Emery & Marshall Co. 
Haverhill, Mass. 


CHARLES L. MARKS caged 7 
Eastern City Trade and J. B. LAUGHLIN n New Englan 
Southern Territory with ee Office at 183 Essex St., Boston 

Throughout the Middle West LARRIE H. SASS 


New York 
1008 Marbridge Building On the Pacific Coast 
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Chay Vand Pond Cond Pond Pons 
VALLES 
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MEN’S 
FINE: 
SHOES 


“At Once”’ 


A LONG racy model with flat forepart T is unnecessary in this adver- 

and narrow receding toe. A very pop- i] tisement for us to use high- 

ular shoe with young men. sounding phrases regarding 

98 Wine Cordovan Bal. Price $11.50. quality, standards of style and 

21 Mahogany Russia Calf Bal. Price $10.00. workmanship. The trade-mark at 
the top of this advertisement is 
your guarantee. 


The Duke 





We have pleased the most discrim- 
inating dealers. Give us an oppor- 
tunity to show we can please you. 


A completely illustrated Fall and 
Winter Style catalog, with prices 
and full ordering information, is 
ready for your request. 





French, Shriner and Urner 


63 Melcher Street ea Boston, Mass. 
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“JAMES COWEN 
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The id. Sullinan Company 
“Makerr o SF 


Pe Shoer for Women?” 
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Three Acres of Service 

One hundred thirty-four thousand, five hun- 
dred and one feet of floor space, equipped 
with the most modern and efficient shoe- 
making machinery, manned by craftsmen 
bred in the traditions of New England shoe 
making skill, devoted to the production of 
“Shoes you can Sell.” A plant that is sec- 
ond to none in the world in equipment and 
efficiency. 


Lie Back of ‘‘Korrect Shape’’ Shoes 
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‘ And the policies of this big plant are 
arene wis E dictated by the retailers who sell “Kor- 
ey ogi pee donate tae al rect Shape” shoes. From office to ship- 
in Gallun’s 4, Gallun’s 26 and ping department, from cutting room to § 
Creese & Cook’s Tony Red. sole leather department, from President ¥ 
Equipped with Goodyear Wing- to office boy—every department and 
cc ceenbomners every individual is working whole-souled 

to produce the kind of footwear the re- 
tailer needs and render him the kind of & 


service he should have. 


“* Korrect Shape’ shoes are “Shoes you can Sell,” because they are made right, under right 
conditions, at right prices, by a company that believes in the right kind of service. We should 
like to have the opportunity of demonstrating what we mean by “Service.” 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MONTELLO STA. BROCKTON, MASS. 
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Women have always more or less “dressed to suit 


their personality.” 


One type of woman will wear nothing but silk all | 


year ’round. Another will accept only ‘one particular 


shade of hosiery. A third affects sport hose in striking 


patterns. 


“Onyx” 


is all things to all women. If you wish to cater to 


women, you can do no better than to feature “ONYX.” 


Emery 6 Beers Company, inc. 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 
Boston Office: rie Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bidg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N. Y. 
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Sound Sense Rules 
A Public Returns 


















Yesterday was a seller’s market. 
Today, the buyer sets the tune. 


In the era of waste that has suddenly 
passed, the public bought freely 
whatever it fancied. 


‘Today,a man must beareal salesman to 
figure in his firm’s totals for the year. 


And all who carry the burden of man- 
agement best prove their foresight 
by stocking the staple lines that 
make the surest appeal. 


The key to the new business is simple. 
The public makes plain what it 


More than 600 Numbers— Neilin-Soled— Will Be Shown This Season 
in the Lines of 194 Manufacturers 


Neolim 


‘Trade Mark Reg. U. S. Pat. Off. 


DURABLE - WATERPROOF 































The Market Today 
lo First Principles 





wants in a shoe today—serviceability, 
wearabhility, at a fair price. 


You supply these qualities of service, — 
comfort, waterproofness, and neat 
appearance, when you offer staple, 
sensible, service shoes, made with 
guaranteed NeOdlin Soles, or Good- 
year Wingfoot Heels, or, better yet, 
both of them. 


These products possess the values 
prized by the public today, and they 
are available at no greater cost, 
often at considerably less. 


THe GoopyearR Tire & RusBBEeR C 
Offices Throughout the W orld 


Soles 


- COMFORTABLE 
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Why Educators 


Safe Merchandise 


Because they are stock shoes in 
nine distributing houses. 


Because they are not subject to 
: style fluctuations. 


Because they are nationally adver- 
tised. 

Because they produce maximum 
turnover. 


Because the people know them 
and want them. 


RICE & HUTCHINS 


FDUCATOR | 
SHOE® 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 














